








36th Year—No. 3784 


Mediums Off Most 
_ As Auto Makers 
= Trim Schedules 


Over a Million ’61s 
Top ’60 Model Pace; 
Compacts Up 130 Pct. 


By Martin L. Whitmyer 
Staff Writer 
or ae adjustments of 
production schedules in all 
price classes held United States 
output to an estimated 145,308 cars 
last week. 
Last week’s output was 3.2 per- 
cent below the 150,106 cars turned 
out a week earlier, but was 97 
percent above the 63,615 units 
, rolled from U, S. assembly lines 
F during the steel-strike week 
ended Nov. 7 a year ago. 

Showing the biggest numerical 
decline last week wag the medium 
group, which turned out an esti- 
mated 29,831 cars for 20.5 percent 
of total industry output. That was 
a 6.1 percent decline from the pre- 
vious week when the group captur- 
ed 21.2 percent of total industry 
output on 31,773 assemblies, 

Only Chrysler, DeSoto, Mercury 
and Thunderbird showed output 
gains over the previous week — 
Chrysler up from 1,671 to 1,700 as- 
semblies; DeSoto from 240 to 250; 
Thunderbird from 1,237 to 1,496, and 
Mercury from 4,732 to 4,835. 

Off from the previous week in the 
medium class were Buick, from 
7,802 to 7,171, and Pontiac from 
8,611 to 6,900 units. On par was 
Oldsmobile, with 6,980 assemblies 
each week, and Dodge Polara, with 
an estimated 500 assemblies in both 
the last two weeks, 

* a +. 
To standard group showed the 
smallest overall decline as only 
Checker and Dart registered pro- 
duction gains. 

Dart, running almost double its 
pace of a year ago, boosted its 
output from 4,749 units a week 
earlier to an estimated 5,300 as- 
semblies last week, while Check- 
er edged up from 87 to 100, 

Among the volume makers, Chev- 
rolet was off from 33,280 assemblies 
a week earlier to an estimated 
33,100 units last week, while Ford 
declined from 20,739 to 19,765. Both 
standard Chevrolet and standard 
Ford worked all their plants five 
days last week. 

Plymouth, closed Monday in De- 
troit, dropped from 4,664 assemblies 
the previous week to an estimated 

(Continued on Page 49, Col. 3) 








Top Cars 


New passenger-car registrations 
for nine months: 







1960 1959 
Pos. Make Pos. 
1—1,295,088 Chev. 1,148,003— 1 
2—1,040,092 Ford 1,106,827— 2 
3— 342, Plym 298,776— 4 
4— 327,421 Rambler 274,660— 6 
5— 299,079 Pontiac 301,384— 3 
6— 278,620 Dodge 110,365— 9 
I— 253,734 Olds. 283,463— 5 
8— 187,866 Buick 188,027— 17 
9— 113,492 Mercury 115,722— 8 
10— 107,851 Cad 107,495—10 
1i— 102,930 Comet .......... 
12— 84402 Stude. 99,480—11 
18— 57,444 Chrysler 48,133—12 
14— 19,491 DeSoto 34,464—13 
15— 15,839 Lincoln 20,476—14 
16— 11,357 Imperial 12,663—15 
404,407 Misc. 496,311 
Total All Makes 
4,941,869 4,646,249 
Further details on Page 42. 
Le ee 
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Shares of Market... 
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DETROIT, NOVEMBER 7, 1960 


New-Car Sales Analysis 


SEPT. vs. 


GEN. MOTORS 
FORD MOTOR 
CHRYSLER CORP. 12.85 


S-P 


*—Miscellaneous figures include imports. 
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Compacts’ Share of Market 


Shows Year’s 


OMPACT cars for the first time 

this year failed to expand their 

share of the new-car market in 
September. 

According to industry sources, 
domestic compact cars accounted 
for 26.19 percent of total registra- 
tions for the month, a retreat 
from the 26.33-percent penetra- 
tion of the previous month. 

While this decline is indeed small, 
it nevertheless is a setback in the 
steady gains that have been scored 
all year long by the compacts. 

Starting with 19.32 percent pene- 
tration in January, the compacts 
moved steadily ahead to 20.19, 21.30, 
23.55, 23.91, 25.05, 25.43, and 26.33 
before easing up in September. 

ey ue ae 

AMBLER continued its slim lead 

in the compact-car field during 
the month with 31,416 registra- 
tions. It was followed by Falcon, 
31,004; Corvair, 17,702; Valiant, 16,- 
125; Comet, 15,761, and Lark, 8,126. 

Comet, although its volume was 
off from the previous month, pull- 
ed ahead of Buick in September 
to take over No. 8 position and 
push Buick into ninth place. 

In another shakeup in standings 
during the month, DeSoto fell be- 
hind Lincoln with only 1,243 regis- 
trations—its lowest monthly volume 
in history. 

+ *” * 
Te September total of 458,765 
registrations, as compiled by 
R. L. Polk & Co., was the lowest 








First Decline 


monthly total recorded so far this 
year except for January. 

Registrations were down more 
than 12 percent fronf the previous 
month’s 525,400, although they 
were virtually a carbon copy of 
the year-ago September total of 
458,434. 

Despite the severe hump during 
the month, new-car registrations for 
the first three quarters this year 
were the second highest in history, 
trailing only 1955 for the corre- 
sponding period. The total of 4,941,- 
869 this year compared with 4,646,- 
249 a year ago and 5,469,128 in 
record-breaking 1956.” 

Import sales fell to 40,441 in Sep- 
tember, the smallest volume since 

(Continued on Page “4, Col, 1) 
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e@ Big demand sighted for com- 
pact trucks, Page, 18. 

@ Leach suit thrown out by 
judge, Page 6. 

@ICC amends, 
rules, Page 21. 

elImports average 40 miles per 
gallon in economy run, Page 2. 

@ Distribution problems, Page 3. 
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Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


By Robert M, Lienert 
Associate Editor 


EW-CAR sales are boun 


expectations, but activity is pi 
up, according to field reports. | 
lers are not really ary 
what is happening to 
such a spotty market, Autombtive 
News found in a study of matey 
marketing areas, although 
mention the continuing glué\ a 
unsold ’60s and a shortage of ‘61s 
in most lines. 
People like the new cars in 
eral, 


factory grosses. 
* * 


boost the compacts’ market pene- 
tration, but rather cut up the com- 
pact-car pie into more (and small- 
er) pieces. 

A scattering of dealers said 
they have sensed customer disap- 
pointment in the compacts, add- 
ing that there is “some surprise” 
expressed over the size and price 
of the so-called second-generation 
com 

“Customers talk compact until 
they get to laying down the money,” 
a Milwaukee dealer said. “Then 
they want a standard.” 

Some persons who bought com- 










e 
around at levels below she 


ges 


dealers say, but not well 
enough to fight for the merchandise 
or to pay enough to produce satis- 


yo are indications that the 
increased number of compact 
makes available may not notably 
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Sales Activity Rising 
But Reaction to ’61s 
Below Expectations 


s last year are planning to 
bok to a standard in 1961, 
rs said. In certain show- 

, the compacts are used as & 
steppin g-stone into discounted 
standards, . 

Falcon, Rambler, Comet and Cor- 
vair contifue to do well in the com- 
pact field; however, 

\ + * * 
THE standard field, the lack 
~of néwymodel hoop-la this year 
along with pre-debut selling that 


had <r factory approval took 


r TEXT 

Industry problems examined by 
John F, Gordon, GM _ president, 
Page 48. 









some of the edge off ’61s, too, deal- 
ers said, 

“The public feels Detroit was a 
bit ashamed of the new models,” 
one dealer said. 

And so the people come and jook 
and chat and some are written up; 
most become “be-backs.” 

* * * 
Ir ATTEMPTING to analyze this 
showroom coolness, dealers have 
noted: 

1. The public generally is mes- 
merized by the Presidential elec- 
tion. The censensug is that new- 

(Continued on Page 8, Col, 1) 





Gordon Examines Industry Practices . . ; 
GM. Defends 21% Discount 


EW YORK.—General Motors 

President John F, Gordon last 
week defended the 21 percent dealer 
discount on the firm’s compact cars, 
saying it was “designed to meet 
competition.” 


The discount policy on smaller 
cars has been criticized widely at 
dealer conventions, In GM’s case, 
the 21 percent rate was initiated 
on Corvair a year ago and car- 
ried over this fall to F-85, Spe- 
cial and Tempest. 

“In determining this policy we 
followed the pattern already exist- 
ing in the industry,” Gordon ex- 
plained. “Obviously, it would be of 
no advantage to you or to us to 
introduce smaller cars, and then 
price them out of the market.” 

He spoke to more than 18,000 GM 
dealers and executives in a closed- 


N. J. Asks for New-Model Reforms 


By Fred W. Schwarz 
Staff Correspondent 

TLANTIC CITY.—Lack of the 

traditional secrecy in the intro- 
duction of ’61 models was blamed 
for the sales lag by the New Jersey 
Automotive Trade Assn, at its 42nd 
annual convention. 

Some 300 delegates, holding a 
two-day session in the Chalfonte- 
Haddon Halil Hotel, noted that 
the advance publicity given the 
yew models resulted also in a loss 
of enthusiasm and in a removal 
of the “glamour” which usually 


surrounds the introduction of the 
new cars each fall. ; 

A resolution ado at the con- 
clave declared that “until recently 
it was the accepted practice for all 
manufacturers to guard carefully 
against the release ‘of any details 
or information: pertinent to new 
models.” 

* * + 
yas year,” the resolution con- 
tinued, “all manufacturers per- 
mitted considerable detailed infor- 
mation, including pictures of new 
models, to be released through the 
public press as much ag three 


months prior to announcement 
date, thereby resulting in loss of 
enthusiasm and removing the glam- 
our so long associated with our in- 
dustry’s new products, 

“This has resulted in lack of 
public interest and more import- 
antly is resulting in lack of 
sales.” 


The membersg of the NJATA 
asked that their feelings be made 
known by association officers to the 
manufacturers and also recom- 
mended that all new models be in- 
troduced within a 10-day period 

(Continued on Page 4, Col. 3) 


circuit nationwide telecast from the 
Waldorf-Astoria Hotel in connec- 
tion with the opening of the firm’s 
Motorama in the Waldorf Ballroom 
for a one-week showing. 


The telecast was beamed to deal- 





J. F. Gordon 


ers and GM executives meeting in 
40 cities outside New York. 

GM Chairman Frederic G. Don- 
ner, who also addréssed the meet- 
ings, said next year should “turn 
out to be a year like 1960 or a little 
better.” 

x *” + 
Gos predicted that the wider 
variety and price of GM prod- 
ucts would increase the grosg profit 
potential “of practically every deal- 
er.” 

It will be a good profit year at 
the retail level, especially if the 
dealers “make the sale of smaller 
cars plus business,” he declared. 
He defended this year’s GM 

bonus programs, which eliminated 
the quota required to qualify under 
past plans. 

The new programs, which applied 
to all new cars delivered between 

(Continued on Page 47, Col. 1) 
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AUTOMOTIVE NEWS, NOVEMBER 7, 1960 
Virginians Warned of ‘Hard Battle’ on Excise .. . 





Compacts to Reign, Says Moore 


of getting the. tax reduced weren’t| if not more government spend- 
ing. 


ROANOKE, Va. — Delegates to 


the Automotive Trade Assn, of} encouraging. 


Virginia convention here were told 
the majority of automobile sales 
ultimately will be in the small-car 
field. 

James C. Moore, executive vice- 
president of the National Automo- 
bile Dealers Assn., said, “compacts 
are going over. 

“Americans are hungry for a 
more economical unit,’ Moore de- 
clared. “The small car no longer 
is prestige . . . it’s more econom- 
ical.” 

He predicted “a hard battle lies 
ahead” in bringing about a reduc- 
tion of the 10 percent general ex- 
cise tax, which he termed “discrim- 
inatory to our business.” 

The NADA official said he 
thought dealers “would be willing 
to have the tax lowered to 5 per- 
cent and locked in to the federal 
interstate highway program until 
1972.” 

Moore admitted, however, chances 


“With the present budget setup 
and the sound of things,” he said, 
“it looks like we’ll have ag much 


Import Market 
Still a Big One 


Pushed off the center of the 
automotive stage by industry ex- 
citement over America’s new ’61s 
have been the imported cars. 

The imports, of course, still 


comprise a solid, sizeable mar- 
ket . . . more than 500,000 will 
be sold this year. 

Watch for a full-dress review 
of the imported-car market— 
the product, possibilities, prob- 
lems, the men who make it tick, 
exclusive statistical matter— 
coming Dec. 12 in Automotive 
News. 





Plant Cities Off, Farms Up... 


Business Picture Mixed 





By Kenneth C. Kelley Jr. 
Staff Writer 

USINESS in the various sections 

of the nation has been meeting 

varying amounts of success in re- 

cent weeks, a look at publications 

from the Federal Reserve banks 
shows. 

There are some definite soft 
spots, Probably the worst of these 
are in the areas which depend 
chiefly on heavy manufacturing. 
There are also some strong spots. 
In some farming has been 
high on the list of gainers. 

Here is a roundup of what the 
Federal Reserve banks have been 
saying about business at the dis- 
trict level. ae 


+ 
New England 
ANUFACTURING activity in 
New England is running just a 
shade (one percentage point) above 
the 1959 level, the Boston FRB re- 


ported. 

While production of primary 
metals and shoes and leather are 
above the 1959 level, declines were 
listed for textiles and paper. 

Department store sales were 3 
percent above the year-earlier total. 
Nonfarm employment is up 3 per- 
cent but the number drawing un- 
employment compensation is up 25 
percent. 

+. - * 


New York 


N THE view of some, one of the 
weakest spots in the economy 
in recent months hag been the 
money market. Interest rates have 
been declining, the Federal Reserve 
Board has acted to make credit 
more plentiful and even the stock 
market has been weak. 

The New York FRB took note 
of the fact that the Federal Re- 
serve Board has moved to en- 
large the supply of loanable funds 
and to make interest rates lower. 

In many ways, the money mar- 
ket is now in about the same condi- 
tion that it wag during recession 
year 1958. 

+t + 7 
Philadelphia 
To Philadelphia FRB's report 
on farm results in Pennsylvania, 
New Jersey and Delaware was a 
mixture of good and bad news. 

Despite Hurricane Donna, 1960's 
weather was generally good for 
farming in the area and yields 
were good, Markets were a bit 
firmer, although prices for indi- 
vidual crops continue to fluctuate 
widely. 

The bad side of the picture is the 
fact that the farmer’s costs of pro- 
duction have remained high and 
the farmer’s net income has show- 
ed little change. ‘ 

” * 


Richmond 


ONSUMERS’ spending on major 
items such as cars and appli- 
ances has been somewhat below 
norma! in its district, the Richmond 








FRB reported. Spending for non- 
durable goods and services remains 

strong. 
Sales of tobacco, an important 
crop in Virginia, the Carolinas 
and other sections of the district, 
are 10 percent higher in dollar 
terms than they were a year ago. 
The price paid per pound has 
been higher and the number of 
pounds produced has been higher. 
The number of man-hourg work- 
ed in manufacturing has been slip- 
ping in the district with drops both 
in the textile mills and the furni- 
ture factories, 
- * ” 


Deep South 


HE Atlanta FRB took a look 

at the economy of Georgia and 
reported that it was operating at 
a high level, although the unem- 
ployment problem has been grow- 
ing worse. 

The drop in employment op- 
portunities seems to be centered 
in the manufacturing industries 
and the drop in manufacturing 
employment is centered in the 
textile mills and plants producing 
transportation equipment. 

A strong spot in Georgia is the 
growth in personal income which 
is running 5.5 percent above the 
1959 rate. 

* * + 


Cleveland 


HE Cleveland FRB observed 

that a certain weakness in re- 

cent reports on auto credit may be 
(Continued on Page 45, Col, 1) 
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Business Barometer 


Automotive News Economic Index — 


100.5 Percent of Last Week 
124.1 Percent of Like Week Last Year 


Auto Production ............... 149,643 102.1 147.1 
Truck Production .............. 18,016 109.2 110.8 
Auto Registrations—yYear to date.. 4,941,869 eet 106.4 
Truck Registrations—Year to date. 728,613 vag 100.3 
Steel Production—tTons ......... 1,545,000 97.8 416.4 
Lumber Production—Board feet... 221,684,000 99.0 85.7 
Paperboard Production—tTons.... 318,032 97.0 96.0 
Soft Ceal Output—tons ........ 8,485,000 99.8 104.7 
Oil Refinery Output—Barrels ..... 49,356,000 100.8 103.8 
Electric Output—Kilowatt hours.... | 13,883,000,000 100.6 107.0 
Barometer Freight Cer Leadings 360,132 98.1 99.6 
Department Store Seles Index .. 157 101.3 104.0 
Stock Market Price Index....... 380.4 100.1 90.8 
U.S. Government Spending 

—Fiscal year to date ..........+. $31,115,480,000 Tok 99.6 
Commercial and Industrial Loans $31,549,000,000 100.1 106.8 
Savings Deposits ................ $32,391 ,000,000 100.2 105.9 
Used-Car Prices-—Average........ $1,067 124.6 110.9 
Business Failures ................ 331 122.6 121.2 
Common Common 
Stocks Nov.2 Oct. 26 1960 Range Stocks Nov.2 Oct. 26 1960 Range 
MB. s vse 20Y%e 20%, 29%-19 ee 41 40% 50%-38% 
Chrysler... 43 41% 71%-40 Meck...... 31% 30% 52%-29% 
Ford....... 64%, 65 92% -60% Ue esos as 9% 9% 2y- BY 
GM........ 42%, 42 55%-41 | White...... 384%, 38%, 67%-36 





Warren King, automobile mer- 
chandising editor for Life maga- 
zine, told the convention the “mar- 
ket of the ’60s will not be just a 
bigger version of the 50s.” 

He said the biggest share of the 
market would go to the most ad- 
venturous, best informed, most cre- 
ative and best planners. 

King warned, however, that such 
planning must begin now—“1965 
will be too late!” 

Differences in the market will 
be brought about by bigger in- 
come families, he predicted, and 
“upper-income families will be- 
come a true mass market.” 

King stressed: the importance of 
new buying groups, especially teen- 
agers and newly married couples. 
But he added that career girls and 
older persons also would become 
more important in the consumer 
market. 

He estimated that five of every 
six families will be earning more 
than $4,000 annually in the next 
decade—the point at which they 
start “discretionary buying.” 

The editor pointed out that the 
increase in leisure time will affect 
spending patterns of the future. 

W. Heartsill Wilson, assistant 
general sales manager of Plym- 
outh-DeSoto-V aliant, told one 
session, “This country can re- 
main strong only as long as it 
produces and sells what it pro- 
duces.” 


He said when the United States 
stops selling, “it will cease to grow, 
plants will be idle, unemployment 
will grow, profits will diminish and 
government will suffer.” 

Wilson outlined the steps the suc- 
cessful salesman must follow: 

“Be willing to pay the price to 
be exceptional. The price of failing 
is greater than the cost of success. 

“Be oblivious to the clock on the 
wall. 

“Get a new respect for the funda- 
mentals of selling. 

“Keep flexible.” 

He told delegates, “A man can 
make a living from 8 to 5. He can 
make a success from 5 to 11.” 

Senator A, Willis Robertson, Vir- 
ginia Democrat, urged the dealers 
to have an “aggressive faith” in this 
country and its government, 

Joe L, Hill, Roanoke, was re- 
elected president of ATAV, 

Other reelected officers include H. 
Carter Myers jr., Petersburg; Bur- 
ton Kephart, Arlington, and C. B. 
Gifford, Norfolk, all vice-presidents, 
and G. E. DuBose, Richmond, sec- 
retary-treasurer. ° 


‘ Tenney Gets Maine Post 


ANGUSTA, Me.—Karl C, Tenney, 
of this city, has been nominated 
by Gov. John Reed as a member of 
the Maine Motor Vehicle Dealer 
Registration Board, 
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Tops in Gas Mileage— 


Class winners in the third annual Mobil Mileage Rally were, from left, Class B, 


Morris Mini Minor, 55.44 MPG; Class C, Fiat 1200, 40.55 MPG; Class D, Citroen, 35.98 
MPG; Class E, NSU Sport Prinz, 62.29 MPG, and Class F, Triumph TR-3, 32.23 MPG. 


Not shown is the Class A winner, Renault, 


49.18 MPG. 


Imports Average 40 MPG 
In Mobil Mileage Rally 


By Ed Brown 
Staff Correspondent 

NEW YORK.—The 35 imported 
cars entered in the Mobil Mileage 
Rally achieved an average of 40.23 
miles per gallon, with an NSU 
Sport Prinz winning top honors at 
62.29 MPG. 

Starting in midtown Manhattan 
and looping through 46 towns 
and cities in three states, the 
fleet crossed the finish line after 
travelling 200 miles in 6% hours. 
High-performance sports cars 
topped family sedans by an average 
of one MPG. The 12 two-seater 
sports jobs averaged 40.94 MPG, 
while the 23 four-passenger models 
obtained a combined average of 
39.85 MPG. 

Governed and sanctioned by the 
United States Auto Club, the rally 
field was broken into four classes 
for passenger cars and two classes 
for two-seater sports cars, accord- 
ing to engine size. 

Winners in the four passenger 
classes were: 

Class A (under 750 cubic centi- 
meters) Renault, 49.18 MPG; Class 
B (750 through 1,099 cc.) Morris 
Mini Minor, 55.44 MPG; Class C 
(1,100 through 1,599 cc.) Fiat 1200, 
40.55; Class D (over 1,600 cc.) Cit- 
roen, 35.98. 

Winners in the two-seater 
sports car divisions were: Class E 

(under 1,600 cc.) NSU Sport 
Prinz, 62.29, and Class F (over 
1,600 cc.) Triumph TR-3, 32.23. 
All cars and the mileages were: 
Class A: BMW, 44.72; Renault, 
49.18; DAF’, 36.37. 

Class B: Morris 850, 46.97; Borg- 
ward Hansa, 36.67; Triumph Herald, 
37.22; Renault Dauphine, 48.54; 
Panhard, 44.78; Morris Mini-Minor, 
55.44; Ford Anglia, 41.06; Austin 
Seven, 46.77; Morris Minor 1000, 
39.89; Austin A-40, 46.41; Saab, 39.87. 

Class C: Volkswagen, 34.77; Peu- 
geot 403, 38.03; Volvo PV 544, 34.86; 
Fiat 1200, 40.55. 

Class D: Ford Consul, 28.75; 
Citroen, 35.98; Fiat 2100, 24.57; 
Mercedes 190, 25.26. 

Class E: Vespa, 51.93; NSU Sport 
Prinz, 62.29; Renault Carsvelle, 





Across the Line— 


A NSU Sport Prinz, driven by Harry 
Fanelli, scores the best average of all of 
the 35 cars entered in the third annyal 
Mobil Mileage Rally, with 62.29 miles-per- 
galion over a 200-mile course. 


50.13; Triumph Herald, 42.05; Kar- 
mann Ghia, 42.83; Borgward Hansa, 
34.66; Austin-Healey Sprite, 40.58; 
Borgward TS Coupe, 35.86; Fiat 
Abarth, 39.80; Porsche, 33.11, 

Class F: Austin-Healey 3000, 
25.80; Triumph TR 3, 32.23. 





Top Family Car— 


Capturing top mileage honors for fam- 
ily sedans in the third annual Mobil Mile- 
age Rally was this Morris Mini Minor, 
driven by Dwight Holbrook. It scored 55.44 
miles per gallon over the 200-mile course. 


Car-by-Wire Plan 
Begun for Dealers 


In South Calif. 


SAN DIEGO.—A communications 
system under which Southern Cali- 
fornia dealers can wholesale cars 
by wire has been announced by 
Tele-Car, Inc. 

Paul R. Stevenson, president, said 
the setup will function as a car 
auction, and will help dealers solve 
inventory problems. 

Twenty-four San Diego County 
dealers and 26 in the Los Angeles 
area already have subscribed to the 
service, and others will be added 
when additional] teletypewriter 
equipment becomes available, he 
said. 

Teletype reports of cars offered 
at wholesale will be transmitted 
from control centers in San Diego 
and Los Angeles to subscribers, 
Stevenson said. 

Dealers offering cars for sale will 
provide a full description and the 
price wanted, he added, and dealers 
who receive the information may 
order the cars by long-distance 
phone. 

The selling dealer delivers the 
car to the nearest Tele-Car center 
for inspection, and receives a check 
or draft from Tele-Car upon the 
car’s acceptance, said Stevenson. 

The car then is delivered to the 
buying dealer at his expense and 
he pays the accepted price to Tele- 
Car, which also receives a fee for 
handling the transaction, Stevenson 
added. 

He said the operation is the first 
of its kind in the nation. 




















A FEW weeks ago I wrote about 
the dealer who was shocked 
when he compared his 1950 costs 
and grosses with those of today. 
Costs have mounted steadily while 
grosses have declined. It becomes 
obvious, he said, that dealers are 
in a terrific cost squeeze. He recom- 
mended that other dealers examine 
their 1950 financial statements. 


“OK,” said another dealer after 
reading the advice, “I’ll do it.” But 
he warned: 

“Sometimes the clock can be 
turned back, but ‘captive’ mer- 
chants, however strong and how- 
ever well intentioned, will have 
difficulty finding the key.” 

The first dealer was not suggest- 
ing that dealers turn back the 
clock, but rather that they isolate 
the cost pressures and seek to do 
something about them—namely, 
strive for higher grosses. 

+ 


Old Problem 


7. cannot go back. They will 
have to deal with today’s costs 
and today’s grosses. The question is 
the old one: When will a dealer 
stop trading profit he doesn’t have 
just because it appears that the 
dealer down the street is giving 
away his profit? 

Chances are, of course, that the 
dealer who advertises he is giving 
away most is probably taking 
most back, by one route or an- 
other. 

A local Chevrolet dealer insists, 
however, that no dealer tries to 
make money these days. He’s real 
happy if he breaks even. 

With regard to what’s wrong with 
the business, a Cleveland dealer of- 
fers this: 

“May I suggest to you that there 
is little or anything wrong with the 
retail automobile business which 
could not be corrected immediately 
were the manufacturer willing to 
have fewer dealers. All of which 
could be done with no sacrifice on 
volume, and, in the case of some 
makers, an increase in volume.” 

+ * + 


To Lift Stature 


ON THE program to elevate the 
stature of salesmen with the 
public through an NADA career 
training program: 

Some state and city association 
managers suggest that NADA’s 
study committee consult with 
managers, since they usually are 
the ones called on to carry out 
such programs. 

Here at Automotive News we 
think the program is much needed, 
and NADA should proceed with all 
dispatch to get it under way. So, 
in using the following letter from 
a salesman, Robert F. Kousek, of 
Sawyer Motors, Fort Lauderdale, 
Fla., we are trying to shed light on 
the problem, not undermine NADA’s 
program. Kousek writes: 

“I have been in the car-selling 
game for a short period of three 
years, in which time I’ve been em- 
ployed at four dealerships cover- 
ing three manufacturers. 

“The one and only reason for 
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Too Many Unwanted Cars? ... 


Complaints Increase 
Over Maldistribution 


my changing dealerships has been 
for lack of good sales managers 
and dealers. If anything can be- 
little a salesman, it is the rude 
temperaments of these people. 

“Of the four sales managers I’ve 
worked under, only one gave me 
any knowledge of the business and 
took time to assist me in learning 
what every salesman must learn 
in order to feel he is in a fine pro- 
fession. The other three I worked 
under helped only themselves and 
not the people they should have 
been managing. 

“The dealers I’ve been employed 
by, with the exception of my present 
employer, have all been dishonest 
and standoffish to all the salesmen. 
One of them even made it a general 
practice to swear at every salesman 


every chance he had. 


“Under such conditions, it is no 


secret why salesmen in this busi- 


ness feel small, insecure and be- 
littled, and, as a result, look for 
greener pastures, which few of 
them find unless they enter other 
fields of selling. 

* + * 


At Higher Level? 


“@O IT seems to me that these 

training plang should begin 
with the higher sales personnel, not 
the unguided man who wants to 
start in this automobile business 
and_ finds out he doesn’t know 
any more about it after a month 


or two than he did when he began 


this so-called profession. 

“He actually felt like somebody 
when he started, but after the cold- 
ness he gets from his employers he 
leaves unhappily. Better salesmen 


will arrive for the dealer when the 


dealer learns better management.” 

This is a point many dealers do 
reco; t selling is a job 
that tends to wear down the soul 
of a salesman. He is in need of 
constant inspiration. 

As pointed out by J. Saxton Lloyd, 
the former president of NADA who 
is guiding efforts to activate the 
career sales-training program the 
salesman is constantly being re- 
jected. By statistics, to sell 10 cars 
he must be rejected eight times. 

Psychologically, this is a burden 
to carry, and the dealer who goes 
out of his way to rekindle the spirits 
of his salesmen is making a worth- 
while investment. ° 
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New Florida Chief— 


like the rest of the Florida dealers, 
Frank Edelen (Buick), Miami, new president 
of the Florida Automobile Dealers Assn., 
and Mrs. Edelen made it a family holiday 
when the dealers held their convention 
on a cruise of the West Indies on the 
SS Hanseatic. Edelen was named to suc- 
ceed Jim Ferman. Gordon Thompson 
(Chevrolet) was named vice-president, and 
Don Schulstad (Rambler), Tampa, secretary- 
treasurer. There were 416 dealers and their 
wives who made the five-day cruise. 



















Toledo Dealers Elect— 


John L. Grimley (Chevrolet), left, has 
been elected president of the Toledo Auto- 
mobile Dealers Assn., succeeding Richard 
W. Moore (Ford), right. Other officers are 
Donald B. Wearley and Robert H. Eddy 
jr.. vice-presidents, and Ed Trepinski, sec- 
retary-treasurer. Trustees are D. N. Ban- 
ham, A. W. O'Rourke, James E. Ward and 


Moore. 





By L. H. Houck 
Travelling Correspondent 


JEFFERSON CITY, Mo.—Dealers 
in several states have expressed 
discontent with shipments of cars 
to dealers and high inventories. 

One dealer, operating well in 
the black, went into a vivid dis- 
cussion of factory faults when he 
was shipped a selection of ’6ls 
which did not meet his approval. 

“This happened last year and I 
didn’t complain,” he told AUTOMOTIVE 
News “but when it happened dou- 
ble this year, I complained to the 
factory and the zone manager. They 
did not send me the models I asked 
for, but sent me more convertibles 
than I wanted, more straight sticks 
on the economy job when I'm sell- 
ing almost 100 percent automatic 
transmissions, These cars will have 
to be discounted and moved be- 


Guild to Recruit Salesmen 


By Francis J. Gawronski 
Staff Writer 
A MOVE is under way to organize 
new-car and used-car salesmen 
in the Cleveland area, 

The drive is being spearheaded 

by a group of salesmen who have 
applied for a charter 
from the Salesmen’s 
Guild of America, a 
Detroit-based, inde- 
pendent union. 
Since the salesmen 
first approached the guild about a 
month ago, guild officials have vis- 
ited Cleveland in an attempt to get 
the drive off the ground. The latest 
meeting between the guild and 
salesmen representatives was slated 
last Saturday (Nov. 5). 

The guild was organized June 15 
and is one of two unions wooing 
some 3,000 new and used-car sales- 
men in the Detroit area. The other 
union is Teamsters Local 376. 

The Cleveland campaign will 
differ from the one in Detroit in 
that the guild intends to contact 
salesmen at their homes rather 
than at the dealerships, This new 
recruiting approach is made pos- 
sible by Ohio’s law requiring each 
salesman and dealer to register 
with the state. 

Using this new approach, the 
guild hopes to keep publicity down 
to a minimum and avoid the dealer 
opposition it encountered in Detroit. 

Since the guild announced its 
drive to “upgrade the status of 
salesmen” in the Detroit area, var- 
ious line associations have set up 
“minimum standards relating to 
new and used-car salesmen” for 
their members to follow. 

The “minimum standards” rec- 
ommended by the associations 
match most of the goals announced 
by the guild, 

The guild hag filed 31 petitions 
with the National Labor Relations 
Board seeking representation elec- 
tions among salesmen in Detroit. 
It has lost five of seven elections 
and blames the “tough dealer op-'| 
position” for the setbacks. 

The guild won its second election 
last week when salesmen at Stark} 
Hickey East, Inc, (Ford), East De-| 


Canada Counts | 
3,907 Dealers 


TORONTO.—T here were 3,907 
auto dealers in Canada handling 
domestic cars at the end of Septem- 
ber, according to the Canadian Au-| 
tomobile Chamber of Commerce, 

The CACC also reported that 227,- 
803 cars and 53,145 trucks were pro- 
duced for domestic sale in the first 
nine months of this year, compared 
with 230,313 cars and 51,760 trucks 
in the comparable period of 1959. 

Payrolls in the motor-vehicle 
manufacturing industry totalled 
$126,276,927 in the first nine months 
of 1960, compared with $120,397,534 
last year and $109,326,383 in the 
1958 period. 








At Homes in Cleveland 


troit, voted 12-to-10 for the union 
in an NLRB election. 

The guild also won an election 
at Haskins Chevrolet, Inc., Clarks- 
ton, Mich., by a 3-to-1 vote. 

Meanwhile, Teamsters Local 376 
has pulled out of its first NLRB 
election scheduled at a Detroit deal- 
ership. 

The first test of Teamsters’ 
strength among Detroit salesmen 
was scheduled for last Friday 
(Nov. 4) at Rosedale Motors, Inc. 
(Oldsmobile). Four days before the 
election, the Teamsters wired the 

(Continued on Page 49, Col. 1) 


Berry Retires 
As K.C. Dealer 


KANSAS CITY.—Berl Berry, well 
known Kansas City car dealer and 
for the last three years a Dodge 
dealer at 7320 Troost, has formally 
announced his retirement from the 
auto business. He said he had closed 
his salesroom and service depart- 
ment and terminated all employes 
of the firm, officially as of Oct. 21. 
He said the dealership should be 
completely liquidated in another 
two or three weeks. 


Berry relinquished the last of a 
number of Ford dealerships built 
up during 17 years in 1957. He gave 
up his Studebaker franchise last 
January and shortly after closed a 
dealership in which he had an in- 
terest in Kansas City, Kan. 

Berry said that he had grown 
tired of meeting the day-to-day 
problems and had only indefinite 
plans for the future. He said he 
would have closed up sooner ex- 
cept for a staff of loyal employes. 


cause my customers won’t buy 
them.” 

This dealer made his first com- 
plaint by phone to a zone official. 
He was told bluntly that he would 
take the factory selection or be in 
violation of the franchise provision 
which states that the dealer must 
carry a representative stock of cars. 

One word led to another, and 
finally the factory official is report- 
ed to have said: 

“Don’t you know yet that I’m 
running your business?” 

The dealer then called the factory, 
outlined his troubles and threatened 
to send in his franchise. The result 
was that the dealer was appeased. 

The factory picked up some of 
the unwanted cars, and also bor- 

rowed some cars from other deal- 
ers that the dealer did want and 
had already sold. 

Similar situations have been re- 
ported by a considerable number 
of dealers representing virtually all 
makes. Dealers complain that the 
factory is requiring them to take 
cars they don’t want and that the 
factories do not know what consti- 
tutes a representative stock in a 
particular dealer’s territory. 

They also charge that the timid 
dealer gets no consideration at all. 
The cars are rammed down his 
throat, they say, when he has colors 
and models he can’t sell, he whole- 
sales them out of his territory. This, 
they add, is the beginning of the 
cut-price, no-profit deal, because 
some dealers discount the slow 
movers to customers who take them 
only because of the exceptionally 
large discount. 

Another dealer with similar com- 
plaints said some factory zone of- 
ficials also try to make a dealer 
sell what he has before pushing an 
order for a special color for which 
the customer is waiting. 

One dealer reported a factory 
official told him: 

“Sell what you’ve got on the floor 
before ordering. I don’t care if we 
did ship you the color without your 
direct order. Other dealers are sell- 
ing them without any trouble, I 
hope we don’t have the wrong deal- 
er in your town.” 

Another dealer said he had 
notified the finance company han- 
dling his floor plan not to honor 
drafts for certain cars being ship- 
ped without order. 

‘I’m not taking any more auto- 
mobiles that I don’t order,” this 
dealer said. 

Tom Aliton (Ford), Columbia, 
Mo., Missouri director for the Na- 
tional Automobile Dealers Assn., 
has been discussing the overbuying 
problem in some of his speeches 
to dealer groups. 

Allton has stated repeatedly that 
it’s the dealers’ fault when they be- 
come overstocked and when they 
overbuy. 

“., the poor factory representa- 
tive, who usually igs a very person- 
able fellow, has his instructions 

(Continued on Page 49, Col. 4) 


On the House... 


low-priced three 
the Connecticut 


known .. 





tion... 
Wemhoft 


State of the Business: Don’t talk poor-mouth 
about business, advises the Utah association, “be- 
cause most people like to do business with a man 
who’s doing well rather than one who says his 
business is terrible” . 


. . Noting that instead of the 
“we now have the low-priced 13,” 
association warns that the '61- 


model competition will be the most severe ever 
. “If you plan to make some money with 
the ’61s, you must keep your gross high for at least 
eight months,” declares the Kansas City associa- 


One veteran dealer suggests this as a possible 


solution to dealer profit problem: Makers might graduate their 
dealer discounts upward from start of selling year to the cleanup; 
thus, the discount might be 7 percent the first month or two, rise 
to 15 percent in middle three or four months, and rise to say 35 
percent or more during the final months. This, he believes, would 
minimize the strictly price selling early in year and give customers, 
as well as dealers, a real break during the cleanup period . . . Ohio 
expects again to have highest number of dealers attending NADA 
convention in San Francisco .. . 

I goofed in recent column; dealers are not able to get federal excise 
refunded on cars loaned for school driver training; the refund comes 
only if cars are sold to schools. 

—PetTe Wemuorr, Editor, 
Automotive News 
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Sept. Sales Stem Tide . . . 
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Compact Penetration 
Fails to Make Gain 


(Continued from Page 1) 


January, but penetration was 8.8 
percent, highest since January. 
* + + 
ERVERS were uncertain as 
to what led to the letdown in 
September, 
Most were inclined to believe 
that impending new-model intro- 
ductions were primarily respon- 


many prospects decided to wait 
for a look at Special, F-85 and 
Lancer (and, much later, Tem- 
pest) before committing them- 
selves. 


In some quarters, weak demand 
during the month was blamed on 
factories for “leaking” information 
on ’61s and unofficially approving 
pre-introduction sales of the new 
models. 

Certainly, with the mountain of 
unsold ’60s, dealers needed a banner 
month in September. They did not 
get it. 

a * + 
= September total was also 
hurt by a nosedive among 
Chrysler Corp. lines, whose sales 
may have been hurt by the great 
amount of publicity surrounding 
corporate troubles. 


Sales penetration for the cor- 
Poration as a whole and for 
Chrysler, DeSoto and Imperial in- 
dividually was at the year’s low- 
est point, Dodge and Plymouth 
managed to hold just a shade 
above the year’s lowpoint (estab- 
lished in January) during the 
month. Buick’s penetration also 
fell to a 1960 low during Septem- 
As compared with the previous 

month, Ford Motor Co. and Stude- 

baker-Packard were the only cor- 

porations to show an improved 

market penetration in September, 
* * * 





Sales Score 
For September 


New-car registrations for Sep- 
tember: 


1960 1959 
Pos. Make Pos. 
1—119,484 Chevrolet 113,097— 1 
2— 95,536 Ford 106,392— 2 
3— 31,416 Rambler 27,825— 5 
4— 30439 Plymouth 30,880— 3 
5— 27,564 Pontiac 29,196— 4 
6— 23,907 Oldsmobile 27,097— 6 
i— 21,163 Dodge 11,086— 9 

8— 15,761 Comet ............ 

9— 15,357 Buick 14,759— 7 
10— 10,918 Mercury 12,461— 8 
ll— 9,469 Cadillac 9,213—10 
12— 8,126 Stude. 8,019—11 
13— 4,653 Chrysler 4,924—12 
14— 1,266 Lincoln 1,692—14 
15— 1,243 DeSote 3,327—13 
16— 894 Imperial 1,008—15 

40,969 Misc. 54,335 
Total All Makes 
458,765 458,434 





Dealers’ Faith in Future— 


although miscellaneous makes also 
improved. 

By individual makes, biggest 
gainer in the month was Mercury, 
up 0.51 points. It was followed by 
Oldsmobile, up 0.38 points; Pontiac, 
0.18; Studebaker, 0.17; Comet and 
Plymouth, 0.07, and Lincoin. 0.01. 


bn the three quarters, Chrysler 
Corp. penetration was up 3.50 
percentage points and American 
Motors advanced 0.72. points. Ford 
Motor Co. was off 1.73 points; S-P, 
0.43; General Motors, 0.29, and mis- 
cellaneous, 1.77. 

Year-to-year gains for the first 
nine months among individual 
makes included Dodge, up 3.26 

Chevrolet, 


: Plymouth, 
0.51 and Chrysler, 0.12. 

Losses, in order, were: Ford, 2.77 
percentage points; Oldsmobile, 0.97; 
Pontiac, 0.44; Studebaker, 0.43; De- 
Soto, 0.35; Buick, 0.25; Mercury, 
0.19; Cadillac, 0.13; Lincoln, 0.12, 
and Imperial, 0.04. 

—Rosert M. LigNert 


Auctions Report 
Additional ’6l1s 
Moving Through 


DETROIT.—_A mong ’61 models 
reported sold at wholesale auc- 
tion last week were the following: 

Buick LeSabre four-door hardtop, 
$3,000. Cadillac 62 two-door hardtop, 
$5,100 and $5,125. Chevrolet Bel Air 
6 two-door, $2,110; Bel Air V-8 four- 
door, $2,400; Impala two-door sedan, 
$2,650; Impala V-8 two-door hard- 
top, $2,580, $2,600, $2,620, $2,675 and 
$2,690; Impala V-8 convertible, $2,- 
800 and $2,900. 

Comet two-door sedan, two at 
$1,985; Comet four-door sedan, $2,- 
005, $2,030, $2,050, $2,100, $2,185 and 
$2,399; Comet station wagon, $2,270. 

Dodge Lancer four-door sedan, 
$2,085; Dodge Dart Pioneer 6 two- 
door hardtop, $2,110; Dart four-door 
hardtop, $2,490. 

Ford Falcon two-door sedan, 
$1,870 and $1,905; Falcon station 
wagon, $2,025; Fairlane V-8 four- 
door sedan, $1,950; Galaxie V-8 two- 
door, $2,110 and $2,650; Galaxie two- 
door hardtop, $2,460; Country Sedan, 
$2,360; Country Squire, $2,750. 

Mercury Monterey four-door 
hardtop, $2,050. Oldsmobile F'-85 
four-door sedan, $2,175, $2,500 and 
$2,525; Super 88 four-door hardtop, 
$3,325. Plymouth Fury V-8 convert- 
ible, $2,600; Custom Suburban V-8, 
$2,775. 

Pontiac Catalina four-door hard- 
top, $2,950; Bonneville two-door 
hardtop, $3,200; Bonneville four- 
door hardtop, $3,250; Bonneville 
convertible, $3,405. 

Rambler Super V-8 four-door 
sedan, $2,200; Super 6 four-door 
sedan, $2,200; Custom 6 station wag- 
on, $2,410. 

Studebaker Lark two-door sedan, 
$1,780; Lark station wagon, $1,900; 
Lark convertible, $1,950. 





Above is an example of the faith some dealers have in the future. Frank H. Roberts 
and his son, William A. Roberts, have invested $250,000 in a new plant for their deal- 
ership, Roberts Motors Sales, Inc. (Buick-Rambler), in Owensboro, Ky. The new opera- 
tion, including a used-car lot and parking space, covers 75,000 square feet. The show- 


room has 2,500 square feet of floor space. 


The entire building has 18,000 square feet 


of floor space. A body shop to rear of the service department will be built next spring. 





New Jersey Dealers Choose Officers— 


Newly elected officers of the New Jersey Automotive Trade Assn. are, from left, 
seated: Charles B. Gilbert, Trenton, president, and J. Alex Laurie, Morris Plains, first 
vice-president. Standing: John S. Stratton, Pitman, second vice-president; Everett lL. 
Gardner, Bernardsville, third vice-president; Edward A. Kammler jr., Elizabeth, treas- 
urer; William L. Mallon, Irvington, secretary, and Otto P. Henneberger, Newark, busi- 
ness manager. 


* = * 


Jersey Dealers Demand 
New-Model Reforms 


(Continued from Page 1) 


and without prior information to 
the public. 

Another resolution adopted at the 
convention requested that auto 
manufacturers grant their dealers 
the “historical discount” on com- 


pact cars, 
* * 


HE resolution declared: “With 

the advent of compact cars, 
there has been a definite trend on 
the part of automobile manufac- 
turers to require the dealer to ac- 
cept a lesser discount on such com- 
pacts as compared with their 
established lines. 

“The board of directors of the 
National Automobile Dealers Assn. 
at a meeting in Detroit underscored 
and reemphasized the association’s 
stand on historical] discounts, rec- 
ommending that all possible steps 
be taken to obtain this goal.” 

In another resolution, the group 
petitioned manufacturers to pro- 
vide a “reasonable warehouse 
stock from which dealers may 
draw.” 

The statement noted: “With the 
constantly increasing number of 
models in all lines requiring deal- 
ers to carry much larger inven- 
tories, this involves additional high 
expenses consisting of interest and 
storage charges. 

“This expense has now increased 
to where it reaches an amount 
which, under present market condi- 
tions, curtails the limited profit 
now being realized by dealers.” 

” * +” 


HE association called upon man- 
ufacturers to recognize this fact 
and extend 30-day billing to deal- 
ers. 
A fourth resolution commended 


Oklahoma Assn. 
Invites Dealers 


To ‘Sound Off’ 


OKLAHOMA CITY.—A five-point 
agenda has been prepared for a 
series of “sound-off” sessions at the 
convention of the Oklahoma Auto- 
mobile Dealers Assn. The conven- 
tion opened yesterday (Nov. 6) and 
continues today at the Skirvin 
Hotel here. 

Four “Sound-Off” meetings will 
be held. Separate sessions are 
scheduled for General Motors, Ford 
Motor, Chrysler Corp. and inde- 
pendent-import dealers. 

The agenda includes the 12-12 
warranty, inventory contro] and 
changes which some manufacturers 
have made in their flat-rate man- 
uals. 

Other topics are compensation 
plans to offset union drives aimed 
at salesmen and legislative sug- 
gestions to be presented to the 1961 
Oklahoma Legislature. 

W. G. Horton, convention chair- 
man, said the agenda is a work 
sheet and that dealers may bring 
up other questions for discussion 
if they wish. 


NADA and affirmed faith in the na- 
tional association regarding its “ag- 
gressive action” in the Congression- 
al fight to keep retail automobile 
sales and service establishments 
exempt from the Wage and Hour 
law. 

“This is tangible proof of the 
value of un action at the 
proper time in a continuing ef- 
fort to protect dealers’ interests, 
and without the spearhead and 
guidance of our NADA this could 
not have been accomplished,” the 
resolution added, 

Charles B. Gilbert, Gilbert & Mott 
Chevrolet Co., Trenton, was elected 
president of the association to suc- 
ceed L. John Hutton, Riverside. 

Other officers elected were J. 
Alex Laurie (Ford), Morris Plains, 
first vice-president; John S. Strat- 
ton (Pontiac-Studebaker-W illys), 
Pitman, second vice-president; 
Everett L, Gardner (Pontiac-Stude- 
baker-Mercedes), Bernardsville, 
third vice-president, and Edward 
A. Kammler jr. (Buick-GMC), 
Elizabeth, treasurer. 

* * * 

ECRETARY William L, Mallon 

(Pontiac), Irvington, and Busi- 
ness Manager Otto P. Henneberger, 
Newark, were reelected, 

During the two days of sessions, 
the convention heard addresses by 
Paul M. Millians, vice-president, 
Commercial Credit Co.; Paul H. 
Jackson, associate actuary, Aetna 
Life Insurance Co.; Frank P. Tighe, 
editor, Motor Age magazine; Char- 
les H. Van Steenberg, used-car 


manager, Chrysler and Imperial 
Division, and Walter M. Kiplinger, 
executive assistant to the NADA 
executive vice-president, 





Auto Show Queens— 


Susan Cook, left, Little Miss Compact, of 
Riverside, Calif., will reign over the com- 
pact cars at the Los Angeles International 
Auto Show, Nov. 11-20, with Carolyn 
Castoe, of Tujunga, in charge of the “‘reg- 
ular” cars. Queen Susan wears a “convert- 
ible" dress designed by Maxwell Shieff, 
of Beverly Hills. Both dresses are of auto 
upholstery. 





October Car Sales 
Run at High Level 


Banner Retail Month 
Reported by Makers 


DETROIT.—A high level of new- 
car sales in October was indicated 
by the first retail reports issued 
last week, They included the fol- 


lowing: 
Cadillac 


Two alltime sales records for 
Cadillac were announced Thursday 
by Harold G. Warner, general man- 
ager. 

A record 123,742 new cars were 
delivered in the first 10 months, 
surpassing the former high of 120,- 
736 in the same period in 1959, he 
said. 

Deliveries for October totalled 
15,004, exceeding the record October 
sales of 1959 when 14,407 new Cad- 
illacs were delivered, he said. This 
October record surpasses every 
month but one—December, 1958— 
when 15,236 units were delivered. 

* * * 


Dodge 

Retail sales of Dodge cars have 
reached the highest point in the 
company’s history, General Man- 
ager Byron J. Nichols announced 
Thursday. 

Nichols said Dodge dealers have 
Sold 313,996 cars since Jan. 1. This 
exceeds the previous Dodge retail 
sales record of 313,734 set in 1951. 

Nichols also reported that the 
313,996 Dodge cars retailed from 
Jan. 1 to Oct. 31 is 136 percent 
higher than the 132,955 cars sold in 
the same period last year. 

During October, he said, Dodge 
dealers sold 30,223 cars, compared 
with 19,449 in the same month a 
year ago—an increase of 55 per- 


cent, 
© * * 


Chevrolet 


Chevrolet announced Thursday 
that passenger-car sales for the 
first 10 months of this year were 
11.7 percent higher than for the 
corresponding period of 1959. 

Edward N. Cole, general man- 
ager, said that the 10-month sales 
this year totalled 1,442,406, com- 
pared with 1,291,015 a year ago. 

Cole said that Chevrolet dealers 
reported October sales of 111,000 
standard cars and 19,000 Corvairs, 
a total of 130,000. 

This was the second best October 
in the company’s history, exceeded 
only by 133,531 in October, 1959, 
Cole said. 

* * + 
Plymout 

Retail deliveries of Plymouth cars 
during the first 10 months of 1960 
were 386,000, an increase of 12 per- 
cent over the same 10 months in 
1959, and the best such period in 
the last three years, Harry E. 
Chesebrough, general manager, said 
Thursday. 

The average daily rate of Plym- 
outh cars for October was 12 per- 
cent better than October last year 
and is the highest daily rate for 
any October since the record sales 
year of 1955, he said. 

OK * om 
Chrysler 

Retail sales of Chrysler Corp. 
cars in October were 78,781, a 20 
percent increase over September, 
according to E, C. Quinn, sales 
vice-president. 

October retail sales were also 21 
percent higher than October last 
year, Quinn said. Retail sales in 


: October, 1959, were 65,035 cars. 


For the first 10 months of the 
year, Chrysler Corp. retail car sales 


’ | were 799,452, a 36 percent increase 
‘lover the first 10 months of last 


year, when 585,833 cars were re- 
tailed. 


45-Year Buick Deal Out; 


Chicagoan Shifts Makes 

DETROIT.—A 45-year-old Buick 
dealership in Cleveland is going 
out of business and a large Mer- 
cury-Comet outlet in Chicago is 
switching to Plymouth. 

Paul F. Corell, president, an- 
nounced that Economy Buick Co., 
East Cleveland, will cease opera- 
tions this month. The firm was 
founded in 1915. In Chicago, Grand- 
Central Mercury, Inc., has shifted 
franchises and now is known as 
Grand-Central Plymouth, Inc. 
Joseph J. Buttitta heads the dealer- 
ship. 





at 





1. More prospects are becoming satis- 
fied GMC customers. Sales advances 
are the biggest in GMC history. In- 
creases of 50% and 100% are common 
across the nation. 


4. GMC owners are satisfied owners. 
One reason: trucks must pass over 1000 
quality-control inspections; near to 
perfection as possible before they are 
released from the factory. 


2. GMC Dealers have these exclusive 
selling advantages . . . the only 
extended-life V-6 and high-perform- 
ance Twin-Six engines, the only 48” 
aluminum tilt-cabs, and much more. 


Fiaiiails 


ritiim. 


5. Only GMC Dealers offer all these 
free, bonus services—specialized engi- 
neering service, free mechanics’ courses, 
inventory control program, preventive 
maintenance system and others. 


BIGREASONS IWIN, 
IT PAYS TO BE 
A GMC DEALER! 





3. Every truck prospect is a potential 
GMC owner because GMC Dealers sell 
a complete line of trucks—one for every 
hauling job from %4-ton pickups to the 
biggest 60-ton tractors. 





6. More prospects know more about 
the advantages of owning GMC Trucks 
than ever before. This is due to the 
extensive, hard-selling advertising and 
sales promotion programs. 


If you are interested in selling the Truck Triumph of the 60’s, a limited number of profitable GMC franchises are available to qualified 
businessmen. For complete information, write General Sales Manager, GMC Truck & Coach Division, Pontiac, Michigan. 


THE TRUCK TRIUMPH OF THE 60’s IS PAYING OFF! 
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Upholds Ford Sales Quotas... 


Judge Dismisses Leach Suit 


By Steve Still 
Staff Correspondent 
AN FRANCISCO.—A former 
dealer’s $4,834,500 

suit against Ford Motor Co, w 
thrown out of court last Tuesday. 

Federal District Judge William T. 
Sweigert said, “The court has con- 
cluded that there is no evidence in 
this record upon which the jury 
could reasonably infer that the 
Ford company was guilty of bad 
faith and coercion under the Auto 
Dealers Franchise Act of 1956.” 

In so ruling, he also upheld 
Ford’s right to assign a market 
potential to a dealer based on 
the estimate of the total number 
of cars expected to be sold in an 
area. 

“It is not inherently unfair or 
unreasonable,” Judge Sweigert 


ruled. 
x ke * 


TTORNEYS for the disenfran- 

chised Oakland dealer, Raleigh 
R. Leach and his sons, Eugene and 
Russell, served notice of an appeal 
to the United States Court of Ap- 
peals for the Ninth Circuit here. 

Judge Sweigert’s decision came 
on the 11th day of the trial and 
after the plaintiff had completed 
presentation of his case. It was the 
first time a goodfaith suit has gone 
to trial. 

Referring to bad faith and co- 
ercion in the dealer-factory rela- 
tionship, Judge Sweigert com- 
mented: 

“To have the jury try to judge 
whether such things existed would 
be to advance mere speculative pos- 
sibilities. 

“Ford had a right to consider 
termination (of the franchise) and 
to terminate if the dealer hadn’t 


DEARBORN.—The annual round- 
robin of new-model pricing was 
completed last week as Thunder- 
bird and Lincoln Continental enter- 
ed the fold. Ford Division also pric- 
ed its new Econoline trucks. 

The ’61 Thunderbird two-door 
hardtop is $4,170, including feder- 
al tax and dealer prep, and the 
convertible is $4,637. The cars go 
on sale Thursday (Nov. 10). 

The Lincoln Continental four- 
door sedan is $6,067, and the four- 
door convertible is $6,713, Dealer in- 
troduction is scheduled for Nov, 17. 

Ford Econoline truck prices are: 
Pickup, $1,858; van, $1,981, and bus, 
$2,092. 

The ’61 T-Birds are $415 more 
than last year’s models, but $380 of 
that total is the result of optional 
equipment being made standard. 
The actual price hike is $35. 

Standard equipment for ’61 in- 
cludes Cruise-O-Matic transmis- 
sion, power steering, power 
brakes and backup lights. All 
were extra-cost options last year. 
Electric windshield wipers, which 


Arkansas Assn. 
Urges Defeat of 
State Wage Act 


LITTLE ROCK.—The Arkansas 
Automobile Dealers Assn. has de- 
nounced the Arkansas Minimum 
Wage Act. The measure is on the 
ballot, and the state’s voters will 
vote on it tomorrow (Nov. 8). 

The act calls for a minimum 
wage of 80 cents per hour, but the 
AADA declares that “it means wage 
raises straight up the line, not just 
at the bottom of the ladder.” 

“It means unemployment and 
NOT more employment,” the as- 
sociation said in a bulletin to mem- 
bers. “It means you and others 
must cut your service departments. 
It means you will have to make 
layoffs—jobs that will be done away 
with and not replaced.” 

The AADA also contends that the 
measure gives the commissioner of 
labor the authority to “issue any 
sort of directive he chooses, im- 
pose any sort of restrictions he sees 
fit, open your books for scrutiny 
at any time.” 





Econoline, Lincoln Tags 00 és. 
T-Bird Prices Hiked $35 


|and woulan’t provide adequate 


representation. 
“It was not the intention of the 


“ »| Franchise Act that a manufacturer 
wad apt could never indicate dissatisfaction 


with a dealer in advance of termi- 
nation.” 
* & * 
E SAID there was no evidence 
of coercion and even, for ex- 
ample, if there were, there could 
be no inference of bad faith. 

Judge Sweigert summed up the 
plaintiff's case in detail and turned 
down each of the major contentions 
as to bad faith in termination of 
the dealership. 

He listed the main points as: 

1. A contention that the Leach 
dealership’s difficulty with man- 
agement resulted from refusal of 
Leach in 1946 to sell a 25 percent 
interest in the company to a Ford 
executive. 

“The plaintiff has failed to intro- 
duce evidence to raise a reasonable 
inference of coercion arising out of 
this incident which occurred 12 
years before the termination of his 
contract,” the judge said. 

ok ok + 

WO. The contention that during 

the sellers’ market from 1946 to 
1952, Ford discriminated against 
Leach in the allotment of autos, 
giving him fewer than he should 
have received. 

Judge Sweigert said that in those 
years, the Leach company got not 
less but more cars. He said there 
was no evidence of discrimination. 

3. The claim that sales quotas 
given the dealership between 1954 
and 1958 were unreasonable and ar- 
bitrary. 

The court said this contention 












were not available on the ’60 
model, also are standard this 
year. 

The ’61 Thunderbird has a larger 
engine—390 cubic inches, compared 
with 352 last season. Horsepower 
remains at 300. 

Thunderbird’s “swing-aside” 
steering wheel is priced at $25.10. 
The wheel and steering column can 
be moved 10 inches to the right to 
make it easier for the driver to 
enter or leave the car. 

At $6,067, the new Lincolrr Con- 
tinental sedan is priced directly be- 
tween last year’s lowest-priced Lin- 
coln four-door ($5,441) and the 
Continental four-door ($6,845). 

Standard equipment includes au- 
tomatic transmission, power steer- 
ing, power brakes, power windows, 
white sidewall! tires, radio and 
heater, Lincoln Continental is the 

only domestic make on which either 
radio or heater is standard. 

In addition to the above fea- 
tures, tinted glass, six-way power 
seat and power vent windows 
were standard on the ’60 Conti- 
nental. Power vents are not offer- 
ed this year, and the other two 
items are extra-cost options. 

The new Lincoln Continental car- 
ries a 24-24 warranty—two years or 
24,000 miles, whichever comes first. 

The Ford Econoline models are 
compact trucks built on a 90-inch 
wheelbase. The pickup unit is pric- 
ed at $1,858, compared with $2,079 
for the Corvair Loadside pickup, 
and the van is $1,981, compared 
with $2,289 for Corvair’s Corvan 


panel delivery, 
+ ~ . 


°61 Lincoln Pioneers 


24-24. Warranty 


DEARBORN.—In a second 
departure from industry custom 
within a month, Henry Ford II has 
announced that Ford Motor Co.’s 
warranty on the 1961 Lincoln Con- 
tinental will be extended to two 
full years or 24,000 miles, whichever 
comes first, 

Ford announced in September 
that the warranty on the com- 
pany’s 1961 car lines had been 
extended by dealers to 12 months 
or 12,000 miles. Custom in the in- 
dustry previously had been to 
limit the warranty to 90 days or 

(Continued on Page 46, Col. 2) 


| day while he questioned the attor- 





“falls for lack of evidence.” He 
said there was “no evidence in 
this case the market potential as- 
signed to Leach under the expect- 
ed sales for the East Bay multiple 
point was unrealistic, unreason- 
able or coercive.” 

4. Leach had objected to Ford’s 
attempt to institute a “stairstep 
plan” to increase sales over a spe- 
cified period. 

The court noted Leach had ob- 
jected, as was his right. He said 
the stairstep plan was never impos- 
ed upon Leach. 

* * * 

UDGE SWEIGERT contended 

that the evidentiary testimony 
concerning the plan does not sup- 
port a contention that Ford, in urg- 
ing the plan, was not fair. 

“This evidence on the whole is 
not enough to support an allegation 
of bad faith. On the contrary, one 
might draw an inference Ford’s 
stairstep program was a rehabilita- 
tion plan,” the judge said. 

The evidence shows the fran- 
chise was terminated, not on the 
failure of the stairstep plan but 
on the ground the dealer had not 
for a period of five years meas- 
ured up to his potential, Judge 
Sweigert continued. He said the 
company’s decision, in the ab- 
sence of other evidence, was not 
unreasonable. 

He said the Leach concern was 
“not a good representative in the 

area for Ford.” 

Ford attorney John B. Bates 
moved for dismissal of the suit and 
for a directed verdict of acquittal 
in favor of the Ford company fol- 
lowing completion of the plaintiff's 
case on Oct. 27. 

Arguments were heard that day 
and the following day, and the 
judge recessed the jury last Mon- 


neys, He submitted his ruling on 
Tuesday. 


* * * 


Delaware Dealer Sues 


Willys and Rambler 

PHILADELPHIA.—Mauro Alfieri 
announced that two damage ac- 
tions, in the amount of $800,000 
each, have been filed in United 
States District Court here against 
Willys Motors, Inc., and American 
Motors Sales Corp, Alfieri, plain- 
tiff in the actions, trades as Dia- 
mond Motors (Rambler-Jeep), 816 
S. Heald St., Wilmington, Del. 

Both complaints allege that, in 
violation of dealer-franchise agree- 
ments, Willys and American Mo- 
tors each established other dealers 
in New Castle County, Del. Alfieri 
says it had been agreed that Dia- 
mond Motors would be the only 
_ dealership located in the coun- 
y. 

In addition, the complaints—both 
of which are similar in form — al- 
lege that the defendant companies 
interfered with the dealer-franchise 
agreements by refusing to deliver 
to Diamond Motors certain vehicles 
which had been ordered by him and 
by cancelling the two dealer-fran- 
chise agreements when Alfieri 
threatened legal action to insure de- 
fendants’ compliance with the 
agreements. 

The defendants also are accused 
of refusing to reimburse Alfieri for 
the parts with which he was left 
after the agreements were can- 
celled. 

Both of the actions are brought 
under the 1956 “dealer’s day-in- 
court” act. 





Late Report... 





At Show in Tokyo 
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This is an overall view of the seventh annual All-Japan Motor Show in Tokyo. About 
290 Japanese-made cars were shown to the public. 


Toyota's "People's Car’— 

One of the new cars on display at the All-Japan Motor Show in Tokyo was this 
“people's car” introduced by Toyota Motor Co. The car features two-cylinder, air- 
cooled engine. It is expected to go on sale in Japan about May, 1961, and will cost 
approximately $1,055. 


Dallas Sets Record... 








L. A. Show Opens Friday 


By John E, Walsh 
Staff Correspondent 

7 38th Los Angeles Interna- 

tional Auto Show, the West 
Coast’s largest automotive exposi- 
tion, will open a 10-day run in Pan 
Pacific Auditorium Friday (Nov. 
11). 

Charles H, Elmendorf, show 
manager and executive secretary 
of the sponsoring Los Angeles 
Motor Car Dealers Assn., said 
cars and trucks from eight coun- 
tries will be exhibited. 

The countries are the United 
States, Great Britain, France, Italy, 
Japan, Sweden, West Germany and 
Czechoslovakia, the only Iron Cur- 
tain nation to have an entry in the 
display. 

Last year’s attendance was 212,- 
000, an increase of about 10 percent 
over the turnout in 1958. 

* . * 
E theme of the show will be 

“Fashions of the World,” and 

creations of the world’s top apparel 


Used-Car Market 


Automotive News last week adjusted its used-car wholesale index 
to include ’61 models for the first time and exclude ’53s. 

The overall average price resulting was $1,067, a gain of $211 over 
the previous week, The first listing for ’6ls showed an average 
price of $2,154 for that model. 


Last December, when ’60s were added and ’52g dropped for the 


first time, the resulting average 
$329 over the previous week. The 


price was $1,268, an increase of 
price of ’60s kicked off at $2,847. 


Among older models last week, the price of ’54s went up $12, 
while all others declined. Losses amounted to $7 on ’55s, $24 on 56s, 
$35 on ’57s, $62 on 60s, $67 on ’58s and $96 on ’59s. New lows were 
established for ’60s, ’59s, ’58s, 57s and ’56s. 

At a group of representative auctions last week, the sales ratio 
was 63.9 percent, compared with 65.2 percent a week earlier. 


Auction reports begin on Page 38. 





designers will be modelled nightly 
for the first time, Elmendorf said. 

In addition to the cars and 
fashions, there will be murals 
showing world scenes. Elmendorf 
said it will be the largest and 
most glamorous show ever seen 
in Southern California. 


There will be two show queens 
for the first time, one of whom will 
reign over the compacts. Their 
gowns will be made of auto uphol- 
stery material. “Miss Compact,” na- 
turally, will be a compact model, 
too. 

+ ~ 7 
ys annual Dallas auto show, 
held during the Texas State Fair 
at the fairgrounds in Dallas, was 
the most successful ever, according 
to an Official of the Authorized New 
Car Dealers Assn. of Dallas, 

He said the auto exhibits were 
visited by 2,762,213 persons who 
attended the fair, There is no ad- 
mission charge for the auto show, 
and there are other attractions 
than autos to draw visitors to the 
fair. 

Shows also will open this week 
in Knoxville, Tenn, (Nov, 7-12); 
Denver (Nov. 9-12); Trenton, N. J., 
and Lincoln, Neb. (Nov. 10-13); Al- 
bany and Pittsburgh (Nov. 12-19). 

The third annual] Knoxville show, 
sponsored by the New Car Dealers 
Assn. of Knoxville, will be held on 
the parking lot of the Sears, Roe- 
buck & Co. store. There will be no 
admission fee and a free home will 
be given away during the show, ac- 
cording to Sam Beaty jr., associa- 
tion president. 

* a * 
ORE than 140 vehicles, includ- 
ing 45 compacts, will be dis- 
played at the 49th Denver show, 
according to Paul Seifert, chairman. 
It is sponsored by the Metropolitan 
Denver Automobile Dealers Assn. 

Because of the large number of 

exhibits this year, facilities of 
(Continued on Page 46, Col. 3) 











One of a series of statements to U. S. IMPORTED CAR DEALERS by members of the British Automobile Manufacturers Association 


A. E. Birt, 


President of Hambro Automotive Corporation, 
affiliate of Hambros Bank Ltd., London, England, 
and representatives in the U.S. for Austin, 





Austin Healey, Morris and MG cars, products of 
The British Motor Corporation Ltd., says: 





“British automobiles 
provide business you can bank on” 


‘ Since 1945 when the Allied victory terminated World War cooperation given to distributors and dealers in all phases 
II—British automobile manufacturers have provided in of our business. 
Sle this vast automotive market of the U.S.A., a solid com- ; : ae 
ot mercial foundation for the business of imported car _ It is possible, because the wide range of British automo- 
dealers. biles offered, presents dealers with first-class merchandise, 
1 ; ; i se : 
This statement is possible today only because of the proven SHEE WOR: a: eee Pte POY eee ore + 
; aS : : an honest-to-goodness profit structure and trade-in value 
leadership by British automobile manufacturers and their 
: a Ee : he i second to none. 
foresight and vision in developing sales and service in this 
“ market. Finally, the vast financial investment of British auto- 
, It is possible, due to the vast financial investments of |§ mobile manufacturers in this market assures the dealers 
> British automobile manufacturers in sales promotion, not only of maintaining our position but of continued 
: service and parts facilities, as well as the support and growth in the future. 


1. Capital Investment —British auto makers have the largest 


, investment in plant, research and distribution facilities in the U.K. 
ir and in America and will continue to maintain this leadership. 


2. Quality P roducts — Built to a standard, not to a price, 


British cars offer dealers and their customers true dollar value. 
) Their quality craftsmanship and technical advancements have 
made them market leaders. 


3. Market Stability—tne steady, healthy growth of British 
car sales in America has been based on the soundest foundations 
... Solid financing of superior products. 


4, Service Facilities — British manufacturers consistently 


. conduct training courses, supervised by factory experts from 
n England, for distributor and dealer mechanics. 


§. Product Diversification—a vehicle for every need . . . 
every taste .. . every budget. British makers provide the widest 


Daimler = 
Rover °- 


Bentley - 
Rolls Royce» 


Austin + Austin Healey - 
Lucas Electrical + Morris - 








Dunlop Tires * 


F Why U.S. dealers can rely on the stability and growth of the British imported car business 


range of dependable economy, sports, compacts and luxury cars 
and commercial vehicles. 


6. Advertising Support—nhe British automotive industry 
invests more than any foreign group in advertising and sales pro- 
motion in support of U.S. dealers. 


7. Profit Factors—ritish cars are realistically priced, qual- 
ity produced and solidly backed to assure our dealers a strong 
position in a highly competitive season. 


8. Parts Availability—sritish makers and their distributors 
‘have parts warehouses strategically located from coast to coast. 
Additional warehouses are under construction. 


9, Design Continuity—British makers have traditionally 


been advocates of models in series, improving on tested basic 
designs rather than creating planned obsolescence. 





- British imports give you business you can bank on 
BRITISH AUTOMOBILE MANUFACTURERS ASSOCIATION, INC. 


680 Fifth Avenue, New York 19, N. Y. 


Jaguar + MG 
Vauxhall 


Humber ~° 
Triumph 


Hillman * 
Sunbeam + 


English Ford + 


Singer + Smiths Accessories - 





























60 Glut Blamed; New Compacts Slow . . . 





(Continued from Page 1) 


car sales will pick up once the elec- 
tion is over—no matter who wins. 

2. A vague uneasiness over the 
economic outlook makes many 
Prospects eager to hold on to 
their money, 

3. The great number of models 
available (“This year we have the 
low-priced 13”) may be confusing 
buyers, although some dealers say 
that diversity ought to be a sales 
stimulant. 

The entire situation was pretty 
well summed up by a West Coast 
dealer who said, “The ’61s are being 
received without any special en- 
thusiasm, but can be sold to buyers 
who need new transportation. There 
is not much buying where people 
just want a new model.” 


compacts, such as Falcon, Valiant 
and Corvair are seen. The other 
’6ls are represented by occasional 
and spotty traffic. 

As one dealer put it, “business is 
lousy.” 

Medium-priced compacts such 
as Special, F-85, Lancer and 
Comet are being used more as 
bait than merchandise. Other 
than Comet, few are on the road. 
As a sales manager told Automo- 
tive News, “Why should anyone 
buy a medium-priced compact 
when for just a few dollars more 
we can discount into a full-sized 
car?” 

For slow business, everyone has 
a reason: “Just wait until the elec- 
tion is over’ or “As soon ag our 

Summaries of Automotive News’ | 2Uto show opens business will pick 
market-by-market studies follow: |¥P-” But in the main these are ex- 

a oe oe cuses, pure and simple. Dealers are 
Los Ang. sles not really sure what is happening 


during this most unsatisfactory in- 
yr. after introduction, only | troductory period. 

a few 61 models have appeared| Ask a factory representative 
on Los Angeles streets, Low-priced 





Follow the LEADER 
in Philadelphia 
and its suburbs 





Start with the basics—the A.B.C. 


The 1959 A.B.C. Audit Reports show that 
The Evening Bulletin leads The Morning 
Inquirer in circulation by 145,637 in the 14- 


county Greater Philadelphia Market . . . The 
Evening Bulletin leads in the city and in the 
suburbs. 


And more women read The Evening Bulletin 
than The Morning Inquirer in Greater Phila- 
delphia—on both sides of Philadelphia’s city 
limits. The Evening Bulletin’s female adult 
readership, reported in the 1960, National 
Analysts, Inc. study of adults in telephone 
homes, is 368,000 in the city and 372,000 
in the suburbs. 


The Evening Bulletin Leads in Circulation and Readership 
... in Philadelphia and in Suburban Philadelphia 


A MEMBER OF MILLION MARKET NEWSPAPERS, INC. 


Advertising Offices: New York * Chicago @ Detroit ¢ San Francisco ¢ Los Angeles 
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urbs where showrooms are easier to 


Sales Pick Up After Slow Start 


swer. Check a sales manager of the 
same line and he’ll ask, “For crying 
out loud, where are the customers?” 


geles area point to a number of 
plus factors. Mentioned is the pro- 
motional impetus of Detroit’s Na- 
tional Auto Show, and scheduled 
Log Angeles and Chicago shows. 
There’s no doubt that GM’s Motor- 
ama will build selling impact that 
cannot help but improve business. 
They feel that by this time cus- 
tomers confused by the fantastic 
number of available makes and 
models will have sorted out their 
preference, 


they will be ready, willing and able 
to buy. 


about business. “Great,” is his an-|a 





reach. 


cause of lack of annual hoopla when 
new models are introduced. 






Industry observers in the Los An- 


Fords this year than last year. Mer- 






Comet is slowing down in some 
dealerships but rising in others, de- 
pending on the neighborhood. 

Sales on both F-85 and Special 
are slow but dealers say they will 
pick up as public enthusiasm grows 
over the cars’ performance. 


Most feel factories made a mis- 
take in shrinking the design of 
their big models to the size of 
compacts and some dealers say 
that the long wait for compacts 
should have produced something 
outstandingly different. 

Falcon and Corvair sales continue 
to rise. Many of these buyers have 
looked at F-85 and Special but like 
Falcon and Comet and Corvair 
better, Criticism of the Lancer is 
that it looks like a warmed-over 










In a few months, everyone hopes 







—WILLIAM CARROLL 
+ * + 


Chicago 
HICAGO-AREA dealers as a 


whole report 1961 models off to 
slow start, but better in the sub- 








EVENING BULLETIN LEAD OVER MORNING INQUIRER 
AMONG WOMEN READERS 


121,000 or 49% MORE in the City 
100,000 or 37% MORE in the Suburbs 
221,000 or 43% MORE in Greater Philadelphia 


No matter how you look at it, The Evening 
Bulletin leads in circulation and _ readership 
throughout Greater Philadelphia. Follow the 
leader in Philadelphia and its suburbs—The 
Evening Bulletin. 


In Philadelphia Nearly Everybody Reads The Bulletin 


13 counties beyond the city in the 14 county 


Greater Philadelphia A.B.C. City and Trading Zone 


Suburban 
Philadelphia: 


The public seems to feel Detroit 
is a bit ashamed of its efforts be- 


Buick sales and popularity in Chi- 
cago seem to be surpassing Olds- 
mobile. Ford and Chevy are about 
neck and neck thus far, with the 
public more enthused over new 


cury is off to a good start and 





















Valiant, although dealers report 
fair sales for a starter. 

Most dealers feel that after the 
auto show here, public interest in 
the ’61s will increase. But right now, 
the overall picture is one of shock- 
ing’ disinterest, specifically in Gen- 
eral Motors’ new compacts and 
Dodge’s new efforts. 

A couple of dealers who were 
going to release their franchise for 
imports have changed their minds. 
They feel that American makers 
didn’t come up to expectations nor 
standards in their newest compacts. 

Some customers and dealers 
agreed that Detroit would have 
done better to make their standards 
smaller and let it go at that. 

Rambler sales are very good in 
Chicago but Lark is falling off. 

—Davi J. ATCHISON 
ca + * 
Miami 
Me dealers were mildly dis- 
appointed during presentation 
days because the usual crowds did 
not show up to see the new models. 

Since then, however, people 
have gradually begun to show 
considerable interest and the last 
week in October saw sales jump 
tremendously. Salesmen who had 
gone through September with one 
or two sales a week began to 
write four or five a day. Buyers 
still bargain a bit but they can 
be sold and dealers are humming 
“Happy Days Are Here Again.” 

Low-price compacts are selling 
well and medium-priced compacts 
are drawing a lot of attention, al- 
though there is considerable de- 
mand for standards. 

One handicap is the multiplicity 
of models. Chevrolet, for instance, 
offers 30 different models and with 
the different color combinations 
and options it’s impossible to stock 
them all. Consequently, many deal- 
ers have a backlog of orders. 

Retail deliveries have been some- 
what retarded by the demands of 
rental agencies which are building 
up fleets for an expected banner 
tourist season. 

One fly in the ointment is that 
buyers are so used to discounts that 
grosses are not what they should be. 
As one dealer remarked, “If we 
can’t get reasonable profits now, 
what will it be later on?” 
—Trescot GoopE 
+ * 


oe 
Akron 


KRON-AREA dealers as well as 

potential car buyers are gen- 
erally well pleased with the indus- 
try’s 1961 models but sales are not 
up to dealer expectations. 

A survey of a cross-section of the 
new-car dealerships showed the 
same overall situation—a lot of 
looking but relatively little buying. 

“Our announcement was not as 
‘hot’ as we had in the past,” a 
Chevrolet dealer commented. 
“People seem to be holding on to 
their money.” 

The fact that many dealerships 
were “glutted” with 1960 models 
plus the distracting influence of the 
Presidential election were blamed 
for the dip in demand. 

One dealer said a large portion 
of his October sales were last year’s 
models. 

Styling of the small cars has been 
widely approved but dealers said 
they found potential customers 
were a bit surprised that the cars 
were not as small ag they had ex- 
pected. 


























































—-Joz KUEBLER 
* * + 


New Orleans 


FTER a slow start on ’61 models, 
activity is beginning to pick up 
in New Orleans. The dealers have 
two schools of thought for the poor 
acceptance of the new models at 
introduction time: One is lack of 
inventory on ’61 models and the 
other is the extremely large carry- 
over of ’60 models. A few dealers 
still have a big inventory of ’60s. 
All dealers are enthusiastic 
about the low-priced compacts 
and the new medium-priced com- 
pacts with the exception of one. 
The exception is the Dodge deal- 
er who said the Lancer looks too 
much like a Valiant. He com- 
plained that it igs not receiving 
factory support in the way of 
advertising to sell the car. 
Pontiac dealers are excited by 
the Tempest. They said Pontiac is 
getting a double shot at the public 
—with earlier introduction of the 
standard Pontiac and now the Tem- 


pest. 
One Oldsmobile dealer reported 
(Continued on Page 46, Col, 1) 











For Full Information 
On The 


RAMBLER FRANCHISE 


Yes, I’m interested in learning about the Rambler 
franchise. I would like to receive more information. I 
understand I am under no obligation, and that my in- 
quiry will be held in strictest confidence. 





Rambler Dealer 
Profits 

Are Way Above 
Industry Average... 
SEE WHY! 


AIR MAIL CARD TODAY! 


BUSINESS REPLY MAIL 


Director of Dealer Development 
American Motors Sales Corp. 
Detroit 32, Mich. 
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; World’s Widest Choice of Compact 
: Cars, Including the Lowest-Priceg : 
: U. S.-Built Car — : 
: Three distinct 8iZes—Size 1: Rambler : 
: : Si : 
: Purpose Compact. Size 3: Ambassador ° 
: -8 by Rambler—The Luxury Compact. : 
: A model and a price to appeal to every : 
° new-car Prospect, 
: Guarantee on New Ceramic-Armored : 
3 Muffler and Tail-pipe— : 
: Born of space-age developments, all 1961 : 
: Rambler models offer as standard equip- : 
: ment a new Ceramic-Armored muffler and ¢ 
: tail-pipe Suaranteed againgt defects for : 
° the life of the car as long as the Original s 
T “4 , S buyer owns it. is is an extension of the ¢ 
; Revolutionary New Cushioned 3 
fs Acoustical Molded Fiber-Glass : 
: Ceiling — : 
° Cuts road noise by 30 Per cent—adds to : 
: headroom — Waterproof and fireproof. Easy : 
| : ard on 1961 Rambler Classic Custom mod. : 
: els—optional extra on other Classic mod. q 
: els. Another plus for Rambler dealers, : 
: Plus. ee Full Single-Unit construction — : 
$ ividually adjust- s 
: : 


Deep-Dip rustproofing — Ind 


OR 1961! 
TO BE A RAMBLER DEALER F 
— gk IMPORTANT! 














America’s First Die-Cast Aluminum 
Six-Cylinder Engine 





more available on every ’6] Rambler, 
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There Are Stil | 

Rambler Dealer F- ee 

Available In Select ae oe 
Including Some Metropolitan 


Export Markets. 
nada and Important * 
ises Also Available in Ca ) Lid., Brampton, 
Rambler Franchise te: American Motors (Canada 
Write to: 
in Caneda, 
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AUTOMOTIVE NEWS PLATFORM 


7 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


1 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


System Suggested to Shed 
Light on Distribution 


(ye of the resolutions passed at the recent meeting of 
directors of the National Automobile Dealers Assn. 
instructed the Industry Relations Committee to work on the 
problem of maldistribution. 


Many dealers think this is at the heart of most dealer 
troubles. Often, dealers say, they get the mix a factory man 
thinks they should get, rather than the one they can sell 
best in their area (see a report from L. H. Houck, travelling 
correspondent, on Page 3 today.) 


AUTOMOTIVE 








The committee was asked to keep the manufacturers 
apprised of the problem and to take appropriate steps. 


This is an area that might bear some light. One way to 
keep the factories informed would be for dealers to advise 
the NADA Industry Relations Committee of their own situ- 
ations with regard to maldistribution. 


There are times, of course, when a particular model be- 
comes hot and no dealer can get as many as he wants of it. 
But when there is‘an availability of models and the factory 
consistently ships the wrong mix and expects the dealer to 
make the best of it, then efforts should be made to find out 
what is wrong. 


There are times when a dealer doesn’t know whether 
he has a legitimate beef or not. 


However, if he would advise the Industry Relations Com- 
mittee of his situation, the committee would be able to judge 
on the basis of a broader view. 





Coming 
Events 


% Eprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Nov. 6-7—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Oklahoma City. 
Nov. 15—Connecticut Automotive Trades 
Assn., Hotel Statler-Hilton, Hartford. 
Nov. I6—Rally Day for Profits, Automo- 
bile Dealers Assn. of Alabama, Birming- 


am, 

Dec. 5—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Jan, 15-19—National Independent Auto- 
mobile Dealers Assn:, Eden Roc Hotel, 
Miami. 

Jan. 28-Feb. 1 — National Automobile 
Dealers Assn., San Francisco, 

March 13-14—Louisiana Automobile Deal- 
= Assn., Roosevelt Hotel, New Or- 
eans. 

March 26-28—Automobile Dealers Associ- 
-ation of Alabama, Biloxi. 

May I1-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 

May |41 eorgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah, 

May 1416—I daho Automobile Dealers 
Assn., Idaho Falls. 

May 21-23 — Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 


* 
Auto Shows 
Ce. aaAtev, 8—Turin Auto Show, Turin, 
aly. 
Nov. 3-13 — International Automobile 


Show, Turin, Italy. 

Nov. 4-13 — Seattle Auto Show, Armory, 
Seattle. 

Nov. 5-12—Philadelphia Auto Show, Grand 
Exhibition Hall, Trade and Convention 
Center, Philadelphia. 

Nov. 5-13— World Car Show, Roosevelt 
Raceway, snag hs Se Os Vo 

Nov. 9-12—Denver Auto Show, Coliseum, 
Denver. 

Nov. 10-13 — Lincoln Automobile Show, 
pemning Municipal Auditorium, Lincoln, 


eb. 

*& Nov, 11-20—38th Los Angeles Interna- 
tional Auto Show, Pan-Pacific Audito- 
rium, Los Angeles. 

Nov. 12-19—Albany Auto Show, Washing- 
ton Ave. Armory, Albany, N. Y. 

Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 

Nov. 23-27—Portiand Auto Show, Memorial 
Coliseum, Portland, Ore. 

Nov. 23-27—Spokane Auto Show, Coliseum, 
Spokane, 

Nov. 25-Dec, 3—Indianapolis Auto Show. 
Indiana State Fairgrounds, Indianapolis. 

Dec. 7-1!—International Auto-Rama, Muni- 
cipal Auditorium, New Orleans. 

Jan. 6-15 — Upper Midwest Auto Show, 
Minneapolis Auditorium, Minneapolis. 
Jan. 7-15 — Buffalo Auto Show, Masten 

Avenue Armory, Buffalo. 
oe, ae = Fae Worth Auto Show, Fort 


orth. 

Jan. 11-15—National Capital Area Auto 
Show, National Guard Armory, Wash- 
ington, D. C. 

Jan. 11-22—Brussels Auto Show, Brussels, 
Belgium. 

Jan. 14-21—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 

Jan. 1422— Columbus Auto: Show, Ohio 
State Fairgrounds, Columbus, O. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

Jan. 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 2-l11—Amsterdam Auto Show, Am- 

sterdam, The Netherlands. 

Feb. 3-6—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 
Miami. 

Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 


March 16-26—Geneva Auto Show, Geneva, 
Switzerland, 
* 
General 


Nov. 1é—Rally Day for Profits. Automo- 
pee Dealers Assn. of Alabama, Birming- 
am, 
Convention and Exhibit, Sherman Hotel, 
Chicago. 

Dec. 2-9—Automotive Electric Assn., Meet- 
ing and Manufacturers-Distributors Con- 
ference, Edgewater Beach Hotel, Chi- 


cago. 
Dec. 9-l1—Auto Trim Show Convention, 
Hotel Sherman, Chicago. 
Jan, 7-15 — General Motors Motorama, 
Civic Auditorium, San Francisco. 
Jan. 9-13—SAE International Exposition, 
Cobo Hall, Detroit. 
Jan. 28-Feb. 5—General Motors Motor- 
ama, Pan Pacific Auditorium, Los An- 


geles. 

Jan. 30-Feb. 2— Automotive Accessories 
Manufacturers of America, New York 
Coliseum, New York, 


The Big Stories 


35 Years Ago—1925 


The Federal Government announced a plan to designate principal 
highways by units and tens, such as 10, 20, 30, etc., for east and west 
roads, and 1, 11, 21, etc., for north and south highways. Alternate 
routes, crossovers and branches will be marked similarly with figures 
raised to the hundreds, according to the plan. 


20 Years Ago—1940 


The Census Bureau announced that there were only 592 horse-drawn 
carriages, buggies and sulkies manufactured in the United States 
in 1939. This was quite a drop from the total reported in the 1937 
census of manufacturers when 900 were turned out. 


10 Years Ago—1950 


The pitfall and prejudices against the smaller U. S. cars are grad- 
ually crumbling, members of the American Society of Body Engineers 
were told by George Romney, Nash vice-president, and Richard H. 
Arbib, New York industrial stylist. 








Automotive Cartoon 


Of the Week 
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"There's old 'Tightwad' Smith... He came in yesterday, 
looked around, then accused us of mental cruelty." 











Letterbox 
‘Rolling Monsters?..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request, Address Editor, Automotive News, Detroit 7, Mich. 
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good as my “trusty” 1956 black 
Chevrolet, with its light, but pow- 
I enclose herewith a copy of 4) (6 yg engine, that drank ordi- 


61s Leave Attorney Cold 


letter sent to the president of Gen- nary gas and that could take my 
Sateen Corp., which is self- family and me (with my hat on) 
: F swiftly, quietly, safely and fairly 

Dear a (John ae ad comfortably, wherever we wanted 
possi tor tue tint eeseenel ap- | go—even to the supermarket at 

rance of the new 1961 model which we might park easily and 
te bi for I h anted to| then slide our load of groceries into 
caperecnmcg Behe aes prin It cauetn the trunk (without breaking our 
foliegeiat that I shall now have a a over a silly, high metal bar- 
body finisher remove the dents and No such luck. The industry is still 
a aan yg nigger trying to sell rolling monsters styled 
tires, and continue to run my old like juke boxes, and designed for 
reliable Chevrolet until the Detroit pMBe ger teseesnmwagey super-flex- 
jae Poe — to sanity, OF)“ biease, Mr. Gordon, can you sell 

° me a new 1956, plain, untrimmed 

The -— oma sa — black Chevrolet? I understand that 
= t es om “xd tition, | YOU have not built anything as good 
Bs e Poa g vanitien 4 ane and |i2 the five years since. —So.omon 
th can as new os San Goat, Talisman & Golat, attorneys 
= — wae © shee at law, 786 Broad St., Newark 2, 
what the consumer wanted. N.J. 

Useless (even dangerous) fins i ne 
would be eliminated; seating would Cool 
be comfortable; doors, height and ; 
interior space would be so redesign-| Subject: Item on N. R. Droulard, 
ed that ordinary humans could| Page 36, your issue of Sept. 26: 
enter and leave easily without bang-| For your information, Droulard 
ing or scraping knees or head, or resigned from The Budd Co. Aug. 
without performing a jackknife 12, 1960. He is now director of re- 
twist. search, Franklin Institute, Phila- 

Bodies would be of sensible|4elphia. Your item stayed too long 
size, without excess nonfunctional | in the freezer.—Jor, H. Squier, Budd 
chrome, creases, contortions or|©°., Philadelphia, - 
overhang. Wheels would again be Lie D " 
large enough to permit riding over | *#€ etection 
country roads without scraping the| In your issue of Sept. 12 you pub- 
engine or shaft and through pools| lished an article by Trescot Goode 
of water without “conking out.” discussing the lie-detecting method 

In short, I hoped for a vehicle as|employed by Lincoln M. Zonn to 
uncover the source of shortages in 
dealership parts inventories. 

Can you give me Mr. Zonn’s ad- 
dress.—CANADIAN DEALER. 

Eprror’s Note: Mr. Zonn may be 
reached at 389 Fifth Ave., New 
York 16; Dade Federal Building, 
Miami 382, or 306 Newbury St., 
Boston 15. 


fe ~ * 
On His Own at 21 


In the Oct. 17 edition, I read 
about 26-year-old Morton Glazer, 
co-owner of Courtesy Chevrolet Co., 
Montgomery City, Mo. 

This brings to mind that I started 
my own used-car business in De- 
cember, 1959, at the age of 21. Be- 
fore going on my own, I was as- 
sociated with new-car dealers in 
Chevrolet, Pontiac and Cadillac. 

My present stock consists of cars 
and trucks ranging from 1934 to 
1946.— Davw PINGLETON, David 
Pingleton Motors, DeSoto, Kans. 
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HYDROVAC* 
POWER BRAKES 
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PAYLOAD —Hydrovac Power Brakes weigh less, permit increased paylonde 
up to several hundred pounds. 


PRICE—Hydrovac Power Brakes cost less to buy, less to operate, 
less to maintain. 


PROTECTION— Built-in standby safety . . . manual braking available in case of 
power failure. 


More Bendix Hydrovac vacuum power brakes are in use than all other makes. 


Bendix bivisron South Bend, inp. 
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AUTOMOTIVE WASHINGTON 


Worker’s Fact Book — 


Bargain for Businessmen 
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AUTOMOTIVE NEWS, NOVEMBER 7, 1960 


By William Ullman 
Washington Bureau Chief 
We TAKE off our hats this week to one of our biggest 
competitors in the publishing business —the federal 
government. According to almost any congressman, a lot 
oS 


of stuff printed at govern- 


ment expense (with the ex- 
ception of money, of course) isn’t 
worth the price of the paper and 
ink, But without 
question, when 
the government 
does publish a 
good book, it is 
always a bargain. 

The best buy 
this week from 
the Government 
Printing Office is 
the 1960 edition 
of The American 
Workers’ Fact 
Book. It contains 





400 pages of valuable information 
and it costs $1.50. 

Since the first edition of the Fact 
Book came out in 1956, it has come 
to be recognized as the prime source 
of information, in a popular style, 
on workers and working conditions 
in the United States. 

In his foreword to this new sec- 
ond edition, Labor Secretary James 
P. Mitchell observes that the book 
should help any businessman to 
deal with his workerg and to learn 
about the laws affecting those rela- 
tions. We think the Fact Book does 









of the unique economy we have 
developed in this country, an econ- 
omy far different from any envis- 
ioned by an old-style capitalist 
(or socialist, either). 
* ad * 

Labor’s Income Gaining 
Neco Fact Book notes that “la- 

bor’s share” of the national in- 
come has been rising steadily. (By 
labor’s share, the book means what 
it paid out in wages and salaries 
to all workers, from the president 
of General Motors to a floor sweep- 
er.) 

In 1929, the national income 
was less than $100 billion, and 
labor’s share was $51 billion. In 
1947, income was $200 billion, and 
labor’s share was $129 billion, In 
1958, it was $366 billion, and la- 
bor’s share was $257 billion. Em- 
Ploye share of U.S. income has 
risen from 58 percent in 1929 to 
70 percent in 1958. 

What have American workers 
been doing with this bigger share 
of income? 

In the 1917-19 period, according 
to the Fact Book, the average fam- 
ily spent 38 percent of its total 
expenditures for food; 18 percent 
for housing, fuel and utilities; 5 


much more than that. It gives any} percent for house furnishings; 17 
citizen an unusually clear picture’ percent for apparel, and 22 percent 





for other goods and services, in- 
cluding transportation. 

Compare this with 1956, when the 
typical family spent 31 percent for 
food; 16 percent for housing; 6 per- 
cent for house furnishings; only 10 
percent for apparel, and 24 percent 
for all other goods and services, 
excluding transportation. 

Automobile transportation had 
become a separate item, with 12 
percent of expenditures going for 
that alone. Another one percent 
went for other transportation, 

The book also covers such sub- 
jects as the labor force, labor mar- 
ket, and problems of matching 
workers with jobs; employment and 
unemployment; industrial safety; 
minimum hours and child labor; 
unemployment insurance; labor un- 
ions, laws and labor-management 
relations, and government services 
available to the worker. 

To obtain a copy of The Ameri- 
can Worker’s Fact Book, send a 
check or money order for $1.50 to 
the Superintendent of Documents, 
Government Printing Office, Wash- 
ington 25, D. C. 
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Seat Belts for U. S. Cars 


EPRESENTATIVES of 30 fed- 
eral agencies have met in 
Washington to plan steps for in- 





TIME oAYMENT 





Winning MORE TIME BUSINESS comes from better Time 
Sales Management. GMAC plans and programs can 
help General Motors Dealers achieve this goal. Ask 
your GMAC representative for complete information. 


Available to Dealers in CHEVROLET »* PONTIAC *« OLDSMOBILE *« BUICK « CADILLAC new cars and used cars of all makes 





stalling seat belts in some 250,000 
government vehicles— and making 
the drivers use them, 

At the symposium, spokesmen 
for agencies already using seat 
belts said the belts definitely re- 
duce accidental deaths and serious 
injuries. Federal Safety Council 
members went even farther, and 
said that all agency heads should 
urge their employes to install belts 


in their private automobiles. 
7 


SBA Loans "Top $1 Billion 


oe to help small firms passed 
the $1 billion mark last month 
at the Small Business Administra- 
tion. Since SBA’s loan program 
began in September, 1953, the 
agency has approved 21,288 loans 
for $1 billion and 9,513 disaster 
loans for nearly $105 million. 

More than two-thirds of the 
small-business loans were made 
with bank participation, and 
about 68 percent of the loans were 
approved to nonmanufacturing 
industries. 

September loan approvals totalled 
more than $17.4 million, with seven 
new-car and truck dealers sharing. 
Largest dealer loan was for $70,000 
to a retailer in Massachusetts. 


U.C. Dediere Fight D. C. Code 


i. Washington used-car deal- 
ers have filed suit in District 
Court here seeking to block en- 
forcement of new regulations de- 
signed to cut abuses in selling and 
financing cars here. 

The dealers challenged three 
sections of the rules, including 
those which ban the inclusion of 
credit accident and health insur- 
ance in auto-sales contracts and 
which outlaw so-called “balloon” 
payments. 

The suit called the regulations 
“unconstitutional” and charged 
that they single out auto dealers 
for “oppressive” treatment. 

cd * 
Tax Diversion Continues 


E states collected $5.1 billion 
in motorist and highway-user 
taxes in 1959, reports the Bureau 
of Public Roads, and $4.4 billion of 
this amount found its way into 
street and highway construction. 
Since the cost of collection and 
administration of the highway user 
taxes amounted to $202 million, 
some $4.9 billion was theoretically 
available for highway purposes. 
Half a billion dollars, however, was 
diverted to other purposes. 
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107 Million in U.S. 
Of Voting Age; 
Many Disqualified 


WASHINGTON.—There are 107 
million civilians who will be old 
enough to vote in the November 
general election, according to esti- 
mates by the Bureau of the Cen- 
sus. 

Included are 10 million Negroes. 

These figures include civilians 21 
years of age and over for the 50 
states and the District of Columbia, 
as well as civilians 18 to 20 years 
of age for Georgia and Kentucky, 
19 and 20 years of age for Alaska, 
and 20 years of age for Hawaii. 

These four states permit persons 
under 21 in the ages mentioned to 
vote. Not included in the figures are 
members of the armed forces of 
voting age. 

The civilian population of voting 
age includes a great Many persons 
who, although old enough to vote, 
cannot do so. Among citizens of 
voting age, there are some persons 
who have not satisfied state re- 
quirements as to residence, regis- 
tration, or payment of poll taxes. 
Some persons are not permitted to 
vote because they have been com- 
mitted to penal institutions, mental 
hospitals or kindred institutions. 

Eligibility to vote is determined 
by state laws, which vary in many 
respects. There are a substantial 
number of persons of voting age in 
the District of Columbia who lack 
voting residence in any state, There 
are about 2% million aliens of vot- 
ing age in the United States. 


New Reo Distributor 


Is Established in Buffalo 

BUFFALO.—Lorber Reo Sales & 
Service, Inc., has been formed as a 
franchised Reo distributor. It open- 
ed sales, service and parts facilities 
at 1440 South Park Ave. 

President is Leonard J. Lorber, 
and the sales manager is James 
Diener. 
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SELLS THE VITAL TEXAS MARKET 
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THE POINT OF DECISION THE AREA OF INFLUENCE 
64.3% of Texas Automotive Sales 66.4% of Texas Automotive Sales 

are made in the Texas Group’s 153 county Daily market. are made in the Texas Group’s 173 county Sunday market. 
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Daily circulation in these counties is 837,652 against 1,835,800 house- Sunday circulation in these eet is 788,801 against 1,918,500 
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Detroit Newspaper Reps Cited— 

In addition to issuing a proclamation heralding National Newspaper Week, Mayor 
Louis C. Miriani of Detroit extended a letter of commendation to the Detroit Chapter 
of American Assn. of Newspaper Representatives for giving recognition to the news- 
paper boys “who are the backbone of the distribution system ir the newspaper indus- 
try.” Taking part in the ceremonies are, from left, Fred Feld, Detroit Free Press news- 
paper boy; Mayor Miriani; John Rogers, Detroit News; Carl B. Hicks, second vice-presi- 
dent, Detroit AANR; Parris Schulter, Detroit Times, and John L. Sterling, president, 
Detroit AANR. 
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How They're Pushing Sales... 


Dealer Ad Ideas 


fornia showing of the works of the| Salesmen Don Sailor Hats 


Following in Dad’s Footsteps 


A “STATEMENT of Policy” was 
inserted in the Peoria (Ill) 
Journal-Star as Earl Johnson jr. 
took over Earl Johnson Chevrolet 
Co., which was founded by his 
father. 

Admitting he had “a big pair of 
shoes to fill in operating this com- 
pany as my father did,” the son 
said. 

“Earl Johnson Chevrolet Co. will 
continue to operate under the high 
standards established by my father, 
Earl Johnson sr. There will be no 
change in the policies our custom- 
ers have come to expect.” 

* aa + 


Dealer Hosts Art Show 


N UNUSUAL vehicle called an 
“Artmobile” was the center of 
attraction at an exhibition of im- 
pressionistic art in the showroom of 
Precision Motor Cars, Beverly Hills, 
Calif. 
It was the initia] Southern Cali- 








American painter, Joseph Adamo, 
and his “Artmobile,” a travelling 
art studio which recently complet- 
ed a 10,000 mile, two-month cross- 


country tour. The painter said he} (DeSoto - Plymouth), 


exhibited, lectured and painted in 

small communities in 22 states be- 

fore more than 30,000 people. 
Adamo said he started touring 


AMC to Build 


In Denver Zone 


DENVER.—A $200,000 warehouse 
and office building will be con- 
structed at 4295 Kearney St. to 
house the Denver zone activities of 
American Motors. 

Eugene F. Milbourn is manager 
of the Denver zone, which serves 
Rambler dealers in eight states. 

The 25,000-s quare-foot building 
will be located on a 2%-acre plot 
and will include 6,400 square feet 
of office space. 
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Vice President W. E. Carmical (left) with Business Manager T. M. Wetzel 


BURROUGHS TYPING ACCOUNTING MACHINES 
HELP PREPARE FINANCIAL REPORTS 
33,44% FASTER, SAVE $7,000 YEARLY 


The scene: the modern Al Parker Buick Co., Houston, Texas. The jeb: the 
entire automobile dealership accounting operation. The equipment: two Bur- 
roughs F 1500 Typing Accounting Machines. The results, according to Vice 
President W. E. Carmical and Business Manager T. M. Wetzel: ‘“The speed and 





Al Parker Buick Co. is one of many automobile 
dealerships helped to peak efficiency by Burroughs 
office automation equipment. Call our nearby 
branch today and ask to see our informative film 
“The Open Road.’”’ Or write Burroughs Corpora- 
tion, Detroit 32, Michigan. 





efficiency of our Sensimatics provide us with the 
daily financial report and sales statistics neces- 
sary for making early sales-effort revisions. We 
couldn’t operate our business efficiently without 
these machines. Working under standard GM 
accounting procedures, this equipment prepares 
our financial statement 334% 
saves us $7,000 a year on clerical salaries.’’ 


faster . . . and 


Burroughs and Sensimatic—TM’s 


Burroughs 


Burroughs 
Corporation 


“NEW DIMENSIONS | in electronics and data processing systems” 


| were: 





| 
| 





when he decided he was beginning 
to lose touch with people outside 
the big cities. His trip convinced 
him of the growing interest in art 
in communities isolated from the 
large cultural centers of the nation, 
he added. 


* * * 


In ‘Tickled Pink’ Promotion 


O CELEBRATE its third anni- 
versary, Lloyd McKee Motors 
Albuquerque, 
conducted a “You'll Be Tickled 
Pink” promotion which featured an 
incentive program for salesmen. 

At a kickoff breakfast, salesmen 
were divided into two teams, Wives 
of the salesmen received telegrams 
announcing the contest, They were 
encouraged to help their husbands 
and were told that the winning 
team would eat steak at a victory 
dinner, while the losers munched 
on beans. 

Salesmen wore pink or red sailor 
hats during the promotion, There 
was a 25-cent fine for those caught 
without their headgear. 


Lewis Is Elected 
President of 
Fla. Independents 


ST. PETERSBURG.—Kent Lewis, 
Jacksonville, Fla., was elected pres- 
ident of the Florida Independent 
Automobile Dealers Assn. at their 
20th annual convention here, Lewis 
succeeds Tony Weir, Tampa. 

The four vice-presidents elected 
Don Buffkin, Jacksonville; 
Merrill Friedman, Miami; Dave 
Collier, Orlando, and Jim Bridg- 
man, Fort Lauderdale. 

Fred Cumbie, Orlando, was 
chosen secretary-treasurer, Arch 
Livingston is executive secretary. 

Principal speakers at the two-day 
meeting included Farris Bryant, 
Democratic nominee for governor; 
Mrs. Ina S. Thompson, Florida Mo- 
tor Vehicle Commissioner, and Carl 
Marker, National Auto Auction 
Assn. 

Marker told the dealers that “the 
business jitters is a disease, and 
contagious.” One solution to the 
negative business attitude is to 
talk good business, he said. 

He noted that auto manufacturers 
say 1961 will reflect a great period 
of prosperity in America, and that 
their predictions in the past have 
been more accurate than those of 
other business groups. 

Livingston reported that the 
Florida Sunday closing law, in ef- 
fect for more than one year, has 
not had any effect on sales. 


Field Sales Setup 
Is Realigned by 


American Bosch 


SPRINGFIELD, Mass.—A re- 
alignment of sales responsibilities 
in the staff organization of the 
Commercial Sales Division of 
American Bosch Arma Corp. has 
been announced by Ralph L, Coun- 
tryman, division manager. 

Under the new organizational 
setup, all domestic and export field 
sales activities have been grouped 
under a newly established field op- 
erations department. Headquarters 
sales office services here will func- 
tion under a newly created plan- 
ning and administration depart- 
ment. 

In charge of all field sales activi- 
ties, including the division’s region- 
al sales offices, will be Lynn C. 
Brendel, manager of field opera- 
tions. He formerly was general 
sales manager for Allen Electric & 
Equipment Co., Kalamazoo, Mich. 

Leslie R. Sarna has been named 
assistant manager of field opera- 
tions, and Bert Cole has been ap- 
pointed planning and administra- 
tion manager. 

Four product managers were 
named. They are: Kenneth O. Lar- 
sen, diesel; James D,. Dowdell, 
electrical; A. John St. George, en- 
sign products, and John R. O’Don- 
nell, hydraulic. 

Burg Tool Expanding 

GARDENA, Calif—Burg Tool 


| Mfg. Co., Inc., is expanding its pres- 


ent manufacturing facilities by 31,- 
520 square feet. The addition will 
provide new general offices, machine 
assembly area and also house the 





Burgmaster Division, 








Helo your truck customers 
combat major cause of clutch failures! 


Spicer Heavy-Duty Clutches, the Standard of the Industry, are specifically designed to 
combat heat—to help fleet owners prolong clutch life and reduce the cost of engine and 
power train maintenance. That's why two out of three truck operators who specify clutches 
specify Spicer. Specify Spicer Heavy-Duty Clutches for your customers—give them these 
cost-cutting advantages: 


* Cooler Operating— Simplicity of construction with minimum number of. parts—plus the 
ventilating effect of the louvered cover—make the Spicer clutch cooler operating, 
longer lasting. 

* Combats Heat Set—Spicer’s two pressure springs don't contact the pressure plate, so 
spring pressure is more constant and your chances of burning up your clutch under 
heavy load are greatly reduced. 

* Uniform Contact Pressure—Spicer’s multiple levers and centrally located springs give 
uniform overall pressure plate loading regardless of wear or adjustment. There’s no 
chance of uneven wear. 

* Smoother Engagements— Because of multiple lever flexing, a rigid disc can be used. 
‘Passenger Car’’ engagement is obtained with the durability of rigid discs. Smoother 
engagements mean longer clutch facing life, less wear on transmissions and drive line 
components. 

* “Like New” Adjustment—Special adjustment ring makes normal wear adjustments 
easier, with “like new’ performance. 

* Functional Design—Pull-type release, a Spicer exclusive, uses a lubricated enclosed 


release bearing, making possible an effective clutch brake for easier shifting into lst’ 


and reverse. 


SPEC/FY SPICER 











Spicer Heavy-Duty Clutches are available in 13” 

2-plate, 14” single and 2-plate, and 1514" single 4 

and 2-plate sizes. All Spicer Heavy-Duty Clutches SERVICE MANUAL 
are available with ceramic facing for added 
torque capacity. 






WRITE for Bulletin 707, a 23-page illustrated 
service manual on Spicer’s complete line of Jou 
Heavy-Duty Clutches. Contains complete step- 
by-step service information for your customers. 


CORPORATION 
Toledo 1, Ohio 
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Truck Dealers Optimistic About Sales... 








Truckin’ 










ranty would have no effect on sales. 

The only dealers not optimistic 
about sales were located in strictly 
agricultural areas. These dealers 
claim farmers are not in the mar- 
ket for new equipment at this time, 
and that their market will be slow 
for some time. 

Dealers queried about the effect 


about evenly divided. About a 
third of the dealers felt they | 
would, another third thought the 
new jobs would have no effect, 
and the others felt that the com- 
pacts might take some business 
away from the standard models, 
but not enough to worry about. 


ypreians are very optimistic 
about the truck market for the 
remainder of this year, especially 
for light trucks. Dealers who han- 
dle the new “compact” trucks feel 
that demand will outrun factory 
ability to produce for at least six 
months, a recent survey of the 
nation’s top truck dealers indi- 





Aor with 85,000 other people, 
I received an invitation to an 
exclusive viewing of the new cars 
and trucks on display in Detroit's 
Cobo Hall at the 1961 National 
Automobile Show, but to me it re- 
sembled Grand Central Station dur- 
ing rush hour. 

Even in mammoth Cobo Hall, 
with people pushing and crowd- 
ing their way down the aisles, 
one couldn’t stand still long 
enough to greet a friend, to say 
nothing about seeing cars and 
trucks. 

Now that the manufacturers have 
been shown that Detroit can draw 
a crowd for a Nationa] Automobile 
Show, perhaps, and I'll say perhaps 
advisedly, they may not load the 
preview like they did this year. 
The jam was caused by the wording 
of the invitation—“ad mit bearer 
and party.” What parties! 

For the first time in national- 
show history, trucks got an even 
break with cars in location and 
floor space. They took up all of 
one end of the tremendous hall, and 
the truck makers did not pass up 
the opportunity to make their ex- 
hibits just as beautiful and attrac- 
tive as car exhibits. 

Competing for attention were the 
goliaths of the industry, including 
Ford’s new big diesels; White’s new 
tractor that turns in a 26-foot cir- 
cle; the new compacts of both Ford 
and Chevrolet; a magnificent back- 
ground treatment by GMC as well 
as their latest in the realm of 
transportation; Dodge’s diesels and 
the slant-six half-ton pickup, Stude- 
baker’s new Champion pickup in 
two body lengths and Willys Jeeps 
in an Oriental setting complete 
with sampan, one Chinese and one 
Japanese model, 

They tell the story of two Chinese 
visitors to the show who tried to 
talk to the little Japanese model 
in Cantonese, but she gave them 
the blank look of “no sabe.” The 
other model, the Chinese girl who 
spoke Cantonese, was off duty. 

” * na 


White Exhibit Is Tops 
HITE, in addition to its own 
pride and joy, showed one unit 
from each subsidiary, Autocar, Dia- 
(Continued on Page 22, Col, 1) 














cated. 

Opinion as to whether the com- 
pacts will cut into the sale of 
standard pickups and panels was 


Surprisingly, however, most of 
the dealers felt that exclusion of 
light trucks from the recently an- 
nounced 12,000 mile-12 month war- 


Multistop Versatility 
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ultistop Unit on a Short Wheelbase— 


4 


Truck and body builders have combined to produce a multistop unit on a short 
wheelbase that features some of the advantages of the compact vans, while retaining 
the cubic body capacity of the half-ton vehicle. Top photo shows the Ford-Boyertown 
version of a forward-control truck on an P-100 chassis with a 96-inch wheelbase and 
Falcon engine. By utilizing the forward-control, flat-face-cowl arrangement, this body 
can be had in 1961 on the shorter wheelbase instead of the 114-inch wheelbase shown 
in the bottom photo. The overall length of the truck has been reduced from 191% 
inches to 171 inches. This is said to provide better maneuverability and shorter turn- 
ing radius. The forward-control vehicles of other makers provide comparable advan- 


tages over their standard multi-stop units. 








-_ TBEA Meeting Breaks Reco 


ps year’s Truck Body & Equip- 
ment Assn. convention and show 
held in Chicago was the largest in 
both attendance and number of ex- 
hibits in the 13 years of the as- 
sociation. 

In his report of progress for 
the year, E. S. Grumbache, pres- 
ident, also noted substantial in- 
creases in membership of both 
body and equipment distributors 
and manufacturers. 

Attendance at the convention this 
year was reported as 1,938 dele- 
gates and visitors, compared with 
the former high of 1,704. Exhibitors 
numbered 185 this year, compared 
with the former high of 163 in 
1959. 

During the last year, the associa- 
tion has been successful in getting 
modifications or in clarifying gov- 
ernmental rulings that would have 
caused hardship to both manufac- 





turers and distributors in the truck 
body and equipment field. 


* * * 


Excise Rule Changed 


PROMINENT in this activity has 
been the fight for a modifica- 
tion of the excise tax ruling that 
could have cost both body manufac- 
turers and distributors considerable 
money. 

Under the modified ruling, bodies 
used in aircraft rescue work and 
which do not normally run on pub- 
lic highways are now tax free. The 
ruling also clarified the tax-free 
provisions of the regulation where- 
in a body shell was sold to a firm 
which completed the outfitting and 


Truck New Products 


Page 36 











manufacture of the completed unit. 

Modifications of the Interstate 
Commerce Commission lighting 
regulation which had an effective 
date of Jan. 25, 1960, were gained 
by the engineering committee of 
TBEA working with other indus- 
try committees. Under the revis- 
ed ruling, the effective date of 
this ruling has been set back to 
July 1, 1961. 

The committee will continue to 
work on certain phases of this rul- 
ing, Ex Parte No. MC-40, seeking 
further changes in regulations that 
would prove difficult for the small- 
er body builders, in particular, to 
meet. 

* * + 


Refrigeration Standards 


HE association also has done a 

great deal of work together with 

the Truck Trailer Manufacturers 
(Continued on Page 21, Col, 4) 










of the 12-12 warranty on light-truck 
sales, felt that since all companies 
had been operating under practical- 
ly the same terms in their policy 
agreements with their dealers and 
since most truck owners looked to 
the dealer to make any adjustments 
on faulty parts or maladjustment, 
the inclusion or exclusion of trucks 
in factory warranty did not make 
too much difference. 
cd ok ca 

O* THOSE queried, 47 percent 

said that in their opinion the 
inclusion or exclusion of trucks 
would make no difference. Eight 
percent said it would make little 
difference to them. All admitted 
that it was too early to get a 
bona fide customer reaction at this 
time. 

A fourth of the respondent 
dealers, however, felt that dealers 
whose factories had included 
trucks would have a definite ad- 
vantage if they had the initiative 





Big Compact Demand Seen 


to feature it in their sales pro- 
gram. Twenty percent said that 
those dealers whose factories had 
included trucks had a distinct ad- 
vantage over those whose facto- 
ries did not include trucks in the 
warranty. 

Most of the dealers felt that all 
companies eventually would have to 
include trucks, and that in the long 
run the harm done to their dealers 
would force the makers to follow 
the lead of companies which includ- 
ed light trucks in their initial an- 
nouncement. 

Thirty-seven percent of the deal- 
ers felt that the compacts would 
not cut into current pickup and 
panel sales. 

Dealers in one line felt that their 
new compact was priced so high 
that it virtually eliminated any ad- 
vantage from original-price econ- 
omy. They also doubted that truck 
users would feel that there were 
sufficient operating economies to 
switch from standard units. 

A third of the dealers said they 
anticipate some sales of larger 
units will be lost, but added that 
the volume would not be great 
enough to hurt the sale of current 
standard models, Many dealers also 

(Continued on Page 23, Col, 1) 





New Compacts Challenge 
Role of Half-Ton Panels 


vue new compact trucks may 
push the half-ton panel out of 
the package-delivery picture. The 
two makers of the compacts, Ford 
and Chevrolet, have eliminated the 
half-ton panel this year with the 
expectation that users of this type 
of delivery unit will turn to the 
compacts or some other short- 
wheelbase vehicle to fill their needs. 


Truckers fear that because the 
light trucks are new, and in some 
cases may carry a lower price 
tag, many users will buy them 
for jobs they are not designed for 
and will not receive the expected 
service. 

One of these services is in the 
door-to-door delivery field. 

Engineers and experienced trans- 
portation men point out that even 
if the engine’s horsepower is suffici- 
ent to deliver the type of service 
that house-to-house delivery calls 
for, the design of the compacts is 
such that they do not lend them- 
selves readily to easy working of a 
load. They also point out that the 
compacts’ cubic capacity is limited 
for this service, and clutches, axles 
and other components are not de- 
signed or suggested for this rugged 
multistop service, 

It would be much better, accord- 
ing to these transportation men, for 
the buyer to consider one of the 
short-wheelbase, multistop units 
featured in almost every major 
truck line. 

ok a * 

HESE units are designed for 

this type of service. They offer 

greater load capacity, easier access 
to the load and many other ad- 
vantages which the light vans do 
not provide. 

The multistop trucks can be 
had in the short wheelbase chas- 
sis which provides the short turn- 
ing radius and the ability to ne- 
gotiate traffic and narrow streets 
easily. Some of these trucks are 
even equipped with the engines 
that power the compact trucks. 
The multistop units have the ad- 

vantage of greater headroom in the 
cargo compartment and provide a 








“walk-through” feature that has 
been found desirable for this type 
of service, particularly when driver 
safety dictates that he leave and 
enter the vehicle from the curb 
side. 

The small-size delivery units are 
built on the lower and improved 
half-ton chassis and take the same 
size body that formerly was install- 
ed on the longer-wheelbase chassis. 
The short turning radius and ma- 
neuverability of the light, door-to- 
door jobs have been added to the 
delivery units by equipping them 
with forward control features and a 
flat-faced cowl, 

Where the ultra-short wheelbase 
is not considered essential and a 
little more load capacity for light 
loads ig desirable, these units also 
can be obtained with a 102-inch- 
wheelbase chassis. 

+ * * 


Advantages Offset Price 


HILE the initial cost of the 
multistop units may be a little 
higher than the cost of a compact 
van, the year-round operational 
cost and advantages they provide 
(Continued on Page 21, Col, 2) 





Top Trucks 


New-truck registrations for 
eight months, plus 38 states for 


September: 
1960 1959 
Pos. Make Pos. 
1—231,013 Chevrolet 239,460— 1 
2—208,558 Ford 206,448— 2 
3— 82,933 Internat. 715,460— 3 
4— 60,518 GMC 52,516— 4 
5— 31,330 Dodge 39,454— 5 
6— 20,955 Willys 19,658— 6 
J— 11,161 White 11,038— 7 
8— 8424 Mack 10,105— 8 
9— 3,974 Studebaker 4,655— 9 


1 
11— 


Diamond T 2,042—10 
813 Brockway 817—11 

$2,910 Misc. 29,734 
Total All Makes 

694,576 691,387 

Further details on Page 42. 


1,987 











Research and Development at Work 


Trial by fire! New Midland materials are safety tested at 
fantastic temperatures . . . tortured at blast furnace intensity 
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far beyond safety requirements to produce the world’s OWOSSO DIVISION ER OWOSSO, MICHIGAN 
safest brake systems. ONE OF THE ‘‘400” LARGEST AMERICAN CORPORATIONS 
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For Trucks, Buses .. . 





Lighting Rules Revised 


ASHINGTON.—T he Interstate 
Commerce Commission has pre- 
scribed various changes effective 
July 1, 1961, in lighting and wiring 
requirements relating to truck and 
bus operations subject to the com- 
mission’s motor carrier safety rules. 
The action amended a Jan. 25, 
1960, order specifying changes in 
lighting and wiring requirements, 
including the use of turn signals, 
which were to become effective 





St. Louis Firm 
Now Producing 


Wolfwagon Line 


ST. LOUIS.—St. Louis Car Co. 
has entered the automotive field 
through its diversification program 
of building Wolfwagon trucks, 
President Edwin B. Meissner jr., 
announces. 

Production was taken over from 
Wolf Engineering Co., Dallas, and 
St. Louis Car is planning to step 
up its output of this versatile ve- 
hicle. C. E. Bleikamp is the project 
engineer in charge of the new divi- 
sion. 

One of the first orders has been 
accepted by the Kansas City Divi- 
sion of Mobil Oil Co. A previous de- 
livery has been made to Swift Co. 

Henry J. Buet, motor vehicle 
supervisor of the oil company in 
Kansas City, has accepted initial 
delivery of two of four units of 
the trucks built here. They will 
soon go into service at Mobil’s 
Kansas City terminal. 


The trucks will be operated both 
as over-the-road and city pich-up 
and delivery units. In the over-the- 
road service, two units are coupled 
together, and both engines and 
transmissions operate with a single 
driver. 

When driven as city pick-up and 
delivery units, the vehicles are un- 
coupled. Each unit is operated as 
a conventional bobtail truck. 

Usually these trucks are route 
loaded for their destination, cou- 
pled together and driven over-the- 
road as a combination. Upon ar- 
rival, it isn’t necessary to unload 
the vehicle and reload it for city 
distribution. They are then sep- 
arated and the loads handled from 
individual trucks. 


Reo-ly Something 
Military Trucks Can Do 


Almost Anything 


CLEVELAND.—tTrucks that can 
do most everything but fly, but can 
be flown, are among Reo’s latest 
developments for military service. 
Prototypes are being tested under 
one of three contracts awarded by 
the Detroit Ordnance District in 
cooperation with the Ordnance 
Tank-Automotive Command. 


These vehicles can travel at 
speeds up to 57 miles per hour on 
highways, climb grades of 60 per- 
cent, “swim” in water of any depth 
and operate under all types of cli- 
matic conditions. They also can 
operate on any available fuel, in- 
cluding diesel, kerosene, jet fuel, 
gasoline or even lubricating oil, 
Reo said. 

All fuel characteristics are pro- 
vided by an exclusive combustion 
system for compression-ignition, 
developed by White Motor Co. en- 
gineers along with a new 390 cubic- 
inch engine. Producing 190 horse- 
power at 3,400 revolutions per 
minute, the light weight and com- 
pactness of the engine represent a 
significant advance in V-8 engine 
design, Reo said. 


Termed in the military as 6x6s 
and 8x8s in the medium-duty series, 
the prototypes have been delivered 
to the Ordnance Department for ex- 
tensive testing and evaluation in 
designated areas, Reo said. 


Truck ‘Sell-a-Thon’ Held 


ST. PAUL. — Ford dealers here 
staged an eight-day used-truck 
“Sell-a-Thon” at the Minnesota 
Fairgrounds. More than 400 used 
trucks and trailers of all makes 
were displayed. 





Aug. 1 and later were postponed to 
Nov. 15, 1960. 

Upon consideration of a num- 
ber of petitions, filed in response 
to that order by motor carriers, 
associations of motor carriers 
and manufacturers, the commis- 
sion issued various amendments 
to the order including further 
postponement of the effective 
date to July 1, 1961, 

Section 193.27, which specified 
minimum voltage requirements at 
lamp sockets, was suspended for 
further consideration. Present Sec- 
tion 193.27 will remain in full force 
and effect pending such considera- 
tion and further order of the com- 
mission. 

The order explains that this ac- 
tion was taken because of repre- 
sentations in the petitions and 
subsequent conferences with vehicle 
lighting technical experts which 
have resulted in an informal pro- 
posal that a suitable light measur- 
ing device can be perfected, 

a * * 


O CHANGE was made in the 

Jan. 25 order relating to num- 
ber of lamps required on commer- 
cial vehicles. The front identifica- 
tion lamps on large trucks were 
made optional, however, as was the 
height of rear identification lamps 
on large trucks and semitrailers. 
The Jan. 25 order had specified 
mounting as high as possible, 


The new order modifies the pre-| .. 


vious order with respect to stop- 
lamp operation. 

The new order provides that all 
stoplamps on each motor vehicle 
or combination of motor vehicles 
shall be actuated upon applica- 
tion of any of the service brakes, 
except that such actuation is not 
required upon activation of the 
emergency feature of the trailer 
brakes by means of the required 


New ATA Booklet Covers 


Effect of Road Transport 


WASHINGTON. — The American 
Trucking Assns. announced the 
publication of a new booklet de- 
scribing the effect on highway 
transportation of such develop- 
ments as population growth, de- 
centralization of industry, piggy- 
back and increasing popularity of 
small cars. 

The 28-page booket is entitled 
“Changing Patterns in Transporta- 
tion.” It reprints the address given 
by Walter W. Belson, assistant to 
the president and director of pub- 
lic relations, before the ATA An- 
nual Forum of Executives of Truck 
Transportation and Allied Indus- 
tries. 


manual or automatic control on 
the towing vehicle. 

Whereas the January order re- 
quired lamps and reflectors to be 
marked as a certification by the 
manufacturer or supplier that they 
conform to SAE standards, the new 
order imposes this requirement only 
with respect to lamps and reflectors 
on vehicles made on and after July 
1, 1961, and as to replacement lamps 
installed on older vehicles on and 
after Dec. 31, 1961. 

+ * * 
7 previous order required all 
vehicles operating beyond the 
limits of commercial zones in inter- 
state or foreign commerce to be 
equipped with Class A Type I turn 
signals. 

The new order contains this re- 
quirement but provides that a bus 
or truck less than 80 inches wide, 
manufactured before July 1, 1961, 
shall be in compliance with the re- 
quirement until Dec. 31, 1962, if it 
is equipped with turn signals other 
than Class A Type I. 

After Dec, 31, 1962, such ve- 
hicles must be equipped with 
Class A Type I turn signals, 

The latest order also modifies the 
lighting requirements in driveaway- 
towaway operations. 

The January order required such 
vehicles to be equipped with Class 
A Type I turn signals. The new 
order permits the use of such turn 
signals as a vehicle or vehicles 
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‘Cat’ Power— 


From the outside, this vehicle looks like 
an ordinary Mack B-63 tractor of 1957 vin- 
tage. But under its hood works one of 
the very first of a new group of diesel 
truck engines coming onto the market: A 
Caterpillar 1673. Installed in August, the 
220-horsepower diesel has been working 
a hefty day ever since. Early last spring, 
Caterpillar Tractor Co., Peoria, Ill., an- 
nounced that it intended to enter the die- 
sel engine field. At that time, the model 
1673 was prepared and ready for actual 
field use, however, the marketing arrange- 
ments were not as yet complete. The first 
engines only began appearing in the last 
couple of months. 


New Compacts Challenge 
Role of Half-Ton Panels 


(Continued from Page 18) 


the salesman-driver, it is claimed, 
will offset the price difference. 

This warning by transportation 

experts is not aimed at minimiz- 
ing the utility or practicality of 
the small vans. It is recognized 
that for many delivery tasks the 
compacts are going to fill a niche 
that has been forcibly brought to 
the attention of the makers by 
the success of the imports. 

Many public utilities, salesmen, 
servicemen and others who have 
need for a light economical unit in 
which to carry merchandise on 
their house calls will find the com- 
pact vans ideal for their work. 

However, this does not include 
those engaged in frequent stop, 
door-to-door delivery work. The de- 
mands on the vehicle in the two 
types of service are different and 
should not be confused. 

In the service-type call, the stops 
are longer and entry and exit time 
saved is not too important. The 
ability to work the load constantly 
is not a prime requisite of the job. 

ae + * 


1“ MANY cases, the ability to 
walk ‘through the vehicle or to 
leave it from the curb side ig not 
essential. In the latter case, safety 
hazards would not be greater than 





they would be in a car, station 
wagon, or even a commercial panel. 


In many cases the salesman 
will have to explain the differ- 
ences in operational characteris- 
tics to the buyer who has shown 
an interest in a compact van that 
is not suited for his type of work. 


When buyers express a prefer- 
ence for the newness and styling 
of the compact vans over the 
square, box-like design of the for- 
ward-control units, the salesman 
can point out that the multistop 
unit offers greater advertising ad- 
vantages on the ‘side panels and 
wider vision for the driver. 

Tires also are a matter to be con- 
sidered. 

The compacts are limited as to 
tire sizes that can be used. Trans- 
portation men say that, in many 
cases, compacts may be overloaded 
far beyond the safe capacity of the 
original tires. Even the substitu- 
tion of nylon for the standard tires 
will not cut down the wear factor 
of constant overloading in the fast- 
start, quick-stop service. 

Tire failures and time loss due to 
tire failure could easily turn the 
compact van from an economical 
operation into one that would be 
much more costly than using the 
proper unit in the first place, 








being transported already has in- 
stalled. 
* * * 

LSO, the requirement for three 

identification lamps at the front 
of such vehicles has been eliminat- 
ed, The requirement has been re- 
tained for such lamps at the rear, 
but the height of mounting has 
been made optional. 

The new order did not change the 
January requirement which specifi- 
ed that when a motor vehicle is dis- 
abled on a highway or shoulder 
during the period when lighted 
lamps are required, the driver shall 
flash the two front and two rear 
turn signals simultaneously as a 


warning to traffic. 
* * * 


ATA Director Praises 


New Lighting Rules 


WASHINGTON.—The new com- 
mercial-vehicle lighting rules issued 
by the Interstate Commerce Com- 
mission are “sensible regulations 
which promote safety and are in 
keeping with the good practices of 
the trucking industry,” according 
to John V, Lawrence, managing di- 
rector, American Trucking Assns. 

He said the trucking industry 
was “pleased at the ICC’s action in 
allowing trucking firms both suffi- 
cient time and considerable latitude 
in complying with the new rules.” 
The revised rules go into effect 
July 1, 1961. 

“The ICC is to be commended for 
this new order,” Lawrence said. “It 
is an example of a workable code 
for improved highway safety, based 
on the application of practical] prin- 
ciples well known in our industry. 
In large measure many of our ve- 
hicles already comply, and we plan 
an industry campaign to get all ve- 
hicles affected in conformance with 
the order at the earliest possible 
date.” 


TBEA Meeting 
Sets Records for 
Displays, Visitors 


(Continued from Page 18) 


Assn, in establishing workable re- 
frigeration standards that will en- 
able body builders to establish the 
low-temperature ratings of their 
units. 

During the industry sessions, sev- 
eral papers were given that were 


said to be of great value to manu-|| 


facturers and those distributors 
who mount and semi-manufacture 
truck bodies. Included were papers 
on manufacturing and merchandis- 
ing problems in this field. 

New officers elected for the 
year beginning Dec. 1 were: Pres- 
ident, Laurence H. Larsen, Super- 
ior Coach Corp.; first vice-presi- 
dent, John W. Turnage, AETCO 
Equipment Co,, Pittsburgh; sec- 
ond vice-president, John W. 
Speaker, J. W. Speaker Corp., 
Milwaukee; third vice-president, 
Robert H. Hunter, Hunter Mfg. 
Co., Cleveland, Reelected secre- 
tary-treasurer was Fearson S. 
Meeks, S. J. Meeks’ Sons, Wash- 
ington. 

New directors included Franklin 
H. King, American Trailer & 
Equipment Co., Tulsa; Charles S. 
Foutche, Baker Equipment Engi- 
neering Co., Charleston, W. Va.; 
J. E. Hines, Eastern Body Co., 
Philadelphia; Arthur C. Hoffman, 
Buckeye Truck Body Builders, Inc., 
Columbus, O.; Meeks; Harold H. 
Hippler, Gar Wood Industries, Inc., 
Wayne, Mich.; Paul Meyers, Mey- 
ers Equipment Corp., Canfield, O.; 
Isadore Morrison, Morrison Steel 
Products, Inc., Buffalo; James A. 
Stewart, Unisteel Body Co., Galion, 
O.; Clair L. Williamsen, Williamsen 
Body and Equipment Co., Ogden, 
Utah, and T. M. Wilson, Van-Wil- 
son, Ltd., Aldershot, Ont. 


Highway Trailer Names 


Three Distributors 


NEW YORK. — Highway Trailer 
Co. has announced the appointment 
of three new distributors for its 
complete line of commercial truck- 
trailers. 

Medico Industries, Inc., Pittston, 
Pa., will represent the manufac- 
turer in Eastern Pennsylvania; 
Crenshaw Equipment Co., Rich- 
mond, Va., will cover most of Vir- 
ginia, and Quad-Cities White Auto- 
car, Inc., Bettendorf, Ia., will be 
responsible for Western Illinois and 
Eastern Iowa, 
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Want to make on 
EXTRA *100 


on yous next 
Truck Sale 7 





WITH A 


WEIGHTLIFTER 





--. battery-powered hydraulic 
tailgates for pickups, stake 
and van trucks to 22 tons. 


WHY LET GOOD PROFITS GET AWAY 
when it’s so easy to sell a power gate 
the WATSON way? 

ONLY WATSON offers a complete line 
of powered gates for light trucks. The 
1000 series for pickups (with standard 
or utility bodies), the 1100 series for 
1-ton stakes, the 1200 (Hide-A-Gate) 
and 1300 series for stakes and vans 
from 1% tons up. 

Your pickup and light truck buyers get 
exactly what they need, without pay- 
ing for excess capacity and weight ! 





They’re easy to install in your own 
shop. And they‘re backed up by years 
of reliable, satisfactory performance 
in the trucking field. 

Write today for literature, prices 
and your liberal dealer discount — 
please address Dept. 8 
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H. s. 
WATSON 
COMPANY 


1316 67th Street * EMERYVILLE, CALIFORNIA 
1606 Laskey Road * TOLEDO 12, OHIO 


LUGGAGE RACKS 


FOR ALL STATION WAGONS 
FOREIGN CARS AND COMPACTS 











Type 12 Shown on VW 
Dealer Cost, $14.85 
Send for Details on Your Make 


CAMELL co. 


HUbbard 9-9651 
63 Se. State S$t., Hackensack, N. J. 
DISTRIBUTOR INQUIRIES INVITED 









M. H. BURY's 
newspaper advertising column 


Rolling Wheels 


syndicated by 
A. M. Beitier + Advertising 
1912 Delancey Place, Phila. 3, Pa. 
PE 5-9729 
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mond T, Reo and PDQ, in a beau- 
tiful garden setting. Sprinkled 
through the exhibits were a million 
dollars worth of chrome-plated, 
cutout and automated engines that 
drew the attention of every teen- 
ager as well as hundreds of truck- 
ers. 

The black-tie industry dinner, 
with President Eisenhower as 
principal speaker, was an event 
that more than 2,000 industry 
brass will cherish in memory for 
years to come. Not only was there 
plenty of room to seat the guests 
comfortably, but surprisingly the 
food was excellent and the serv- 
ice without fault. 

Charlie Jacobson of Chrysler, 
chairman of the show committee, 

and his aides, deserve a royal salute 
from all of the makers who footed 
the bill for the finest automobile 
show ever held in this country, ac- 
cording to many industry men, 

And speaking strictly from a 
truck man’s standpoint, it igs the 


PERFECT CIRCLE 


first show of its kind in which I 
didn’t hear a single gripe from the 
truck men who participated, And 
that, Mr. Jacobson, is doing nearly 
the impossible. 

Many top truck officials did have 
real cause for complaint, though. 
The dinner, which wag practically 
a command performance for the 
top executives of both the truck 
and tire makers, was held in the 
middle of the most important, to 
them, American Trucking Assns. 
annual convention. Many of these 
men had to come to Detroit from 


Sicard Factory Opens 

MONTREAL.—tThe new truck 
plant of Sicard, Inc., has opened at 
Ste. Therese, Que. The natural ex- 
pansion of Sicard into the manu- 
facture of heavy construction and 
transport trucks has led to the 
building of this new 50,000-square- 
foot plant. 


PISTON RINGS ARE BUILT 
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The solid chrome on Perfect Circle 2-in-1 rings is 
25 times thicker than the chrome plating on an 





New York to attend the dinner and 
then catch early-morning flights 
back to their own hospitality suites 
in the Waldorf-Astoria, 

Harvester and Goodyear men 
were hit hardest in this respect. 
Harvester held its customary lunch- 
eon for truckers on the day of 
the industry banquet, and Good- 
year had its luncheon the next day. 

* + * 


Comedian Is a Hit 


a= speaking about the Good- 
year luncheon, I doff my cha- 
peau to Eddie Thomas, Russ De- 
Young and Vic Holt of Goodyear 
for allowing the comedian who did 
a wonderful job on their show to 
get off a couple of cracks that, to 
me at least, show the stature of 
these men. This comedian came out 
dressed as a test driver and he and 
the emcee started off in what hinted 
at a veiled commercial. It left the 
serious stage almost instantly, 
however, and turned into one pro- 
longed belly-laugh from the diners. 

Two remarks stick vividly in 
my mind. In one the comedian 
was telling of his most harrowing 
experience, driving a car over a 
blanket of sharpened spikes at 80 
miles an hour, The emcee asked 
what they did to the tires, and 





automobile bumper. 
This thicker chrome means thousands of extra 
miles of full power and oil control. And, PC rings go 


through a special lapping process that virtually 


eliminates tedious break-in. 
Whatever the service, Perfect Circle rings are built 


to take it. Always specify Perfect Circles—preferred 








he said “They made slingshots | vention is a tiring but interesting 


out of them.” 

In the other the emcee asked 
the “test driver” what kept Good- 
year tires rolling out of its plants 
at such a tremendous rate, and the 
comedian replied: “Harvey Fire- 
stone.” 

The ATA extravaganza to which 


affair. 
* * x 


TBEA Affair Is Next 
OO REALLY make the “dogs” 
bark, ATA was followed by the 
three-day Truck Body & Equipment 
Assn. convention and show in the 
Hotel Sherman in Chicago, with 


your corpulent column conductor| only a two-day respite in between. 


also had to catch an early-morning 
flight, was the same “over-forty” 
hospitality-suite affair it hag been 
for the past decade or more. Dele- 
gate attendance is held down to the 
capacity of the biggest ballroom or 
combination of adjoining ballrooms 
in the headquarters hotel. The ATA 
powers-that-be long ago made it 
a rule that there would be a place 
for every paying guest at every 
luncheon and social event. 

And this convention has them. 
Luncheons by Harvester, Firestone 
and Goodyear, a beautiful and lux- 
urious dinner dance with entertain- 
ment by GMC, breakfast by Frue- 
hauf and a pre-banquet cocktail 
hour by White. ATA had to foot 
only one luncheon bill this year, 
and in that they did not let the 
industrial firms outdo them in en- 
tertainment following the luncheon. 
For most newsmen the ATA con- 


for original equipment and replacement everywhere. 
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PISTON RINGS - PRECISION CASTINGS : POWER SERVICE PRODUCTS : SPEEDOSTAT 
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I’m so glad the Council of Private 
Truck Operators had the good sense 
to put off their maintenance show 
until December. While the spirit is 
willing, I’m afraid the flesh would 
have failed if that deal had followed 
the TBEA’s 13th annual shindig. 

Let me tell you fellows in the 
truck business who don’t make 
it a point to attend this conven- 
tion that the TBEA is growing 
up fast, not only in attendance 
and size of the show but in the 
group’s importance in the indus- 
try. 

This year TBEA committees 
worked successfully on three dif- 
ferent projects that saved their 
members thousands of dollars, and 
have already undertaken projects 
for the coming year that will have 
far-reaching good effects in the 
truck industry if they are able to 
come up with the solution to some 
serious problems, 

It’s getting harder as the years 
roll by to chronicle the passing of 
industry friends one has known 
over the years and whom one looks 
forward to seeing at the next tear- 
yourself-apart deal that is of in- 
terest to them. 

For instance, at TBEA I was told 
of the passing of Andy Garner of 
Atlanta, whom I had known for 
many years. In fact, my acquaint- 
ance with Andy dates back to the 
days of Allan Cosgrove, when the 
fiery little gamecock was assistant 
truck sales manager of Chevrolet. 
Andy even then had built a reputa- 
tion for being one of the best school- 
bus distributors in the South, if not 
the nation. 

I also was told of the passing of 
Ray Kaiser, head of Dealers’ Truck 
Equipment Co., Shreveport, La., who 
was always a source of sound in- 
formation and counsel on the state 
of the truck business in the Deep 
South. Ray always knew whereof 
he spoke. 

* * 


cd 

Fishing Buddy Dies 

ND I learned of the death of 

another oldster with whom I 
had fought the battle for more than 
a quarter of a century, another fish- 
ing enthusiast like myself who 
would argue fly fishing from the 
drop of a hat. 

He was Mort DeWitt, erstwhile 
advertising manager of Champion 
Spark Plug Co., and I guess a 
charter member of the Pere Mar- 
quette Rod and Gun Club. He had 
retired, but he still groused be- 
cause he had to content himself 
with drifting a fly downstream in 
shallow and slow water for a 
number of years before he re- 
cently passed on to those better 
fishing waters at the age of 87. I 
really don’t think that Mort had 
any regrets over a full life that 
saw him on his favorite stretch 
of water as much of every season 
as he could spare from his busi- 
ness activity. 

After about 12 years of pilgrim- 
aging to the brook-trout waters of 

Thor Lake in Ontario, Win Webster, 
the auto-body-and-truck-trim king 
of Riverside, Ont., had to call a halt 
to our spring sortie three years ago 
because of a heart disturbance. 
Four of us, Winn, from my home 
town of Pontiac; Judge John Ayles- 
worth, of the Ontario Court of Ap- 
peals; my fishing pal, Jerry Hull, 
and I would head for camp just 
as soon after the ice went out in 
the spring as possible. 

Now only the judge and I are left. 
Jerry went on his long trek a year 
ago and Webby passed on late last 
month. 

Webby owned Webster Mfg. Co., 
where he trimmed Harvester truck 
cabs and did trim work for other 
| Canadian auto companies. He also 
developed the truck and bus seat 
and back-repair package that was 
used by hundreds of fleet and bus 
owners to keep their vehicle seats 
comfortable for the drivers. 

He got his early training in trim 
production at Packard and Murray 
| Body in the old days before he went 
to Canada to manage National Auto 
Fibers Co. plant. He started his own 
plant when they lost their Chrysler 





| contract. 


| 
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Dealer Optimism for Rest of ’60 Is High . 
Big Compact- Truck Demand Seen 






















































(Continued from Page 18) 
said they had not had sufficient ex- 
perience to make anything but an 
“educated guess” on the subject. 
* * * 


31 Pct. See Big Losses 


IRTY-ONE percent of the 

dealers felt the smaller jobs 
would make serious inroads into 
current truck sales. Some said they 
thought the big-truck sales loss 
would run as high as 20 to 25 per- 
cent. Many also voiced the opinion 
that the compacts would have a 
very healthy reception for at least 
six months, and predicted the mak- 
ers would be unable to meet the 
demand for at least that long. 

Fifty-five percent of the re- 
spondents expected sales would be 
fair for the remainder of this 
year, while 37.5 percent looked 
for good business and 5 percent 
felt that sales would continue at 
about the same volume as in the 
past few months. Only 2.5 per- 
cent thought that sales would be 
poor, and these were mostly in 
Northwest and Southern farming 
states. 

Without any experience to guide 
them, 73 percent of the dealers said 
they felt the compacts will be in 
demand and that sales will be good 
to excellent. Twenty percent 
thought compact sales will be fair, 
and only 7 percent seemed dubious 
about the demand for the light 
jobs. 

Half of the dealers thought busi- 
ness on the heavies would be fair, 
32 percent said sales should be good 
and 18 percent had no strong opin- 
ions on the outlook for the remain- 
der of this year. 

Sixty-five percent felt that sales 
of medium-weight trucks will be 
fair, with 22 percent looking for 
good business in this size. Only 13 
percent thought the sale of medi- 
ums will be poor. 

Sales of light trucks should be 
good, claimed 48 percent of the 
dealers. Another 38 percent thought 
this business will be fair, with 14 
percent, mostly in farming areas, 
feeling that sales will be below par. 

+ oe cg 

T LOOKS like the used-truck 

business will be down farther 

than ever before,” said a Kentucky 
dealer. “Financing is one of our 
greatest problems.” 

Several other dealers brought up 
the question as to how much the 
compacts will affect the sale of 
used trucks, and noted that they 
are going to watch their trades 
until they have had some experi- 
ence. 

Several Chevrolet and Ford 
dealers felt that the announce- 
ment of the new compacts before 
dealers have any for delivery is 
going to hurt them, 

One West Coast dealer said “at 
present we are creating ill will by 
not having the compacts to deliver 
or show, There is a definite interest, 
but until something definite as to 
availability is made known, little 
pushing by the dealer or his sales- 
men will be made.” 

Some dealers felt that the truck 
business will pick up for the next 
two months. 

One Northcentral dealer said, 
“Sales have not been very brisk, but 
we expect some increase in both 
heaviegs and mediums for the bal- 
ance of the year.” 

A Midwest dealer, however, said, 
“The truck market is now fair in 
all sizes, and I expect no major 
change either way.” 

Profits came in for discussion in 
many replies. 

One heavy-duty truck dealer said, 
“We sell only heavy-duty trucks 
and tractors. We will show an in- 
crease in our volume of sales this 
year over last year, but our profit 
margins have been reduced.” 

An East Coast dealer said, 
“Truck sales today are strictly a 
matter of price in this area. Gen- 
erally owners are not interested in 
better equipment or recommended 
equipment for certain jobs.” 

A Mountain State dealer claimed, 
“Overproduction has ruined the 
market and made profits practical- 
ly nil.” 

An Ohio dealer did not believe 
that compacts will have the im- 
pact the small cars have had. When 
competition for that end of the bus- 
iness gets keen, even the import 


dealers will cut their prices to get 

a share of the business and profits 

will go out the window, he said. 
+ + * 


‘Moderate Sellers’ in L. A. 


bg -SELLING passenger-c ar 


dealers in the Los Angeles area 
see Ford and Chevrolet compact 
trucks as moderate sellers. 

“They'll not be our big seller in 
the truck field,” claimed a Ford 

dealer. Volkswagen’s Transporter is 
most mentioned as likely to be hurt 
by Ford’s Econoline and Chevro- 
let’s Corvan, 

Truck-only dealers see compact 
trucks as little threat to the 
truck business. “Too light,” says 
one man, “I can’t see a compact 
holding up under commercial 
overloading and driver careless- 
ness,” claimed another truck fleet 
man. 

No one interviewed by AUTOMOTIVE 
News thought that standard pick- 
ups would be hurt by compacts. 
“Pickups are for rough dirty work,” 
declared one man, “Compacts don’t 


appear sturdy enough for hauling 
cement or bricks.” Station wagons 
will be barely touched if opinions 
of Los Angeles dealers come true. 

There was no disagreement 
among any of 10 dealers interview- 
ed on the subject of 12,000-mile and 
12-month warranties, To a man, 
they believed that as a sales tool 
the advertised warranty was help- 
ful in dealing with inexperienced 
truck buyers. 

Fleet operators and yearly trad- 
ers have long known of unpublish- 
ed factory policy that protected 
them as long as the dealer consid- 
ered it worthwhile, Dodge and Ford 
action in omitting extended war- 
ranty coverage on light trucks 
doesn’t bother Ford and Dodge 
dealers. As one man put it, “If it 
takes a 12,000-mile warranty to 
close the deal, we’ll write our own 
warranty.” 

* * + 
HEAVY-DUTY truck sales in 
Southern California sagged in 


the last six months. Buyers are re- 
(Continued on Page 24, Col, 1) 
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Designed for Mobile Home Transport— 

International highway tractors designed for mobile home transport feature compact 
design with 83-inch wheelbase and 119-bumper to center-of-hitch-ball dimension. Two 
models, BC-150 and BC-160, are offered. Gross vehicle weights are 9,000 and 16,000 
pounds, respectively. Both models are powered by International V-8 engines. 


Heavy-Duty Hauling Jobs Are Easy With Timken-Detroit’ 


DAU AGED 


Timken-Detroit balanced hypoid-helical double- 
reduction gearing is unequalled for top perform- 
ance and dependability. Outstanding advantages 
that make it the choice of heavy-duty equipment 
manufacturers and operators are: big, husky 
greater flexibility in gear ratios .. 


gears... 


anced gear set loadings... 
tenance costs. The hypoid first reduction is 30% 
stronger than spiral bevel, and works in series 
with the second reduction to take an equal share 
of the load. In the helical second reduction, 
strong helical gears with a wide range of ratios 
insure balanced double-reduction gearing. 


. bal- 


long life and low main- 


240 SERIES 
SINGLE-SPEED, HYPOID-HELICAL 
DOUBLE-REDUCTION 


Two full-sized gear sets form a balanced power train—with 
each gear set accomplishing a substantial reduction. This 
combination of husky hypoid first reduction gears coupled 
with rugged, wide-faced helical second reduction gears pro- 
vides a double-reduction gear set that outperforms all 
others. Because the ratios of each reduction may be varied, 
you get a balanced power 
train with the larger selec- 
tion of axle ratios for maxi- 
mum operational versa- 
tility and performance. 
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INTERCHANGEABLE BALANCED 
DOUBLE-REDUCTION 
DRIVES 


HYPOID-HELICAL 
DOUBLE-REDUCTION 
AXLES 





340 SERIES 
TWO-SPEED, HYPOID-HELICAL 
DOUBLE-REDUCTION 


A true two-speed axle which provides two separate gear 
ratios through the use of two full-size helical sets... 
a “test” ratio far tumsonie Mecls ehe & "tae tor 
greatest pulling power. Pick the most efficient gear ratio to 
meet your requirements of speed, load and road. Spring-flex 
power shifting provides simple, positive shifting with either 
air, vacuum or electric actuation. 
Timken-Detroit two-speed hypoid- 
helical double-reduction axles give 
a versatility and economy to truck- 
ing operations that is unmatched 


by other axle gear designs. 
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other “big boys,” the prospects for 


Dealer timism for Rest of ’60 Is . 
Ford Puts U. C. Sales a@ good eg _ — excellent. 
At 13 Million a Year [DEALERS interviewed predicted 
a substantial increase in light 


DEARBORN.—Of the 13 mil- 
lion used vehicles sold each year, 
Ford estimates that nine million 
were moved by franchised deal- 
ers, nearly three million by non- 
franchised sellers and the remain- 


Big Compact- Truck Demand Seen 


a Ford man. “All truck buyers are 
fighting price,” he said. “The com- 
pact trucks have a big bed at a 
small price, which appeals to re- 
tail truck users who need cubage 
for light bulky loads.” 

* a * 


Atlanta Dealers Unconcerned 


IRUCK dealers in Atlanta are not 

too concerned about the 12,000- 
mile warranty on either trucks or 
passenger cars. 

They also foresee some “misun- 
derstandings” with customers be- 
cause of the national publicity 
being given the warranty. The pub- 
lic doesn’t know the difference, in 
many cases, between obligations of 
the warranty and maintenance, 
they say. 

“Suppose a car or a truck with 
11,990 miles comes in with a bad 
transmission,” a suburban truck 
dealer said, “Examination reveals 
it was not the fault of the car. 
How are you going to explain 
that to the customer and have 
him leave happy?” 

Most dealers feel that 12-12 war- 
ranties are not new and more or 
less “we’ve been giving them all 
the time.” 

The entrance of compacts into 
the truck field has not been felt 
to any great extent in Atlanta as 
yet, a survey reveals. 

“We have only the Ranchero out 
as yet,” a Ford dealer said. “The 
other companies have not come out 
with all their lines, so it’s hard 
to say just what effect they will 
have.” 


trucks, due to the addition of well- 
advertised compact trucks and the 
bigger line. Dodge, Ford and Chev- 
rolet dealers forecast increased 
sales in mediums as compared with 


timat the same period last year—the last 
cane uiton ah Peilty ses teen- | auarter. A number of dealers have 


age s conference by W. J. been selling heavy trucks during 


ss the last few months which they 
Oben, Ford Division used-car never sold before. 
manager. 


One of the reasons is that a good 
Oben said non-franchised deal- | many dealers have been doing a 
ers now total about 25,000, com- | better job of cultivating the truck 
pared J as many as 70,000 after | market. 
World War II and only about 6,000 ‘ 
in 1989. He said that last year One Dodge dealer reported: 


more than 86 percent of new-car “We are selling more heavy- 
sales and 57 percent of used-car duty trucks than ever before be- 7 


sales involved a tradein. ae ak wie oo 
who can lay out a big job for the 
job it has to do and we’ve discov- 
ered that there’s less competition e 


(Continued from Page 23) els are expected to boost business 


ported reluctant to sign on the dot- slightly from the past few months. 
ted line. Small fleets are becoming| No one expects any great increase 
good repair-part accounts as me-|in total registrations. 

chanics fix old rigs while bosses; Several men anticipate a penetra- 
hesitate to buy new equipment. tion battle between the largest pro- 

A factory branch manager says,| ducers. A Ford truck specialist 
“A softness in sales is common at/ spoke for most truck-car duals 
this time of the year. I don’t think| when he said, “We may not have 
it will get any worse, and sales|any great increase in sales, but 
should resume, In November and| we'll have to carry a much larger 
December, a lot of big operators} inventory to satisfy shoppers.” 
come into the market with orders; A major truck-only dealer said, 
for early 1961 delivery.” “I hope business gets better. We’ve 

Medi: trucks are spot- | not been making many fleet deals, 
ty, with some lines moving along, | only selling them one at a time. 
others soft. Overdue summer | You can’t make any money that 
way. Fleets are just not in the mar- 
ket now.” 

A Chevrolet truck dealer asked 
Automotive News, “What are we 
going to tell the florist who wants 
to trade us a year-old imported 
truck? It’s worth about $800, and 
duces maintenance under the |he paid $2,500 for the import less 
usual overload and traffic condi- | than a year ago.” 
tions. One big advantage to the new 

In the light-duty field, new mod-| compact trucks was underscored by 
























far as warranty is concerned and 
so far not many of our prospects truck field.” 
have shown much interest in 12-12.” oe aise versus compact 

According to a careful tabulation | trucks is not likely to be much of 
of the statements of dealers in all|a battle. One dealer pointed out 
makes—Ford, Chevrolet, Dodge,| that station wagons appeal to and 
GMC, Studebaker, and not includ-| sold most to families with lots of 
ing International, White, Diamond | kids, while the truck, compact or 
T, Brockway, Kenworth or the (Continued on Page 25, Col. 1) 


lines. Several dealers mentioned 
a trend upward from 15,000 to 
19,000 - pound - gross-volume-weight 
units, Operators find heavier-duty 
equipment a better buy as it re- 
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THE WINING T CKET! 


Nothing pulls like 


Draw-Tite 


HITCHES e COUPLERS e WINCHES 


You’re on the bandwagon when you sell the DRAW-TITE 
line. More and more of your own customers are trailering with j 
boats and traveling-house trailers—sell them a hitch with 
their car. Quick, easy installation adds to your profit. Stock a 
few hitches for display and order as you need them—twenty- 
four hour shipment direct from the factory on any model. 


+ * * 


Appeal to City Farmers 


OST dealers in central Missouri 

who have compact trucks ex- 
pect them to go mostly to city 
farmers rather than to the regular 
buyers of standard pickups and 
station wagons. 

While some dealers are still on 
the fence, most Ford and Chevro- 
let dealers do not see the compact 
trucks cutting into regular sales 
but rather, more optimistically, look 
to sell more trucks, 

The dealers with expert truck 

departments view the compact 
trucks more as passenger Cars as 
far as sales are concerned rather 
than trucks requiring the services 
of an expert truck salesman. 

Ford and Dodge dealers saw no 
troubles from omission of their 
trucks from 12-12, As one Dodge 
dealer put it: 

“We've always been able to sell 
a lot of trucks. Our truck sales 


ONE-PIECE, SAFETY HITCHES 


Draw-Tite makes a Custom-En- 
gineered Hitch for every car year, 
make and model. One-piece design 





Satisfied customers 
tend to be steady cus- 
tomers. And outstand- 
ingly different, Tri-Ex 
refined WOLF’s HEAD 
has proved itself over 
and over again as the 
oil that keeps custom- 
ers satisfied. With WoLF’s HEAD car-owners get 
complete engine protection . . . smoother perform- 
ance ... fewer repair bills . . . use less oil. 


That’s because WOLF’s HEAD is 100% Pure Pennsyl- 

vania ... Tri-Ex refined three important extra 

steps for extra life... extra toughness .. . scienti- 

fically fortified for complete, all round protection. 

WoLF’s HEAD is outstandingly different and it’s a 

difference that makes a difference to your customers 
. and to you. 


Keep customers coming back again and again... 
with WoLF’s HEAD . . . commanding distinctive 


customer loyalty. 








bs 
WOLFS HEAL 






WOLF'S HEAD OIL REFINING CO., INC. 
OIL CITY, PA. 











right now are better than our pas- 
senger-car sales and we've always 
been able to keep our owners very 
happy with the old warranty plus 
cooperation of dealer and factory in 
extended warranties and replace- 
ments when necessary. 

“The customer gets about the 
same whether the warranty is 12-12 
or 3-4. What we're afraid of under 
12-12 is that we'll get bogged down 
with a lot of freeloaders out to get 
everything they can for nothing. 

“We don’t think the omission will 
hurt our sales in the least but pres- 
sure may be great enough that 
Dodge will put the trucks under 
12-12 before the end of the year 
anyway. Personally, we'd rather 
they didn’t.” : . 


THE opposite side, GMC, 
Chevrolet and Studebaker deal- 
ers generally think their coverage 
with 12-12 will materially affect 
sales. One GMC dealer said: 

“We've always had about the 

same thing as 12-12. We've always 
been able to take care of any cus- 
tomer who had a valid warranty 
claim such as defective parts which 
were obviously defective when he 
bought the vehicle and so 12-12 
doesn’t do any more for us than 
what we've already had. 

“Actually very few truck cus- 
tomers are wWOfried so much 
about the warranty as they are 
about getting the proper unit for 
their job. Our competition also 
has always had the same service, 
We know of a dealer who had a 
unit, not our make, go bad after 
six months, later went sour again 
and they gave the owner a new 
short-block job which entirely 
cured the trouble after 12 months 
had 








passed. 
“Truck buyers and users get good 
service from all truck dealers as 





assures proper fit with BOTH frame 
and bumper—for complete safety. NO 
PARTS TO LOSE! Competitively 
priced! HANDSOME PROFITS! 





REGULAR SIZE — for Boat and Utility Trailers 
HEAVY-DUTY — for Travel, Horse, and Large Boat Trailers 


“TRIGGER LOCK’, FOOL-PROOF COUPLERS 


Exclusive ‘‘Trigger Lock” action is 
the year’s sensation—faster, posi- 
tive, safer coupling and uncoupling. 
No chance of accidental release. 
Locks automatically. Stainless-steel 
spring-loaded—won’t rust. Cam- 
tension assures perfect pivot. Cad- 
mium-plated to prevent rust. 2500- 
lb. G.W. capacity. Heavy-duty 
construction assures family-safe 
dependability. 


PRECISION-BUILT TRAILER WINCHES 


You can’t beat these field- 
proven winches perform- 
ance-wise or price-wise! 
Built in three sizes—with 500-lb., 
700-lb., and 3500-lb., laboratory- 
tested, GUARANTEED pull. Long- 
life, precision-cut, straddle-mounted 
gears. Spring-loaded ratchet. Me- 
chanical handbrake on 3500 model. 
Cadmium plated. Ideal for boat 
trailers and industrial and farm use. 


LE 
Write for Dealer Prices and Descriptive Folder. a 
As 
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TRAILER PRODUCTS DIVISION 


DRAW-TITE MANUFACTURING COMPANY 
Belleville 10, Michigan 








Optimism for Rest of ’°60 Is Hig Pee 


Truck Dealers See 
Big Compact Demand 


(Continued from Page 24) 


any other kind, is virtually an ex- 
clusive two-passenger vehicle. 
* * * 


Seattle Area’s Reactions 


[A= thinking in Seattle of 
the “impact of the compact” in 
truck sales, may be summarized as 
follows: 

Chevrolet: Answer is yes on 
quantity sales, but too early to 
evaluate closely. There will be 
attrition, but it will not be buyers 
of half-ton jobs, but bite will be 
into the foreign or import buyers. 

There will be no real bite into 
station-wagon sales, what little will 
be in border sector where buyer 
may not have his mind made up. 
They will also have option of small- 
er wagons. 

Sales will be aided by the new 
warranty, this being a good mer- 
chandising angle. Local market will 
be up for light trucks, with coming 
of the Corvair; lots of interest in 
compacts will make sales good. 
Ability to make deliveries will be 
important factor, as outlook indi- 
cates “short” supply. 

Ford: Compacts will surely sell in 
quantity. Not to former buyers, but 
there will be a new market, basi- 
cally from foreign or imports, They 
will note bite into wagon sales, as 
these are two different markets. 

Lack of warranty on trucks will 
not hurt Ford sales, as overall Ford 
setup provides service assurance, 
similar to warranty. Heavy-duty 
truck sales will pick up for the re- 
mainder of the year. Mediums will 
be fair; good upturn assured for 
lights. Compacts expected Nov. 10, 
and will make for brisk buying. 

* Bo * 


yyjenes: The compacts will sell 
in good numbers without doubt. 
Volkswagen has done a good job 
and proved the acceptance is here 
for this type of truck. Buyers will 
dent %- and %-ton sales (but not 
likely to any great degree. Buyers 
of station wagons generally have 
definite ideas and will not be turned 
easily to a substitute. 

Buyers have been taken care 
of pretty generally as to warranty 
and being left out will not be a 
serious injury. The “hurt,” if any, 
will not be “noticeable.” Heavy- 
duty truck sales have been badly 
off this year in the Northwest 
and there will be no stimulus the 
rest of the year, so sales will con- 
tinue slow. There also will be “no 
flourish” in mediums. Nice pickup 
in lights is likely, availability a 
point. 

Studebaker: Real good compact 
market certain. Will not hurt other 
small-truck sales very much, nor 
wagons. Pickups continue in favor 
for camp coaches. Extended war- 
ranty really in effect for some time, 
but now being official] will aid fur- 
ther. Sale of lights rest of the year 
will improve, that is % and %-ton- 
ners. 

GMC: Buyers are definitely alert 
to extended warranty, sure to be a 
real factor in their purchases. 
Heavy duty sales will continue slow; 
fair business is in sight for medi- 
ums and should be good for lights 
in the remainder of the year. 

* + * 


Warranty Shrugged Off 
OST Miami truck dealers think 
the new 12-month, 12,000-mile 
warranty for trucks will not affect 
sales one way or another for the 
simple reason that this policy has 
been in effect for years. 

Clark Beecher of Abraham Ford 
says “Our ’61 trucks are not out yet 
and my guess is the factory will 
announce the longer period for war- 
ranties, although in practice we al- 
ready are replacing defective parts. 
After all, every reputable merchant 
should and does replace or repair 
a product that is defective through 
no fault of the buyer.” 

Beecher said he doesn’t look for 
any sharp increase in the sale of 
either the compacts or our regular 
line of trucks. “We top the field 
here now and we have every rea- 
son to believe we will continue to 
de 80.” 

Jim Walker, manager for Hunt 






























Trucks (GMC-White) said they do 
very little business in light trucks 
and the extended warranty has al- 
ways been in effect. While it is 
a good sales point, it will not make 
or break a sale, he said. 

Walker is one of the few truck 
managers who say heavy duty and 
mediums already show slight signs 
of picking up. 

R. H. Monsell, president of the 
local Mack Trucks, is of the opin- 
ion that the winter will be rather 
dull for truck sales. “Maybe after 
a new administration comes into of- 
fice and things settle down we'll 
get back to normal in construction,” 
said Monsell. 

+ * * 
= TUTAN JR. (Dodge) 
thinks the outlook is fair. “We 
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Power Giants Put Into Service— 

To meet the demands of one of the fastest growing communities in New York, 
Rochester Truck Rental, Rochester, N. Y., recently put into service three C800 Dodge 
Power Giant units, equipped with the latest in sanitary garbage disposal bodies. The 


units shown above were delivered by E. J. 


ordinarily stock about a dozen 
trucks and this month we’re doing 
fairly well, although I don’t look 
for any big spurt. One big trouble 
in the trucking field is practically 
every truck of every make is sold 
on a discount basis. And the com- 
petition is real cutthroat. 

“The Miami Auto Dealers Assn. 
is working on a foolproof code of 
advertising ethics. We hope to se- 
cure the cooperation of the Metro- 


Horton, Inc. 


politan Commission to help enforce 
it,” Tutan said. 
J. R. Rinehart of Monarch Mo- 


We should feel complimented as 
some of the ition have al- 
most exact duplicates of our 
Volkswagens, but are way above 
us in price. 

“We are one of the few imports 





to show an increase this year. I 
look for even better sales.” 
* * * 

vo PATTI, truck sales repre- 

sentative for Don Allen Chev- 
rolet, thinks there is mild curiosity 
about the Corvair truck line. Buy- 
ers look, ask questions, but are in- 
clined to order the regular lines 
on which there is proved experience. 

“Undoubtedly, the compacts will 
eventually take hold, especially 
among buyers who are economy 
minded,” Patti said, “However 
with business ag unsettled as it is 
on account of the election and 
the dip in building here, I can’t 
foresee any substantial improve- 
ment for the balance of this 
year.” 

Summing up the truck situation 
here, the general opinion is that 
compacts have not gone like a 
house afire, that the 12-month, 12,- 
000-mile warranties have not affect- 
ed business one way or another, 
that, with a few dissents, truck 
business the balance of the year 
will be from fair to poor, that 
heavy-duty trucks and mediums 
will be the hardest hit. So far the 

(Continued on Page 34, Col, 1) 





Bring back new-car safety, new-car performance with DELCO 


MORAINE 
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it feeling. Service units and 
copies of the Delco Moraine 


POWER 
BRAKE 
SERVICE 
UNITS 


These kits, parts and com- 
plete assemblies—along 
with special service manuals 
—help you to make quick, 
accurate repairs as recom- 
mended by the original 
manufacturer. And your 
customer gets that just-like- 
it-was-when-I-first-bought- 


power brake service man- 
uals are readily available 
through car dealers and 
U.MLS. outlets. Order now. 





Service manuals available 
Jor all models. 


DEPENDABLY MADE 


DELCO 
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Division of General Motors, Dayton, Ohio 
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Fleet Delivery in Norwood, O.— 


Officials of the City of Norwood, O., accept delivery of seven Chevrolet garbage 
disposal trucks from Economy Chevrolet Co. The trucks feature sideloading body units 
made by Pakmore, Inc. From left are Raymond Tepe, Norwood public works director; 
Richard Greene, city superintendent; Norwood Mayor Joseph W. Shea jr.; Roger Patton, 
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Across the Nation... 





Truck News in Brief 


DENVER.—A profit-sharing and 
retirement program has been 
adopted by Ringsby Truck Lines, 
Inc. Employe benefits are retroac- 
tive to Jan. 1, 1959. The program 
excludes union members and per- 
sons under an employment contract 
with the company. 

The plan is totally dependent 
upon operating profits, rather than 
employe contribution, Participation 
is computed on the basis of a 
yearly operating profit percentage 
applied to each employe’s annual 
salary. Company officials said the 
plan is designed to contribute up 
to 15 percent of the firm’s annual 
net profit. 

oe oa * 


Expansion of Production 
Reported by Napco Industries 


MINNEAPOLIS. —Napco Indus- 
tries, Inc., has announced expan- 
sion of production of universal 
joints, drive lines and power take- 
off units. Napco said it now is man- 
ufacturing universal joints from the 


Economy Chevrolet truck manager, and W. J. King, Chevrolet Cincinnati city manager. ' Smallest to the largest use in the 


farm implement, construction 
equipment, aircraft and marine 
fields. 

Sales Engineering Associates, 
Plymouth, Mich., has been granted 
exclusive rights for Ohio, Indiana 
and Michigan, Napco also an- 
nounced. 

* + 


* 
Trucking Industry Envisions 


Big Future with Gas Turbine 


BIRMINGHAM, Ala, — A 200- 
pound gas turbine engine, which 
would replace present 2,500-pound 
truck engines, is one of the high- 
lights in the future technical de- 
velopment of the trucking industry, 
Welby M. Frantz, president of the 
American Trucking Assns., said at 
the Southern Research Council’s 
conference on “Tomorrow’s Trans- 
portation.” 

“Gas turbines pack an enormous 
wallop in a 200-pound package of 
turbine,” he said. “The gas turbine 
engine does not need a radiator, 
water pump, fan and associated ac- 
cessories. In the case of one model 
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a complete engine change can be 
made in four hours or less, and, 
because of light weight and ease of 
installation, at roadside if neces- 
sary.” 

* * * 


ATA Aide Sees Gains 


For Freight Containers 


COLUMBUS, O.—Joint highway- 
rail and highway-sea transportation 
by container is expected to expand 
tremendously in the years ahead, 
and should be a “great boon to farm 
marketing.” 

That was the prediction voiced 
here before the National Assn. of 
Marketing Officials by the director 
of farm relations for the American 
Trucking Assns. Forney A. Rankin 
told the marketing experts that “van 
containers (truck trailer cargo car- 
riers) are already in use in some 
areas for the transportation of per- 
ishables—shipments of fruits and 
vegetables from the Rio Grande 
Valley through the Port of Houston 
via Sealand Services, Inc., to New- 
ark, N. J. There is also a growing 
amount of shipping (by container) 
between North American ports and 
Latin American countries.” 

* ok * 


International Harvester 


Closing Quincy (lll.) Office 

QUINCY, Ill.—International Har- 
vester Co. will close its Quincy dis- 
trict sales office Oct. 31, according 
to a company announcement. The 
office was established here in 1902. 

A spokesman said the 22 Missouri 
counties served by the Quincy of- 
fice and five Illinois counties will 
be served by offices in Kansas City, 
Peoria, Springfield and St. Louis. 

* » 


* 


New Handbook Offers Latest 


On State Truck Regulations 


NEW YORK.—Commerce Clear- 
ing House, Inc., has announced pub- 
lication of a new handbook on 
what’s new in state taxes, fees, al- 
lowable weights, lengths, widths and 
permissable combinations for both 
commercial and noncommercial ve- 
hicles. 

“Facts and figures for every state 
and the District of Columbia are 
organized in quick-finding chart 
and table form to insure easy use,” 


a spokesman for the firm said. 
ok * 


V-8 Diesel Intercity Bus 


Is Developed by GMC 


PONTIAC.—A new 41-passenger 
intercity coach powered by an ad- 
vanced V-8 diesel engine has been 
developed by GMC. 

Calvin J. Werner, general man- 
ager, said, “The coach embodies a 
number of new passenger-comfort 
features, including enlarged win- 
dows, improved lighting and newly 
styled seats,’ Werner said. ‘Cou- 
pled with these improvements is @ 
unique power train designed to 
give maximum operating economy, 
serviceability and durability.” 

* * * 


Bendix Truck-Brake Lab 


Tours Western States 


NEW YORK.— The new mobile 
brake-test laboratory of the Prod- 
ucts Division of Bendix Corp. is 
touring Western states in a series 
of tests that will lead to lighter, 
stronger, and more efficient brakes 
and brake systems for heavy-duty 
trucks and greater economies for 
truckers, according to company en- 
gineers. 

Truckers participating in the 
Bendix program include Interna- 
tional Harvester Co., Emeryville, 
Calif.; Bendix-Westinghouse 
Branch, Berkeley, Calif.; Consoli- 
dated Freightways, San Francisco; 
T:ailmobile, Berkeley; Peterbilt, 
Oakland, and Freightliner, Port- 
land, Ore. 

oe * * 
Virginia Truck Guide 

HOT SPRINGS, Va, — A new 
guide to the truck service that 
connects Virginia with seven of 
the nation’s major industrial areas 
has been prepared by the Virginia 
Highway Users Assn.. The associa- 
tion claims it is the first highway 
freight guide designed specifically 
to aid a state industrial program. 

* * * 


Harmac Named Distributor 

HUNTINGTON, L. I.— Appoint- 
ment of Harmac Equipment Corp., 
1231 Jericho Turnpike, as distribu- 
tor for the complete line of com- 
mercial truck-trailers manufactured 
by Highway Trailer Co., has been 
announced. 
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; Taxes and Bookkeeping... . 


Problems of a Truck Owner 


LOS ANGELES. — The modern 
truck driver is a small businessman 
who owns his truck, invests in van 
equipment, and ultimately pays 
more taxes, does more bookkeeping 
and risks more capital than the 
average small businessman. 

Clarence Lundy, 52, Buffalo, is 
one of the many independent 
owner-operator truck drivers who 
haul for national van line com- 
panies. 

To drive from Brooklyn to Los 
Angeles involves a set of licenses 
that cost. $550. 

It also cost Lundy $248 in gaso- 
line and gasoline taxes to follow 
the route of the Dodgers from 
Brooklyn to Los Angeles. 

The complexities of enumerating 
the cost and bookkeeping for a 
driver-operator to make a trans- 
continental haul becomes a story 
within itself. 

To begin, it is necessary for the 
driver either to own or be buying 
his tractor. 

Lundy is currently driving a 
Dodge D-600 tractor. Payments 
on his truck are $175 a month. 
Additional out-of-pocket costs are 
$40 a month tractor insurance, 
$9.50 a month trailer insurance, 
$60 a year for “bob-tail insur- 
ance.” Walk boards, used for 
loading and unloading, are ap- 
proximately $85. 

Since Ludy is selfemployed, he 
must contract with and pay loaders 
and unloaders in the various points 
of pickup and delivery. 

Taxes, licenses, and fees fill a 
ledger for both Lundy and North 
American Van Lines, for whom he 
is driving. 

An initial fee is that of $75 a year 
Federal Highway Use Tax paid by 
Lundy. As a resident of the state 
of New York, a fee of $10 annual 
ton-mile tax plus a mileage tax of 





Fleet Maintenance 
To Get Boost from 


Show, Seminars 


NEW YORK.—Commercial and 
industrial exhibits are attracting 
even more top executives to at- 
tend the nation’s first Fleet Main- 
tenance and Management Exposi- 
tion than are plans for the tech- 
nical sessions and workshops. 

Seventy-one percent of the top 
executives in companies operating 
motorized fleets say they are in- 
terested in seeing the latest prod- 
ucts, services and management 
methods available to assist them in 
operation and maintenance. 

Plans for technical seminars and 
workshops, based on subjects sug- 
gested by fleet owners themselves, 
placed second to the exhibits in ex- 
ecutive interest—67 percent. 

The Fleet Maintenance Exposi- 
tion, scheduled for the New York 
Coliseum, Dec, 5-8, is sponsored by 
the Private Truck Council of 
America, Inc. 

The exposition will feature ex- 
hibits of operational tools such as 
radio communications, accounting 
procedures, etc. plus equipment, 
vehicles, tools, supplies and serv- 
ices and a three-day workshop 
seminar program, 

Technical seminars on fleet op- 
eration, maintenance and repair, 
which will be held in conjunction 
with the exposition, will offer the 
latest procedures, methods and 
techniques in fleet maintenance, 


‘Twin 20s’ Trailer-Container 


Is Introduced by Fruehauf 
DETROIT.—Fruehauf Trailer Co. 
has introduced a new concept in 
integrated containerization—a 40- 
foot tandem-a x le trailer-container 
which splits into two 20-foot units 
and can be interchanged between 
road, rail and steamship operations. 
Called the “Twin 20s,” Fruehauf 
said the trailer-container is used in 
its longer form as a tandem-axle 
trailer or with a dolly in single-axle 
train operation for over-the-high- 
way routes. In metropolitan areas, 
the firm added, the unit can be sep- 
arated quickly into two 20-foot 
trailers for city delivery and pick- 


up. 








one cent per mile travelled in New 
York is required. 

Each state varies in assess- 
ments; but, as an example, 
Lundy’s coverage of his 12-state 
trip breaks down in part as fol- 
lows: 

Ohio, one-cent-per-mile operating 
fee, 

Indiana, PSC tax decal, annual 
cost $24, plus $231 for tractor regis- 
tration. 

Iowa levies a penalty for gasoline 
in the tank of excess of 20 gal- 
lons. 

Nebraska’ requires 7 cents per 
gallon on all gasoline in the tank 
at entry. 

Wyoming charges a ton-mile tax 
of one cent per mile. 

Nevada also charges a ton-mile 
tax of one cent per mile. 

California requires a three per- 
cent transportation tax on miles 
covered in ratio to the entire trip. 

In every state travelled, a gaso- 
line tax of 5 to 6 cents per gallon 
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is collected, plus the federal gaso- 
line tax of 4 cents per gallon. 

Rounding out the: problems that 
beset businessman Lundy are nu- 
merous other items such as driver 
license fee, bridge, tunnel and turn- 
pike fees, motel or hotel expense, 
food, oil, repairs, maintenance, 
cleaning of pads and skins furnish- 
ed by North American, uniforms, 
and, of course, any fines or cita- 
tions for rule or law infractions. 

All payments and expense are not 
borne by Lundy. North American, 
the contracting firm, is also in line 
for fees. 

Since they provide the trailer, it 
is incumbent upon them to provide 
all states required equipment for 
the entire rig such as lights, jacks, 
etc. 

Fees and trailer registration 
costs differ in various states, 
however, these fees plus the cost 
of the trailer, equipment for load- 
ing and unloading as well as 
packing, expense of dispatch of- 
fices, field offices, advertising and 
a central billing operation fall in 
the domain of NAVL’s expense. 

In any expense, it is necessary 
to earn revenue, Arrangements for 
a cross-country haul of furniture 
involves three entities. 

Initially, the customer contacts a 





Ey 


Finally, a driver-owner ig assigned 
and the loading and haul begins. 

A full load, which approximates 
2,500 cubic feet, will be about 20 
average rooms of furniture or three 
average houses. The haul revenue 
will be about $2,600 or $875 per 
family. Of the gross, Lundy receives 
49 percent, North American 30 per- 


|| cent, the booking agent 20 percent, 


and one percent for insurance on 
the load. 
It is rare that a full load is avail- 


/| able in the starting city. On this 
trip, Lundy loaded 500 cubic feet 


P| of furniture. in Brooklyn. He suc- 





Business Conference— 


R. K. Brown, left, Dodge regional man- 
ager; Clarence Lundy, center, independent 
owner-operator truck driver, and J. F. 
Hansen, Dodge Western area manager, 
discuss the lot of the small businessman 
who owns his own truck. 

Se ® 
firm who “books” the load, Book- 
ing agents are in principal cities and 
provide a visual estimator who 
quotes a price for packing and the 
cost of the haul. Next, the hauling 
company arranges for dispatching, 
billing, and_ all clerical details. 


cessively picked up loads in New 

Egypt, N. J.; Moosic, Shamokin and 

ee and Scotts Bluff, 
eb. 

Deliveries of the various loads 
in California included San Fran- 
isco, Oakland, Travis Air Force 
Base, Barstow, Santa Ana, Los 
Angeles and Long Beach. 

Elapsed time of the trip was 
11 days, and the route covered 
New York, New Jersey, Pennsyl- 
vania, Ohio, Indiana, Illinois, Iowa, 
Nebraska, Wyoming, Utah, Nevada 
and California. 

The only item not listed is one 
that businessman Lundy prepares 
at the end of the year—he collects 
all of the data and files his federal 
income tax. 








proved 

industry’s safest 
most dependable 
truck wheel 


Kelsey-Hayes advanced three-piece 
wheel with tubular side ring and 
cold-drawn lock ring has no equal. 
Comparative stress analysis, 
destructive tests and millions of 
ton miles on the road prove it! 


A basic reason for this superiority 
is great strength derived from 
highest property carbon steels, 
greatly enhanced by cold working 
in our highly specialized facilities 
... the most modern in the industry. 
Kelsey-Hayes Company, General 
Offices : 


Detroit, Michigan. 


KELSEY 
HAYES 
COMPANY 


World's largest producer of automotive wheels! 


18 PLANTS: Detroit and Jackson, Michigan; 
Los Angeles; Philadelphia and McKeesport 
Pennsylvania; Springfeld, Ohio; New Hartford 
and Utica, New York; Davenport, Iowa; 
Windsor, Ontario, Canada. 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE e@ NO. 212 OF A SERIES 


THUNDERBIRD ’61... BEGINNING FORD DEA 
7TH YEAR OF THUNDERBIRD SUCCESS 





Thunderbird for 1961 is an excitingly new version of the classic 
Thunderbird design. Yet, new as it is, it is unmistakably Thunder- 
bird . . . maintaining all the famous characteristics that mean 
Thunderbird to its admirers and a sales success to Ford dealers! 


Thunderbird for 1961 gives you many new sales features like 
the optional new swing-away steering wheel and higher, wider 
doors that give new entry and exit freedom. There’s more room 
inside, too, and greater 4-passenger luxury. And there’s a new 
precision power team—the new, high-performance Thunderbird 
390 Special V-8 engine, perfectly mated with the improved 
Cruise-O-Matic transmission, new, easier power steering and 
automatically adjusting power brakes—all standard on the 
1961 Thunderbird. ' 

Over the past six years, Ford dealers and salesmen have been 


more aware than anyone that no other automobile commands the 
excitement and attention of the Thunderbird. Witness the people 
who came into showrooms who “just wanted a look’ at the 
Thunderbird. And the number of other Fords that are sold because 
of this increased traffic. Then, too, there are the many orders taken 
on Thunderbirds prior to announcement. 

America is responding even more enthusiastically to the exciting 
new Thunderbird for 61. Almost a month ahead of Thunderbird’s 


nation-wide introduction, over 7,000 advance orders were taken. 


The 1961 Thunderbird gives Ford dealers the opportunity to 
continue the already brilliant six-year history of America’s most 
wanted car .. . the luxury car that is truly unique in all the world! 
Another reason why it’s great to be a dealer in the Ford Family 
of Fine Cars. 


MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 
FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY «+ Ford « Falcon « Thunderbird « Comet + Mercury « Lincoln « Lincoln Continental » Taunus « 
English Ford Line « Ford Trucks « Farm and Industrial Tractors and Equipment « Industrial Engines +* Aeronutronic—Products for the Space Age « 
American Road Insurance Company « Ford Motor Credit-Company 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Washington, D. C. 


New-car registrations in the Na- 
tional Capital numbered 1,587 in 
September, compared with 2,067 a 
—" earlier and 1,673 a year ear- 
ier. 


A breakdown showed the fol- 
lowing: Chevrolet, 318; Ford, 160; 
Pontiac, 128; Falcon, 111; Ram- 
bler, 111; Oldsmobile, 103; Val- 
iant, 81; Dodge, 75; Corvair, 73; 
Plymouth, 53; Comet, 47; Cadil- 
lac, 41; Volkswagen, 37; Renault, 
34, and Buick, 26. 

Chrysler, 26; Studebaker, 20; Mer- 
cedes-Benz, 18; Fiat, 16; English 
Ford, 10; Lincoln, 10; Hillman, 7; 
Triumph, 7; Peugeot, 6; Austin, 4; 
Volvo, 4; DeSoto, 3; Metropolitan, 
3; Morris, 3; Opel, 3; Simca, 3; 
Borgward, 2; Jaguar, 2; Imperial, 2; 
Taunus, 2; Vauxhall, 2, and miscel- 
laneous, 7. 

New-truck registrations totalled 
108 in September, compared with 


187 in August and 171 in Septem- 
ber, 1959. By makes, they were: 
Chevrolet, 30; Ford, 27; Interna- 
tional, 17; GMC, 13; Divco, 4; White, 
4; Dodge, 2; Mack, 2; Willys, 2, 
and miscellaneous, 7. 

—WiuAM ULLMAN 

+. * * 


Cincinnati 
New-car sales in Hamilton 
County (Cincinnati) totalled 2,836 in 
September, compared with 3,258 in 
August and 2,837 a year ago. 

By makes, registrations were: 
Chevrolet, 651; Ford, 524; Valiant, 
238; Rambler, 232; Oldsmobile, 
226; Pontiac, 196; ‘Buick, 134; 
Comet, 127; Dodge, 121; Volks- 
wagen, 86; Plymouth, 85; Mer- 
cury, 80; Cadillac, 36; Studebak- 
er, 35; Chrysler, 33; Triumph, 16; 
Austin, 13; Imperial, 13; Metro- 
politan, 11; Renault, 11, and Eng- 
lish Ford, 10, 

Fiat, 9; Opel, 8; Toyopet, 7; Mer- 





cedes-Benz, 6; Vauxhall, 6; DeSoto, 
5; MG, 3; Lincoln, 3; Taunus, 3; 
Jaguar, 2; Peugeot, 2; Sunbeam, 2; 
Vespa, 2; Willys, 1, and miscel- 
laneous, 6. 


New-truck registrations dropped 
to 235 from 262 the previous month. 

By makes, registrations were: 
Ford, 75; Chevrolet, 67; Interna- . 
tional, 40; GMC, 20; Volkswagen, 
9; Dodge, 5; Mack, 5; Willys, 4; 
Diveo, 3; White, 2; Studebaker, 2, 
and miscellaneous, 2. 

Used-car registrations numbered 
3,583, compared with 3,965 in 
August, and 3,909 in September, 
1959. 

—ALLAN HEm™M 
a +* 


+ 
Charleston, S. C. 

A total of 453 new cars and 48 
new trucks were registered during 
September in the Charleston (S, C.) 
area. 


New-car registrations by makes 


were: Ford, 143; Chevrolet, 107; 
Rambler, 31; Pontiac, 27; Dodge, 
23; Oldsmobile, 22; Buick, 17; 
Volkswagen, 12; Valiant, 10; Comet, 
9; Plymouth, 8; Cadillac, 7; English 
Ford, 6; NSU, 6; Mercury, 5; Vaux- 
hall, 4; Metropolitan, 3; Opel, 3; 


Triumph, 4; Vauxhall, 4; Vespa, 
4; Willys, 4; Austin, 3; Hillman, 
3; Mercedes-Benz, 3; Metropoli- 
tan, 3; DKW, 2; MG, 2; Saab, 2; 
Lincoln, 1, and miscellaneous, 7. 
New-truck registrations totalled 
204 in September and 1,878 for the 


Volvo, 3; Chrysler, 1; Imperial, 1,/nine months. A year ago, totals 


and miscellaneous, 5, 
Registrations of new trucks: 

Ford, 18; Chevrolet, 11; GMC, 7; 

International, 6; Dodge, 2; Mack, 1; 


were 192 for September and 2,070 
for the nine months. 

September registrations by makes 
were: Ford, 67; Chevrolet, 53; In- 


White, 1; Willys, 1, and miscellane-| ternational, 32; Dodge, 12; Volks- 


ous, 1, 
+ od * 


Columbus, O. 


A total of 2,095 new cars were 
registered in the Columbus (O.) 
area in September, compared with 
2,064 a year earlier. 

For the first nine months, the 
total was 22,858, compared with 
21,664 a year ago. 

September sales by makes 
were: Chevrolet, 405; Ford, 284; 
Falcon, 233; Pontiac, 169; Dodge, 
143; Plymouth, 105; Rambler, 100; 
Oldsmobile, 99; Comet, 86; Val- 
iant, 72; Volkswagen, 71; Corvair, 
69; Buick, 65; Mercury, 40; Cadil- 
lac, 26; Studebaker, 18; Simca, 15; 
Chrysler, 13; Borgward, 7; De- 
Soto, 7; English Ford, 6; Renault, 
6; Imperial, 5; Volvo, 5; Opel, 4; 








stainless steel 


No other metal has the strength, beauty and 
versatile qualities that serve you so well today 
and promise so much for tomorrow. 


There is nothing 
like stainless steel 


for AUTOMOBILES 





McLouth Stéel Corporation, 
Detroit 17, Michigan 


Manufacturers of high quality 
Stainless and Carbon Steels 


MCLOUTH STAINLESS STEEL 


Look for the STEELMARK 
on the products you buy. 


wagen, 9; Willys, 8; White, 6; GMC, 
5; Mack, 4; Studebaker, 3; Reo, 2, 
and miscellaneous, 3. 
—Enrnest C. KisH 
* * od 


Nashville 


Ford and Chevrolet accounted for 
more than half of the new-car sales 
in Nashville in September, includ- 
ing figures for their compacts. 


Chevrolet and Corvair registered 
236 units, while Ford and Falcon 
accounted for 233 registrations out 
of a total of 844 passenger-car reg- 
istrations. 

Compact sales totalled 264—31.3 
percent of the total—and imports 
had 62 units for 7.4 percent. 

Chevrolet also was leader in truck 
sales with 34, Ford had 25 units 
and GMC, 24. 

—Ep GoINs 


* * * 


Houston 

New-car registrations in Harris 
County (Houston), Tex., in Septem- 
ber numbered 3,743, compared with 
4,356 in August and 4,722 in Septem- 
ber, 1959. 

By makes, registrations were: 
Chevrolet, 962; Ford, 418; Pontiac, 
282; Oldsmobile, 254; Falcon, 251; 
Rambler, 198; Corvair, 153; Dodge, 
128; Comet, 117; Volkswagen, 109; 
Cadillac, 98; Valiant, 78; Renault, 
64; Plymouth, 55; Studebaker, 46; 
Chrysler, 40; Mercury, 28 and Opel, 
26. 

Hillman, 20; Peugeot, 20; Volvo, 
19; Metropolitan, 16; Triumph, 
16; Imperial, 12; Mercedes-Benz, 
10; Datsun, 9; NSU, 9; Lincoln, 
8; Sunbeam, 8; Fiat, 6; DeSoto, 5; 
Vauxhall, 5; Austin-Healey, 4; 
English Ford, 4; Singer, 4; BMW, 
3; Simca, 3; Taunus, 3; Humber, 
2; Jaguar, 2; MG, 2, and miscel- 
laneous, 4. 

New-truck registrations totalled 
551 in September, compared with 
562 the previous month. By makes, 
they were: Chevrolet, 231; Ford, 
195; International, 48; GMC, 32; 
Dodge, 11; Willys, 7; Renault, 6; 
White, 4; Volkswagen, 4; Datsun, 
3; Studebaker, 3; Mack, 2; Autocar, 
1; Diamond T, 1; Divco, 1, and mis- 
cellaneous, 2. 


—Rusy FENOGLIO 
” * ed 


Milwaukee 

New-car registrations in Milwau- 
kee County totalled 3,036 in Septem- 
ber (lowest monthly total since 
January), compared with 3,493 the 
previous month. 

For the first nine months, the 
total was 35,339, compared with 32,- 
676 in the 1959 period. 

September registrations by makes 
were: Chevrolet, 617; Ford, 405; 
Rambler, 337; Pontiac, 215; Falcon, 
193; Oldsmobile, 191; Dodge, 183; 
Buick, 145; Comet, 134; Mercury, 
91; Valiant, 72; Cadillac, 68; Cor- 
vair, 56; Plymouth, 56; Studebaker, 
42; Chrysler, 33; Willys, 24; DeSoto, 
8; Imperial, 6; Lincoln, 6, and mis- 
cellaneous, 154. 


—JoHN E. HuBEL 
7 * Eg 


Montreal 

Montreal dealers reported good 
reception afforded 1961 models, Re- 
action gathered by men on the 
floors was favorable and, accord- 
ingly, dealers feel that sales experi- 
ence for the new models should be 
good despite slower business con- 
ditions. 

Stocks of new models were de- 
clared adequate by most dealers. 
As far as liquidation of 1960 mod- 
els is concerned, the situation was 
uneven. Some dealers reported 
being in good position while oth- 
ers said that some further sacri- 
fices on their part will have to be 
made to clear inventories, 

Dealers used various means to 
attract viewers to their showrooms, 
although on the whole no very spe- 
cial affairs were arranged. 

A few have taken on new sales- 
men, although most dealers claim- 
ed that rea] sales effort will be 
more emphatic in the months of 
March, April and May when winter 
snows are over. 

—JuLes LAROCHELLE 



















Candidates with a strong prosperity plank 
woo the electorate via TV Guide | 


The vote-getters above? A handful of the many shrewd strategists 
who have helped boost TV Gu1bE advertising revenue 25% so far this 
year over the same period in 1959, They know that TV GuipE, with the 
largest circulation in weekly magazine history, is clearly the people’s 
choice (and the Gardner depth study indicates why) .* 


And they believe that with TV Gurpk in their corner, their 
prosperity plank is significantly sturdier. 


Shouldn’t TV Guine play a leading role in your campaign? 


*For your copy of ‘TV Gurpz: A Stupy 1n Depts,” which details this important survey’s findings, 
call your local TV GutpE office or write TV Gui1pE, National Advertising Department, Radnor, Pa. 





Best-selling weekly magazine in America 
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Co.’s Transmission and Chassis Di- 


Ford’s Hallock Moves Up 2 
vision. 


In Transmission Division Hallock, who joined Ford in 1947, 

J. Richard Hallock has been ap-| formerly was Lincoln and Conti- 
pointed organization and adminis-| nental planning manager for Lin- 
tration manager of Ford Motor|coln-Mercury Division. 





Donald V. Miller and Walter J. 
Tesch have been appointed regional 
sales managers for Holley Carbure- 
tor Co., Warren, Mich. 

Miller will work with central and 
service distributors, jobbers and 
dealers on replacement sales in the 
Eastern region. Tesch will have 
similar duties in the Western Cen- 
tral region. 


The Broadest and Most Profitable 
Consumer Credit Insurance 


Market Ever Developed 


Coverages Available 


Signal-Stat Appoints 
Sales Representative 


Thomas J. Durkin has been ap- 
pointed original ‘equipment repre- 
sentative for Sig- 
nal-Stat Corp. € 
Brooklyn, N. Y. a 

Durkin former- 
ly was with Ben- 
dix-Westinghouse 
as a field repre- 
sentative, earning 
the appointment 
of regional serv- 
ice sales manager 
for the company 
in 1950. He left 
Bendix in 1952 
for a regional managership with 
Midland-Rosgs and served in this 
capacity until 1958 when he became 
O.E.M. sales manager for Berg 
Mfg. and Sales Co. 

aa * 


Automobile 
Physical Damage Insurance 
(Comprehensive, Fire, Theft and Collision) 


Credit Life Insurance 


RESOLUTE 
INSURANCE 
COMPANIES 


Established 1926 


SPECIALISTS 
IN CONSUMER CREDIT INSURANCE 


Hartford 2, Connecticut 





T. J. Durkin 























2 Territory Managers 


Named by AP Parts 


AP Parts Corp., Toledo, has an- 
nounced the appointment of Rich- 
ard E. Young as manager of its San 
Francisco sales territory, and 
Frank H. Taylor jr. as manager of 
the Kentucky sales territory. 
Prior to joining AP, Young was 
a distributor salesman for Seaport 
Automotive Warehouse, Oakland, 
Calif., Gardner Automotive, Reno, 
Nev. Taylor formerly was Ohio dis- 
trict manager for Dayton Rubber 
ae i a ile Co., Dayton. 
ee. ee eee oe OO ” - * 


Borg-Warner Elects 


Group Vice-President 
Frank W. Rickard has been 


Auto Personnel 





elected a group vice-president of 
Borg - Warner'| 
Corp., Chicago. | 

Rickard, who} 
will continue in| 
his present ca-| 
pacity as presi-| 
dent of Mechan-| 
ics Universal} 
Joint Division of | 
Borg-Warner at! 
Rockford, IIl., be-| 
comes a member | 
of B-W’s operat- 
ingcommittee) 
and will exercise general manager- | 
ial supervision over several of the) 
company’s automotive divisions. He | 
will make his headquarters in the} 


THE DEPENDABLE corporation’s Central Office in Chi-| 
“LONG SERVICE” — ces | 
POWER TAKE-OFF Law Appointed 


Robert S. Law has been named 
Eastern regional manager for 
Standard-Triumph Motor Co., Inc., 
New York. 

* * * 


Bear Appoints Mullin 


Senior Sales Representative 


Richard Mullin, St. Louis, has 
been named senior sales represen- 
tative for Bear Mfg. Co., Rock 
Island, Ill, for 
the Eastern one- 
third of Missouri, 
and bordering 
areas of Iowa, Il- 
linois, and Ken- 
tucky. 

His automotive 
background in- 
cludes 14 years 
with Carter Car- 
buretor, St. Louis, 





F. W. Rickard 













INSTALL 
AND FORGET 


It’s that simple . . . install and forget 
the Tulsa Power Take-Off, with full 
assurance of its complete dependability 

and long life. Tulsa Power Take-Offs are 
lighter, stronger, quieter—yet competitively 
priced. They’re always available — for prac- 
tically any application — through the sales- 
service facilities of our world-wide dealers 
and distributors. Ask for a “TULSA” Power 
Take-Off by name! 


TULSA PRODUCTS DIVISION 
VICKERS INCORPORATED 
Division of Sperry Rand Corperetion 
731 E. First Street 
TULSA 20, OKLAHOMA 















Richard Mullin supervisor, tech-| 
nical product gales training direc- 
tor, and for 13 years, service man- 
ager. 







* - * 





Six Branch Managers 
Are Appointed by GMAC 


Appointment of six branch man- 
agers has been announced by Gen- 
eral Motors Acceptance Corp. They 
are: 

Charles F. Kimmey, Wichita 
Falls, Tex.; John D. Tedrow, Des 
Moines; John C. Halton, Amarillo, 













as sales service| 


Mississippi and part of Central 
Tennessee. 

Prior to joining Van Norman, 
Bragg owned Rochester Tank & 
Pump Co., and was a factory rep- 
resentative in Baltimore for Olin 


Tex.; Broward Poppell, Orlando, Mathieson Chemical Corp. 
Fla.; Robert H. Cox, Sheffield, Ala., Se Ret 
and Walter W. Dathe jr., Tyler, Tex. | Cornell Names Wolf Head 
* * * 
Of Crash-Injury Program 
Robert A. Wolf has been appoint- 
ed director of Cornell University’s 
automotive crash- 
injury research 
program, with 
headquar- 
ters in New York 
City, according to 
Deane W. Malott, 
Cornell president. 
Wolf had been 
a member of the 
technical staff of 
Cornell Aeronau- 


Mack Appoints Dawson 


Manager in Tennessee 


R. H. Dawson has been appointed 
Tennessee district manager for| , 
Mack Trucks, Inc. 

Dawson has been wholesale man- 
ager at Mack’s Jacksonville (Fla.) 
branch for the last three years and 
prior to that was associated with 
Coastal Mack Sales, Savannah, Ga. 

* * * 
Van Norman Machine Names 


Bragg Sales Chief in South 

Van Norman Machine Co., a di- tical Laboratory, 
vision of Van Norman Industries, R. A. Wolf Inc., and will con- 
Inc., has appointed Lloyd F. Bragg| tinue to guide the policy of the 
as division sales manager in Ala-|lab’s operations research depart- 
bama, Western Florida, Eastern’ ment, Malott said, 








Available for the FIRST time! 
AUTOMOTIVE REPLACEMENT 


Ctation Wagon CARGO DECK MATS 
Exactly Like Original Equipment 


Precision die-cut to car manufacturer's specifications. 










TAILORED-TO-FIT Each set contains all components for 


complete replacement of mat panels 


COLOR-KEYED Available in colors and patterns _ 


to compliment interior trim. / 











4 Made from 
(Armstrong 
Viny! Automat 

ECONOMICAL 


Low in cost. Pre-cut to save 
costly labor charges. Quickly 
installed by anyone. 


INDIVIDUALLY BOXED 
Clearly labeled for easy 
identification. 


: — Complete with 
Adhesive & Applicator 


THE COMPLETE LINE 


for CAR RECONDITIONING 





MORE SALES. LESS SERVICE! 







WARN is the*word” for 
“SELECTIVE DRIVE” 


There are so many more Warn Hubs sold 
and in use than all other makes combined 
there is no basis for comparison. That's 
popularity! One reason is that 99.99815% 
of all Warn Hubs sold stay in use for the 
life of the vehicle —or longer. That's 
dependability! Finally, when it comes to 
national advertising, Warn is the hay- 
stack, not the needle. That’s real selling 
for you! When you sell Warn Hubs, 
everybody is happier! Write today for 
dealer catalog. 


WARN MFG. CO. 
Riverton Box 6064-AN Seattle 88, Wash. 







*Lock-o-maticonly. **Willys dealers only. 
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Highways & Safety... 


11 States, D.C. Cited 


For Driver Training 


an increase of 10 points in “per- 
formance score” over the score for 
the previous school year. 

The “performance score” is deter- 
mined by averaging the percentage president of the association, said 
of schools offering qualifying] the cars, with a total value of more 
courses and the percentage of elig-| than $250,000, were made available 
ible students enrolled in these| by dealers working in cooperation 


Eleven states and the District of 
Columbia have been honored for 
their 1959-60 high school driver- 
education programs. 

Cited in the 13th annual national 
high school driver education award 
program were: 

Arizona, Delaware, Florida, 
Iowa, Kansas, Michigan, North 
Carolina and Utah (achievement 
awards). 

District of Columbia, Illinois and 
Indiana (progress awards). 

Delaware, Texas and Utah (prog- 
ress award for private and paro- 
chial schools). 

Michigan was voted a special 
award for providing driver educa- 
tion in the state’s public schools 
for nonpublic school students. 

Forty-eight states and the Dis- 
trict of Columbia participated in 
the 1959-60 award program, which 
is sponsored by the Insurance In- 
stitute for Highway Safety. 

The award program is the me- 
dium recognized by the President’s 
Committee for Traffic Safety as 
the annual measurement of driver- 
education progress. 

Seventy-three percent (12,600 of 
17,227) of the nation’s public high 
schools covered in the 1959-60 re- 
port offered a course in driver 
education. 

Fifty-six percent of the schools 
provided a “qualifying course,” i.e., 
one consisting of 30 clock hours of 
classroom instruction and six hours 
of practice driving, and taught by 
teachers who have met specified 
requirements. 

Of the 2,085,734 “annual eligible 
students” (those reaching legal 
driving age during the year) en- 
rolled in the public high schools, 
1,212,992 or 57 percent took a course 
in driver education in the 1959-60 
school year. A little more than 770,- 
000 or 34 percent took a “qualifying 
course.” 

Twenty-nine states and the Dis- 
trict of Columbia reported on pri- 
vate and parochial high school 
driver education programs for the 
1959-60 school year. Of the 1,868 po- 
tential schools, 459, or 25 percent, 
offered a course in driver educa- 
tion. Two hundred and fifty-one, or 
13 percent, offered “qualifying 
courses.” 

The number of annual eligible 
students enrolled in the 1,868 pri- 
vate and parochial high schools 
was 130,359. Twenty-five percent, 
or 32,399, took a course in driver 
education, and 8 percent, or 
10,240, took a “qualifying course.” 
To receive an achievement award, 
60 percent of a state’s public high 
schools must provide a “qualifying 
course” in driver education and at 
least 50 percent of the annual num- 
ber of eligible high school drivers 
must be enrolled. 

To receive a progress award, 
minimum course standards are the 
same as for the achievement award. 
While percentage achievements are 
not required, the public high 
schools (or the private and paro- 
chial high schools) must have made 



















Dealers’ Sales 


Continue to Trail 
Last Year’s Pace 


WASHINGTON. — New-car deal- 
ers’ sales in August totalled $2,604 
million, 6 percent above the July 
total but 6 percent below the figure 
for August of last year, the Com- 
merce Department reported. 

Total retail sales in August ran 
to $18,150 million, unchanged from 
July and up one percent from Aug- 
ust, 1959. 

Sales of tire, battery and acces- 
sory dealers in August amounted to 
$217 million, off 5 percent from July 
and 6 percent under the figure for 
August, 1959. 

Gasoline station volume in Aug- 
ust was $1,578 million, down one 
percent from the July showing but 
5 percent above the total for Aug- 
ust of last year. 

August sales of automotive 
wholesalers reached $562 million, 10 
percent above the July figure and 
8 percent above the total for Aug- 
ust, 1959. 


* * 
13th Highway Conference 
Slated in Calif. Jan. 26-28 


The 13th California Street and 
Highway Conference, presented an- 
nually by the Institute of Transpor-| tional Concrete Masonry Assn. and 
tation and Traffic Engineering and| the 12th Concrete Industries Expo- 
the University of California Uni-| sition are scheduled for Jan, 30 to 
versity Extension, will be held on| Feb. 2 in Cobo Hall, Detroit. 
the university’s Berkeley campus 
Jan. 26-28. 

The program will cover new de-| noons free for exposition business. 
velopments in matters ranging| Lincoln B. Frazier, attendance 
from policy and planning to safety,| chairman, expects a record turnout| Rubber & Tire Corp. 
traffic engineering, construction and! for the 1961 show. 
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maintenance. Chairman will be 
John Moran, city engineer of Oak- 
land, Calif, 

a * + 
Maine Dealers Donate 
98 Trainers to Schools 


The Maine Automobile Dealers’ 
Assn, has reported that its mem- 
bers furnished 98 practice driving 
cars to high schools throughout the 


cation courses during the past year. 
Harold A. Carman, Farmington, 


with the schools to perform a “vital 
* community service.” 
oe + x 
Concrete Masonry Assn. 
To Convene in Detroit 
The 4ist convention of the Na- 


Convention sessions will be held 
in the mornings, leaving the after- 


state free of charge for driver edu-| 47% 


Trucks on Display— 


Shown is a section of the Commercial Motor Show at Earl's Court in London, Eng- 
land. 


Lee Opens St. Louis Center | service and distribution center at 
CONSHOHOCKEN, Pa. — Lee| 00 N. Broadway, St. Louis. The 


has opened| center is managed by Michael L. 
a retail and wholesale tire sales,! Purcell. 





FT IN SALES FOR THE 





0" YEAR IN A ROW! 


why‘? 


BMC opened the U. S. import market and has led the 
field of British car retail sales for ten consecutive years 


THE FACTS: 


The British Motor Corporation is the world’s largest manu- 
facturer of sports cars and Britain’s largest maker of cars of 
all types. Fine craftsmanship and dependable engineering 
have been BMC hallmarks for many years. So has its reputa- 
tion for advanced research and technical achievements. With 
this experience to back it up, BMC opened the import car 
market in the U. S. and has maintained leadership with: The 
largest parts inventories, more warehousing and distribution 
facilities, and more service training schools for U. S. dealer 
personnel than any other British import maker. Realistic pric- 
ing for sustained sales, backed by nation-wide advertising and 
sales promotion. 


THE CARS: 


BMC is not only the largest and most experienced manufac- 
turer of British import cars, BMC offers the widest selection 
of models to meet demands and sustain dealer sales volume. 
Any way you look at it: BMC makes sports car, economy, 
compact, luxury and commercial models. BMC makes sports 
coupes and roadsters, sedans, convertibles, station wagons 
and commercial vehicles, BMC makes the marques that have 
made their mark—Austin, Austin Healey, MG, Morris. And 
BMC keeps ahead of the times. Its U. S. dealers are in the 
best position to cash in on the growing trend to sports car 
driving . . . because the wide choice of models has put more 
BMC sports cars on the road than all other makes combined. 


Little wonder there’s big satisfaction in selling 


AUSTIN « AUSTIN HEALEY « MG « MORRIS 


For further information, write to: HAMBRO AUTOMOTIVE CORPORATION, 27 West 57th Street, New York 19, N. Y. 
U. S. representatives of The British Motor Corporation, Ltd. 
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imism for Rest of ’60 Is High... 


Truck Dealers See 
Big Compact Demand 


(Continued from Page 25) 


compacts have not affected station 
wagon sales. 


> oe 
Sales Off in St. Louis 

IRRUCK sales in the St. Louis 

area appear to be sluggish, and 
dealers say accelerated volume will 
depend on two factors—an upturn 
in the economy and acceptance of 
the 1961s, including the new com- 

pacts, 

Porter Moore, manager of 
Emerson-Planck Ford’s truck and 
fleet department, wag optimistic 
about the compacts. 

“It offers us a wide variety of 
opportunity to sell new customers 
and opens a new field for us,” he 
declared. 

He referred especially to clean- 
ers, contractors and surveyors who 
would be interested in a closed or 


* 


open van. Moore said the compacts 
wouldn’t hurt wagon sales. 

Moore said prospects for the rest 
of the year depend on improvement 
in such industries as steel, home 
building and road construction. 

Ford’s heavy-truck line now has 
diesels, and they will have to be 
proved, Moore said. 

The medium line’s prospects also 
are tied to an improved economy, 


Pacific Lift Truck Named 


Yale’s Coast Representative 


PHILADELPHIA. — Pacific Lift 
Truck Co. has been appointed 
exclusive Yale representative in 
Southern California. 

As franchised representative, the 
West Coast company will assume 
management of the former Los 
Angeles branch of Yale & Towne. 





Moore added, but the light-truck 
business should be normal. 
+ 


* + 

yaa CHEVROLET expects 

its compacts to sell well be- 
cause of the enthusiasm of pros- 
pective buyers who are asking 
about tradeins. Many car and wag- 
on owners evidenced an interest in 
the compact trucks, especially the 
Greenbrier, said a company spokes- 
man. 

He said the 12,000-mile war- 
ranty has been in effect unoffici- 
ally for the last eight years and 
that unavailability of a written 
policy won’t make any difference 
in sales. 

Although business is slow, the 
prospects are very good, Milner 
said. With a new line, the spokes- 
man said, Milner and others are 
resisting efforts to trim their profit 
margin early in the year. Besides, 
there aren’t too Many compact 
trucks around so there is no dis- 
tress sale or heavy inventory prob- 
lem. 

Milner expects the heavy duties 
to sell better in the cold weather 
than during the summer because of 
breakdowns during the winter. 
While there is no season for light 
and mediums, Milner is counting on 
them to sell “very well.” 

Marv Fargher, truck sales man- 





“Trade my car in! Are you kid- 
ding? Last year you told me I’d 
get to love my ’60 and now that 
I have I’m keeping it.” 





ager at Metro Motors, said his com- 
pany will benefit from the new 
Dodge Dart truck, which isn’t a 
compact. 

eg * 


Metro Liberal on Warranty 


ALTHOUGH Dodge didn’t an- 
nounce the 12,000 warranty for 





Service work provides added income. Any trained mechanic 
with proper instructions and manuals can handle outboard 
service work. During the winter it provides a constant source 
of service income. 





West Bend Aluminum Co. + Outboard Motor Divisions Hartford, Wis. 
West Bend Aluminum Co. (Canada) Ltd.* Barrie, Ontario 
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Last year more than 39,000,000 Americans went 
boating for fun, to make boating the No. 1 family 
participation sport in America. They purchased 
more boats, more motors and accessories than 
ever before. Outboard motor sales for example, 
soared to a record 540,000 units. The whole in- 
dustry reported sales of $2,475,000,000 and ex- 
perts predict a continued increase. 

The marine industry can be a profitable ‘‘second 
business” for yourself or for your son. It will 
pay you to look into West Bend’s “‘PRoJEcT--- 
BELLWEATHER.” It’s a unique franchising plan 
for developing a sound profitable business in the 
fast growing marine field. West Bend ‘‘PROoJECT 
---BELLWEATHER”’ includes: 


@ Along term area protection according to boating potential. 


@A full line of motors ranging from a New Tiger Shark 
large HP motor through the proven Golden Shark 40 HP, 
Silver Shark 25 HP, 18 HP, and 12 HP, 744 HP Special to the 
2 HP Shrimp. 


e@Full scale factory-service training schools for dealer 
personnel. 


@A complete year’s warranty program on both parts and 
labor. 


@A field merchandising service for new national advertising 
backing in leading magazines. 


@A generous co-operative advertising program for build- 
ing marine dealer strength in their own territories. 


If you have been looking at the boating field and are well 
financed and sound in business practices, our West Bend 
representative would like to discuss this new area franchise 
plan with you. 


Get complete detai/s 


Name 


Address 





Title 





Business 
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light trucks, Metro Motors has 
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been liberal on its service policy, 
he added. 

Fargher said he expects over- 
all sales to remain unchanged. 
The heavies will be the same, al- 
though there will be more axle 
and transmission options, he said, 
and the mediums should do much 
better because of the stouter cab 
and better styling. The lights are 
sharp and should do pretty well, 
he added. 

Another optimistic dealer is Ben 
Lindenbusch, Inc. (Studebaker). 
Although the new line is practically 
the same as the 1960s, the overhead 
valve in the L-type, six-cylinder 
models is an added feature. 

This dealership will talk up the 
12,000-mile warranty, which is 
“something we always have had.” 
However, we will stress it as a 
selling point, a spokesman said. 

Lindenbusch has experienced “a 
little more activity recently” in the 
%-ton and %-ton models. This was 
attributed to the interest in the ’60s, 
which consisted of the first styling 
change in many years, a spokesman 
said, 

They came out a little late last 
year, and it has taken some time 
for the public to accept them, he 
added. Although the heavies and 
mediums will be better, he feels 
that the emphasis will be on the 
lights which stress economy opera- 
tion, 





International Uses 
Extra Strong Axle 
In More Trucks 


CHICAGO.—The use of induction 
hardened axle shafts as a standard 
component has been extended to 
cover all International trucks with 
full-floating rear axles from 4,200 to 
30,000 pounds gross vehicle weight, 
it was announced by L. W. Pierson, 
manager of truck sales. 

They also are being used in op- 
tional two-speed axles in medium- 
duty International chassis. 

“These induction hardened axle 
shafts are built by IH to provide 
maximum axle operating life for 
International truck users,” Pierson 
said, “They are 10 times stronger 
than conventional thru-hardened 
axle shafts and have a 30 to 40 
percent greater capacity to with- 
stand fatigue.” 

Pierson added that engineering 
tests show the induction hardened 
shafts will deliver an average life 
12 times longer than that of a 
thru-hardened shaft. 

All conventional and multistop 
International trucks in the 4,200 to 
30,000 GVW range, including 4x2, 
4x4, 6x4 and 6x6 models, now in- 
clude the new IH axle. It previously 
was offered only in selected models. 


The induction hardening method 


|of applying exceptionally high heat 


to outer surfaces creates excellent 
torsional characteristics with an ex- 
tremely hard outer layer, while re- 
taining a tough and resilient inner 
core, International said. This proc- 
ess reduces shaft vulnerability to 
spline-end breakage. 


U.C. Dealer 
Is Found Guilty 


FLINT.—A Flint used-car dealer 
has been found guilty of obtaining 
money under false pretenses by 
a Circuit Court jury. 

James Cullen, who did business 
as Cullen Auto Sales, was freed on 
bond, pending sentencing. 

The jury was told that Cullen sold 
a car to a customer, went with 
the customer to a finance company 
where the customer obtained a loan. 
Cullen took the money and gave the 
customer a receipt which bore the 
serial number of a different car. 
Equipment Service Delivers 
Ist Pushbutton Refuse Truck 

HARTFORD.—The first “push- 


| button” refuse truck manufactured 
| by Heil in Middletown, Conn., was 


delivered by Equipment Service 
Co., according to Barnett Weber, 
president of the newly appointed 
distributor for Connecticut and 


| western Massachusetts. 


The Colectomatic Mark IT hag 21- 
bushel refuse hoppers which auto- 
matically empty their contents into 
a hopper and then return to the 
ground. 











66 HO’s losing whose marbles? Why did we put so much 
of the metro market budget in the New York News? It’s 
simple arithmetic, that even you ought to be able to understand, Howie. 
The News has the lion’s share of buying power in the market— 
510,000 readers in over-$10,000 families— which is 170,000 more than 
the sheet you’re so sold on. And 3,310,000 readers in over-$5,000 


families. You have to buy three other papers to match it!” 
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HYDRAULIC DERRICK—A versatile hy- 
drauvlic derrick, built by Utility Body Co., 
1530 Wood St., Oakland 7, Calif., is 
available for either front or rear mount- 
ing. Features are said to include side, fore 
and aft and up and down movements al- 
lowing it to reach nine feet to either side 
from center line of truck chassis. Sheave 
heights of 25-27-29 feet are provided. Al- 
lowance of an additional two feet to each 
of these sheave heights is provided by a 
single extension of the side legs. The der- 
rick is designed to go to the ground and 
apply 3,000 to 4,500 pounds down pres- 
sure on derrick supported digger. It has a 
lifting capacity from 2,500 pounds with 
sheave at ground level to 12,500 pounds 
at maximum elevation. It will body load 
8,500 pounds and handle side reach posi- 
tion loads up to 3,500 pounds with a 
safety factor in all three positions, it is 


said. 
* + om 


Replacement Shocks 
Developed by Delco 


A new line of replacement shock 
absorbers developed by Delco Prod- 
ucts Division, 329 E. First St., Day- 
ton 1, O., is said to cover all United 
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TRUCK NEW PRODUCTS 


States-built cars with only 82 dif- 
ferent shocks. 

The Superide line uses the nylon- 
skirt piston developed by Delco for 
1960 models. 





ENGINE EYE—The 7-in-1 Engine Eye for 
picking up blocks, heads and engines has 
been announced by Piston Ring Service 
Co., Inc., 1200 S. Clairborne Ave., New 
Orleans 25, La. Fits %, 7/16 and Y-inch 
standard stud holes, and %, 7/16, V2 and 
S-inch studs. 





AIR SUSPENSION—Western Unit Corp., 
17747 E. Railroad St., City of Industry, 
Calif., has introduced the model SA-208 
“Stabilaire,"’ especially suited for vehicles 
of low mount requirements. A tandem air 
suspension is compact and ready for easy 


installation. 





COMPACT DELIVERY VEHICLE—Boyertown Auto Body Works, Boyertown, Pa., has an- 
nounced a compact delivery body, the 1961 model M-6 Minivan. The loadspace dimen- 
sions are said to be 78 inches long, 66 inches wide, and 62 inches high, having 184 
cubic feet of full square usable capacity. Lighter weight, greater strength and longer 
life is said to be achieved through the use of high-strength alloy steel in construction. 





REFUSE BODY—The Pak-Tainer Refuse and Garbage Body has been announced by 
Cobey Corp., Galion, O. Simplified design is coupled with a body contour and an 


improved, bottom hinged 


jaw-crusher type packer blade which packs every 


inch 


of the body under a compaction force in excess of 65,000 pounds. Unit is used with 
the system of replacing garbage and trash cans with centrally located large steel 
containers of from one cubic yard through six cubic yards which are picked up and 
dumped on schedule. Steel trash containers are picked up by hydraulically operated 
lift arms extending beyond the front bumper, raised upward and rearward and 
dumped into top of body. Bodies are built in 27 and 30-cubic-yard capacities. 





TORSION LOADER—Cambria Spring Co., 
3225 E. Washington Bivd., Los Angeles 23, 
Calif., has developed the Cambria Torsion 
Loader exclusively for '60-'61 Chevrolet 
and GMC trucks. The unit is made in mod- 
els for all Chevrolet trucks, series C-10 
through C-80; and GMC trucks 1000-3000 
series and 3500-5000 series. The loader 
enables the truck's front torsion suspension 
to operate normally under excessive loads, 
(up to 6,250 extra pounds) yet keeping 
within legal weight laws, it is claimed. 
The use of the torsion-loader makes Chev- 
rolet and GMC trucks ideal for use with 
concrete truck mixers, dump bodies and 
hoists, rubbish bodies and other special 
equipment which places abnormal loads 
“up front,” it is said. 

SO. we 





TAIL GATE CONTROL — Designed for 
attachment to dump trucks with hydraulic 
brakes, the Velvac Vacuum Tail Gate Con- 
trol, No, 1IR-1, is said to permit truck 
drivers to operate tail gate locks from the 
cab. The control permits opening the tail 
gate gradually, as required by load weight, 
truck body angle, and moving speed, it is 
said. Special multiple controls are also 
available for use in operating individual 
batchboards for dump trucks using com- 
partments for separate batches of ma- 
terials. Individual vacuum control levers 
in the cab permit unloading batches with 
the same accuracy as with a single lever 
control, it is said. Velvac, Inc., 3534 W. 
Pierce St., Milwaukee 3, Wis. 

Oe a 





DOME LIGHT—A Patfinder dome light 
for trucks, panel deliveries and buses has 
been announced by Auto Lamp Mfg. Co., 
2909 S. Indiana Ave., Chicago 16, Ill. De- 
signed for surface mounting, the Path- 
finder No. 420D dome light has a 4%- 
inch clear lens in a 42-inch body that 
is 1% inches deep. Its flange is predrilled 
with four holes for installation. Lens is 
rimless plastic. This light is also available 
with switch, as No. 420DWS. Available for 
both 6 or 12 volts, each light comes with 


bulb and wiring. 
“So 


Oakite Announces 


Aluminum Cleaner 


Oakite Brightener, a compound 
designed to remove stains and cor- 
rosion from aluminum buses, trucks 
and trailers, has. been introduced 
by Oakite Products, Inc., 157 Rec- 
tor St., New York 6, N. Y. 

Combining solvent and acidic 
properties, the compound is mixed 
with water at concentrations of 5 
to 25 percent by volume, and is 
sprayed or brushed on surfaces. It 
is allowed to soak, then rinsed off. 
It is said to remove grease depos- 
its, road films, stains and corrosion. 
It does not affect sound painted 
surfaces, it is claimed. 

* at + 


Fuel Pump Replacement 


Tokheim Corp., Fort Wayne, Ind., 
has announced development of a 
conversion kit suitable for replac- 
ing any make of in-tank electric 





fuel pump with a Tokheim pump. 
Known as Kit. No. 582, it is avail- 
able from truck equipment distrib- 
utors and from the factory. 


* * * 





TRUCK COVER—The Sportsliner “Trail- 
Eze” truck cover for 1960 Falcon Ranch- 
ero is manufactured of aluminum provid- 
ing light and rust free qualities. Units are 
also available for most makes and mod- 
els % and %-ton pickup trucks. Custom 
Accessory Sales, Inc., will ship to any 
point in the nation from the closest of 
three locations: 1720 South First St., San 
Jose, Calif.; 531 Sixth St., Greeley, Colo., 
or 2206 North Grand Ave., Evansville 7, 
Ind. 








REFUSE COLLECTION BODY —A push- 
button-controlied refuse collection body, 
the Colectomatic Mark Il, has been intro- 
duced by Heil Co., Milwaukee 1, Wis. 
Refuse can be loaded and compacted by 
fingertip pressure on a button, after plac- 
ing the material in a receiving hopper at 
the rear of the truck. The compaction fea- 
ture of the unit involves a movable bulk- 
head in the body which moves toward the 
rear of the truck at the beginning of each 
collection trip. Trash which is loaded, then 
is crushed against the bulkhead as it is 
compacted into the truck body, it is said. 

Ss (es 


Aluminum Chain Guards 


Aluminum Chain Guards to fit 
McCulloch, West Bend, Homelite, 
Clinton and Power Products en- 
gines are available from Palmini 
Engineering Corp., 3156 N. San 
Gabriel Blvd., South San Gabriel, 
Calif. 





TRUCK BODY—A farm truck body with 40-inch, one-piece, steel grain sides, has 
been introduced by the Knapheide Mfg. Co., Quincy, Ill. The body sides are corrugated 
and have a wide top flange for still greater durability. The flange and rounded corners 
also protect tarpaulins from ripping and shredding, it is said. A rack is available for 


this body that has all the features of the fold-down livestock rack. 
ee * * 
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ROLL-UP DOORS—Truk-A-Doors are constructed of panels of aluminum and coated 
steel bonded to % or %-inch plywood. Doors are spring balanced for easy lifting, 
it is said. A twist of the wrist, a slight lift, and the door rises and disappears under 
the roof. A variety of locking devices are offered by the manufacturer, Truk-A-Door, 
33 Henry St., Detroit 1, Mich. National sales representative is Collins & Associates, 


3318 Glenmore Ave., Cincinnati 11. O. 
* * * 





ALUMINUM TRUCK BODY—This oversize Olson Kurb Side body is 14 feet long, 86 
inches wide and 77 inches high. It is said to weigh less than standard-size 8-foot steel 
bodies due to its aerotype aluminum-alloy construction. It is available on either a one- 


ton or 1¥%-ton chassis. J. B. E. Olson Corp., 


1740 Broadway, New York 19, N. Y. 













SOUND 


BUSINESS 


REASONS 


why its better than ever 


to be with 


OLD OBILE ! 





Full Market Coverage! For 1961, Oldsmobile’s 
full line of quality-built cars covers 90% of the new- 
car market—from the low-price field to the top of the 
medium-price field! And market surveys show that 
Oldsmobile cars enjoy high popular appeal throughout 
these price ranges! 


Olds Quality Dealer Program! Every phase of 
Oldsmobile factory-dealer relations reflects a high 
degree of understanding of mutual problems. . . and 
a positive attitude of working together to make every 
Olds dealership a profitable operation! 


New Expansion Program! Oldsmobile is moving 
ahead in an ambitious expansion program to give its 
dealers better service than ever! A huge new ware- 
house provides expanded parts shipping facilities . . . 
a new engineering building is now under construction. 


Aggressive Advertising—Merchandising! 
Oldsmobile’s advertising, merchandising and sales 
promotion materials cover every known method of 
reaching the Oldsmobile new-car and used-car mar- 
ket—from television to direct mail! It pre-sells cus- 
tomers for Oldsmobile dealers! 


OLDSMOBILE DIVISION, GENERAL MOTORS CORPORATION 
LANSING, MICHIGAN 


Outstanding Field Sales Help! A trained team 
of factory representatives is available to assist Olds- 
mobile’s nation-wide network of dealers. They are 
ready to aid in any and every phase of the automobile 
business—accounting, financing, warranty, service, 
inventories and used-car marketing! 


Guardian Maintenance Service Program! 
Oldsmobile is pledged to help its dealers capture 
their rightful share of service business by tieing in 
with GM’s massive Guardian Maintenance program 
to bring service customers back to Olds dealerships! 


Service Training Available at 30 Centers! 
All qualified Oldsmobile dealer service personnel have 
an opportunity to attend GM Service Training 
Centers! This helps dealers to train better mechanics 
... render better service! 


Exclusive Oldsmobile Protect-O-Plate 
Convenience! Olds service customers need only 
present their Protect-O-Plate cards for immediate 
service identification and service write-up. This 
modern business method speeds service . . . cuts 
order-writing expense . . . adds to customer prestige! 








Oldsmobile's alert, alive F-85. 





Beauty! Economy! Full-size comfort! 
Oldsmobile'’s dollar-saving Dynamic 88. 
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Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 

” * + 

ALBANY 
Tim Anspach, Inc, Sale every Monday. 
Prices are for sale of Oct, 24, Weather: 


Cold, rain and windy, Market gained, Sold 
79.3 percent of 100 consignments. 


BUICK—’59 LeSabre 2-dr., $1,500* (ps). 
’54 Special 2-dr., $190*; Century 4-dr., 
$160*. 

CADILLAC—’'59 (62) 4-dr., $3,225* (ps). 
CHEVROLET—’'60 Impala (8) 4-dr., $1,- 
950°; Bel Air (6) 4-dr., $1,375*, 

"59 Bei Air (6) 4-dr., $1, 365° (ps); Bel 
Air (8) 4-dr., $1,350*, $1,300; Biscayne 

(8) 4-dr., $1,250". 

5S Impala (8) 2-dr., $1,025* (ps); Bel 
Air (6) 4-dr., $920*°; Biscayne (6) 2- 
r., $760. 

'S7 Bel Air (8) 4-dr., $865; Two-ten (6) 
4-dr., $785*; 2-dr, hardtop, $750*. 


’56 Bel Air (8) 4-dr., $710*, $585; 4-dr. 
hardtop, $550*; Two-ten (6) 2-dr., 
$650*; 2-dr., $635, $625, $360; station 


wagon 4-dr., $520, 
‘55 Two-ten (6) station wagon 4-dr., 


$590; 2-dr., $315*; Two-ten (8) 2-dr., 
$490*; station wagon 2-dr., $460*; Bel 
Air (8) 4-dr., $530*, $360*; Bel Air 
(6) 4-dr., $470*. 
'54 One-fifty 2-dr., $150, 
CHRYSLER—’'56 Windsor 4-dr., $490* 


(ps). 
DeSOTO—’'56 Firedome 4-dr., $520* (ps). 
'54 Firedome 4-dr., $190* (ps), 


FORD—’60 Fairlane (6) 2-dr., $1,380. 

59 Custom 300 (8) 2-dr., $1,000. 

’58 Thunderbird (8) conv., $2,035* (ps); 
Country Sedan (8) 4-dr., $925*. 

’57 Ranch Wagon (8) 2-dr., $850*; Fair- 
lane (8) 2-dr., $760*, $730*, $650"; 
Fairlane 500 (8) 4-dr., $680*; Custom 
(6) 2-dr., $550; Custom 300 (8) 4- 
dr., $425* 


’56 Thunderbird (8) conv., $1,250* (ps); 
Ranch Wagon (8) 2-dr., $560; Fairlane 
(8) 4-dr., $530*; 2-dr. Victoria, $485*; 


Country Squire (8) 4-dr., $500*; Cus- 
tom (8) 2-dr., $300. 

‘55 Country Sedan (8) 4-dr., $480", 
$385*; Custom (6) 2-dr., $360; Custom 
(8) 2-dr., $285*; Fairlane (8) 2-dr., 
$325*; 4-dr., $270*, $145", 

'54 Custom (8) 4-dr., $200 


’563 Crest (8) 2-dr. Victoria, $185, 
’52 Custom (6) 2-dr, Victoria, $170, 


HUDSON—’57 Hornet 4-dr., $390* (ps). 
‘56 Custom station wagon 4-dr., $600*. 
IMPERIAL—’57 Imperial 4-dr., $1,260* 

(ps). 
MERCURY—’'57 Monterey 4-dr., $735". 
'55 Montclair 4-dr., $360* (ps), $200* 
(ps); Monterey 4-dr., $300*, 
OLDSMOBILE—'59 (98) conv., $2,250* 


(ps). 
‘58 (88) Super 4-dr., $1,050* (ps), 
‘57 (88) Super 4-dr., $700* (ps); 2-dr., 


$680* (ps). 
55 (88) 4-dr., $460*; (88) Super conv., 
$385* (ps). 
PACKARD—’'55 Clipper 2-dr. hardtop, 
$300°*. 
PLYMOUTH—'59 Suburban (8) 4-dr., $1,- 
035*. 
‘57 Savoy (6) 4-dr., $565; Savoy (8) 4- 
.dr,, $475*. 
‘56 Plaza (6) 4-dr., $405; Savoy (8) 4- 
dr., $280, 


"64 Plaza 4-dr., $160*. 
PONTIAC—'60 Bonneville conv., 
(ps). 
'S57 Chieftain 2-dr., $650*, 
’56 Chieftain 4-dr. Catalina, $470*. 


$2,390° 


'55 Star Chief 2-dr., $450*; Chieftain 4- 
dr., $260*. 
STUDEBAKER—'59 Lark (6) 4-dr., $840. 
'57T Champion 4-dr., $335°, 
‘55 Commander station wagon 2-dr., 
$350". 
MISCELLANEOUS—'60 Willys \-ton pick- 


up, $1,800 
59 Chevrolet Carryall %-ton, $1,020, 
‘55 GMC %-ton pickup, $500, 
’'51 Willys pickup, $300, 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Oct. 26. 
BUICK—’'59 LeSabre 4-dr., $1,535". 

'S7 Super 2-dr. Riviera, $720*° (ps). 
CADILLAC—'57 (62) Sedan de Ville, $1,- 

735* (ps). 

CHEVROLET-—'60 Impala (8) sport sedan, 
$2,050* (ps); Bel Air (8) 2-dr., $1,- 
650*; Biscayne (6) 2-dr., $1,520; Cor- 
vair (6) 4-dr., $1,385, $1,375. 

‘59 Impala (8) sport coupe, $1,635*; Bel 
Air (8) 4-dr., $1,410* (ps), $1,325*; 
2-dr., $1,250, $1,225*; Brookwood (8) 
2-dr., $1,325. 

'58 Bel Air (8) sport coupe, $1,225*; Del- 
ray (6) 2-dr., $815. 

$590; 


‘57 Two-ten (6) 4-dr., 
(6) 2-dr., $535. 
station wagon 4-dr., 
$640*; 2-dr., $545*; Two-ten (6) 2- -dr., 


One-fifty 


‘56 Two-ten (8) 


Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


ee 






e ei 


"69 60 "59 °60 "59 °60 7 
ay 


Feb. March April 













i 
is 
ie 
os 3 
Sie 


June duly Aug. 


Prices of 61s added and ’53s dropped in November, 1960, Prices of '60s added and ’52s dropped in December, 1959. Prices of 59s added and ’51s dropped in Vecemper, 199%, 


Figures alongside bars represent dollars. 


$370*; Bel Air (8) 2-dr., $460; One- 
fifty (6) 2-dr., $315. 
CHRYSLER—’59 Windsor conv., $1,870* 
(ps); 4-dr., $1,700*. 
"57 Saratoga 2-dr., $620* (ps). 
DeSOTO—’59 Fireflite 2-dr. hardtop, $1,- 


750* (ps). 
’56 Firedome 2-dr. hardtop, $390*. 
'55 Firedome 4-dr., $360*. 
DODGE—’60 Dart (8) 4-dr., $1,845*; 
(6) Seneca 4-dr., $1,590. 
'59 Royal (8) 4-dr., $1,650*. 
’58 Royal (8) 4-dr. hardtop, $900* (ps). 
’57 Coronet (8) 4-dr., $730* (ps); Royal 
(8) 4-dr. hardtop, $710* (ps). 
'56 Royal (8) 2-dr. hardtop, $250. 
"55 Royal (8) 2-dr., $150*. 
EDSEL—’'59 Corsair 4-dr. hardtop, $1,275*. 
‘58 Citation 4-dr. hardtop, $705* (ps). 
FORD—’61 Fairlane (8) 4-dr., $1,950. 
"60 Country Sedan (8) 4-dr., $1,705*; 
Galaxie (8) 2-dr., $1,625*. 
'59 Galaxie (8) 2-dr. Victoria, $1,680*, 
$1,490*; 4-dr., $1,425*; Skyliner, $1,- 


Dart 








ALABAMA 








425* (ps); 
175, $1,050*%; 4-dr., 


Custom 300 (8) 2-dr., $1,- 
$1,120*; Ranch 
$1, 155*: Fairlane (8) 
Fairlane (6) 4-dr., $1,- 


Wagon (8) 2-dr., 
2-dr., $1,155*; 
025°. 

‘58 Fairlane 500 (8) Skyliner, $1,080* 
(ps); Country Sedan (8) 4-dr., $920* 
(ps); Custom 300 (6) 2-dr., $820*. 

*57 Fairlane 500 (8) 2-dr. Victoria, $845*; 
4-dr., $750*, $580; conv., $625*, $515; 
Ranch Wagon (8) 2-dr., $590*; Cus- 
tom 300 (6) 4-dr., $510*. 

"56 Custom (8) 2-dr., $340*; 
2-dr., $285. 

‘55 Fairlane (8) 2-dr. Victoria, $415*; 
Custom (8) 2-dr., $290. 

MERCURY—’59 Park Lane 2-dr. hardtop, 
$1,550* (ps). 

"58 Park Lane 2-dr. 
(ps). 

’57 Monterey 2-dr. hardtop, $790*. 

"56 Montclair 4-dr., $405*; Custom 4-dr., 
$300*. 

"55 Monterey 2-dr., $150*. 


Main (6) 


hardtop, $1,050* 


Frequency Rates: Listing (maximum: three lines of 
(minimum space, 1 inch on 1 column—maximum 
-. Automotive News, Detroit 7, Michigan. 
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NASH—’55 Statesman (6) 4-dr., $200*. 
OLDSMOBILE—’60 (98) 4-dr. Holiday, 
$2,630* (ps). 
"57 (98) 2-dr. Holiday, $700* (ps). 
"56 (88) Super conv., $540* (ps); (88) 
2-dr. hardtop, $440*. 
PLYMOUTH—’'59 Suburban (8) 
4-dr., $1,310*; Deluxe 4-dr., 
Belvedere (8) 4-dr., $1,175"; 
(6) 2-dr., $910, $895, $800. 
"58 Suburban (8) Custom 4-dr., 
Belvedere (8) 2-dr. 


Custom 
$1,175*; 
Savoy 


$865* ; 
hardtop, $780*. 


’57 Suburban (8) Custom 2-dr., $485* 
(ps). 
"56 Savoy (8). 2-dr., $435*; Belvedere (8) 
2-dr., $250 
55 Plaza (8) “Suburban 4- dr., $255*. 
— '59 Star Chief 4-dr. Vista, $1,- 
5* 


"58 Chieftain 2-dr. Catalina, $995*. 
"57 Chieftain 4-dr. Catalina, $730* (ps). 


"54 Chieftain 4-dr., $115. 
RAMBLER—’59 Custom (6) Cross Country 
4-dr., $1,400*, $1,300*; Super (6) 


LEADING USED-CAR AUCTION DIRECTORY 


e)——$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Dis- 
nches on 2 columns.) For display Rates contact Want Ad 





MICHIGAN 


JOHNSON AUTO Aptco 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





_COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
ne: SU 1-782i 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 


MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |4th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers — 


~ MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 


ed. Thur., 12 noon. Established 1947. 


North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 








DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


STATE FAIR 
AUTO AUCTION 


19745 Ralston 
(Rear of 19600 Woodward, Detroit) 





Two Sales Weekly 


Detroit's Only Dual Lane Auction 
Running 250 Cars 


* Tuesday and Friday at 12:30 
Phone: TO 9-4660—C. Simpson, Sole Owner 





NEW JERSEY 


OVER 


dle 


CARS 
Every Week 


3 


AUCTION 
LANES 


“9 where the ire 


rs 


N-A-D-E 


aT Te at at ae 
NATIONAL AUTO 
DEALERS EXCHANGE 


NEW JERSEY 





Minutes from New York City 












EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Alabama 
EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito! 8-0100 for Reservations 
SR A RIDA ANS SN CR STOTT SE At Li np an SE 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 
Albany 5, N. Y. 


avery Monday — II O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 





TROY—Troy Auto Auction, Inc., Box 
460, RD 4. Insured checks & titles. 
Every Thurs. 2:00. 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 











2-dr., $810. 

58 Super (6) 4-dr., 
(6) 2-dr., $710. 
en V-200 4-dr., $1,665*, $1,- 

5 


MISCELLANEOUS—'56 Ford (6) 
$440, 


$820, $800; Deluxe 


pickup, 


CHICAGO 


Arena Auto Auction, Sale every Tuesday. 
Prices are for sale of Oct, 25. Sharp cars 
continue to bring top dollar at Arena, Sold 
337 cars from 599 consignments, 
BUICK—’60 Invicta 4-dr. hardtop, §$2,- 

625* (ps); conv., $2,305* (ps); Le- 
Sabre 4-dr., $2,105* (ps), 
"59 Invicta 4-dr, hardtop, $1,840* (ps); 


LeSabre 2-dr, hardtop, $1,810* (ps), 
$1,735* (ps); 4-dr., $1,800* (ps); Elec- 
tra 4-dr, hardtop, $1,750* (ps), 

"58 RM conv., $1,440* (ps); Special 2- 
dr., $1,265* (ps), $970* (ps); 4-dr., 
$1,055* (ps); Century 4-dr., $995* 
(ps). 

’57 Century 2-dr. Riviera, $885* (ps), 
$595*; Special 4-dr., $775*; 2-dr., 
$470*; 2-dr, Riviera, $435". 

'56 Super 4-dr. Riviera, $545* (ps); Cen- 
’56 Super 4-dr, Riviera, $545* (ps); 
Century 4-dr, Riviera, $540*, $400*; 
Special 4-dr., $370*, 

55 RM conv., $335*, 

— (62) 2-dr. hardtop, $4,- 
020°. 


"59 de Ville 4-dr, hardtop, $3,200* (ps); 
(62) 2-dr. hardtop, $2,775* (ps), 

’58 (62) Sedan de Ville, $2,000* (ps). 

"56 (62) Coupe de Ville, $805* (ps). 

"55 (62) 4-dr., $860* (ps), $745*, $635* 
(ps); Coupe de Ville, $810* (ps), $675* 
(ps). 

’54 (62) 4-dr., $450* (ps). 

CHEVROLET—’'60 Impala (8) 4-dr, hard- 
top, $2,280* (ps), $2,260* (ps), $2,- 
205* (ps); 2-dr., $2,060* (ps); 2-dr. 
hardtop, $2,050* (ps); Bel Air (8) 4- 
dr., $1,850* (ps); Biscayne (8) 4-dr., 
$1,725* (ps), $1,690*, $1,665*; Bis- 
cayne (6) 2-dr., $1,650*%; 4-dr., $1,- 
535; Corvair (500) 4-dr., $1,525, $1,- 
500; 2-dr., $1,360, 

59 Impala (8) 4-dr. hardtop, $1,775, 
$1,655* (ps), $1,600* (ps), $1,575* 
(ps), $1,390* (ps); 4-dr., $1,615* (ps), 
$1,455* (ps), $1,380* (ps); 2-dr. hard- 
top, $1,650* (ps), $1,525*, $1,500*, 
$1,495*, $1,410%; Nomad (8) 4-dr., 
$1,765* (ps); Bel Air (8) 4-dr., $1,- 
370*, $1,260*; Bel Air (6) 2-dr., $1,- 


275* (ps), $1,100; Biscayne (6) 2-dr., 
$1,195*, $1,170*; 4-dr., $1,155, $1,- 
150*. 

’58 Brookwood (8) 4-dr., $1,310* (ps), 
$1,290* (ps); Impala (8) 2-dr., $1,- 
300*; 2-dr, hardtop, $1,250* (ps), $1,- 


(Continued on Page 39, Col, 1) 











_ OHIO _ 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


PENNSYLVANIA 


Dealers who want 


Auction Action 
come fo the 


Manheim Auto 


Auction 


CARS @ MORE B 
wane MORE ACTION 


10 A.M. 
Pe: veer © Checks Issued 
MANHEIM AUTO 
AUCTION, INC. 


Route 72 - Manheim, Pa. - —— eo 





BUYERS 





Crossroads 


. . . where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 





Cc 
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Used-Car Auction Prices 
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225*, $1,075* (ps), $1,025*; conv., $1,- 
300*, $1,150*; Bel Air (8) 2-dr., $1,- 
115*, $1,000*; 2-dr, hardtop, $955*; 
Biscayne (8) 2-dr., $980; Nomad (8) 
4-dr., $950*; Nomad (6) 4-dr., $930*. 

’57 Bel Air (8) 4-dr, hardtop, $1,150* 
(ps), $790*; 4-dr., $740*, $735*; conv., 
$725*; Two-ten (8) 4-dr hardtop, $1,- 
015*; station wagon 4-<r., $1,000", 
$900, $845*; 2-dr, hardtop $885*; Two- 
ten (6) station wagon 4-dr., $480*, 

’56 Bel Air (8) 4-dr. hardtop, $765* 
(ps); 4-dr., $580* (ps); conv., $530* 
(ps); Bel Air (6) 2-dr., $410*, $395; 
Two-ten (8) station wagon 4-dr., $750, 
$740*; 4-dr., $580*, 

’55 Bel Air (8) 2-dr., $460; 4-dr., $370*. 

’54 Bel Air 4-dr., $465*, $305*, 

’53 Two-ten 2-dr., $355. 


CHRYSLER—’'59 Windsor 4-dr. hardtop, 
$1,850* (ps), 

‘58 Saratoga 4-dr., $1,280* (ps), §$1,- 
100* (ps); Windsor 4-dr, hardtop, 
$775* (ps), 

’57 Windsor 4-dr., $640*, 

DeSOTO — '57 Firedome 4-dr, hardtop, 
$590*. 
DODGE—’60 Dart (8) Seneca 2-dr., §$1,- 
450* (ps), 
’59 Sierra (8) 4-dr., $1,560*, 
’58 Coronet (8) 2-dr., $860*, 


’57 Coronet (8) 4-dr., $495* (ps), 
FORD—’61 Country Squire (8) 4-dr., $2,- 


750* (ps). 
60 Thunderbird (8) conv., $3,010* (ps), 
$2,925* (ps); $2,900* (ps), $2,780* 


(ps); Ranch Wagon (8) 4-dr., $1,840*. 

"59 Galaxie (8) 4-dr., $1,525* (ps); 
Country Sedan (8) 4-dr., $1,360* (ps); 
Custom 300 (8) 4-dr., $1,205*, $1,- 
145*; Ranch Wagon (8) 4-dr., $1,- 
140*; Fairlane (8) 4-dr., $1,125*, $1,- 
050". 

’58 Thunderbird (8) conv., $2,020* (ps), 
$2,015* (ps); Fairlane 500 (8) 2-dr. 
Victoria, $920* (ps); 4-dr., $805*; 4- 
dr. Victoria, $770*; Custom 300 (8) 2- 
dr., $530. 

57 Thunderbird (8) conv., $1,700* (ps); 
Fairlane 500 (8) 2-dr, Victoria, $745* 
(ps), $625*, $530*; 2-dr., $525* (ps); 
Country Sedan (8) 4-dr., $415*; Cus- 
tom 300 (8) 2-dr., $365, $350, 

’56 Fairlane (8) 4-dr., §$675*; 4-dr, Vic- 
toria, $635*, $500* (ps). 

LINCOLN—'59 Continental Mark IV conv., 
$2,760* (ps). 

’56 Capri 4-dr., $585* (ps), 


MERCURY—’'60 Monterey conv., $2,760* 
(ps). 
’59 Monterey conv., $1,650* (ps); 4-dr., 
$1,475* (ps). 

‘57 Commuter 4-dr., $1,200* (ps); Mon- 
terey 4-dr., $800* (ps), $775* (ps). 
’56 Montclair 4-dr., $470* (ps), $385* 

(ps). 
’55 Medalist 4-dr, hardtop, $350* (ps), 

$345*. 
OLDSMOBILE — ’60 (98) 4-dr., $2,410* 


(ps); (88) Super 4-dr., $2,360* (ps). 
"59 (98) conv., $2,085* (ps); 4-dr., $1,- 
950* (ps); (88) Super 4-dr., $1,890* 
(ps); (88) 4-dr., $1,775* (ps), §$1,- 
640* (ps), 
"5S (88) 4-dr, Holiday, $1,380* (ps), 
$1,325* (ps); 4-dr., $1,250; 2-dr, Holi- 


day, $1,260* (ps), $1,235; (98) 2-dr. 
Holiday, $1,225* (ps), 

’57 (98) 4-dr. Holiday, $900* (ps), $725* 
(ps). 

’56 (88) 4-dr, Holiday, $725* (ps), $625* 
(ps), $550* (ps), 

PLYMOUTH—’60 Fury 2-dr. hardtop, $1,- 
950* (ps). 

’59 Belvedere (8) Savoy 
(6) 2-dr., $985*, 

’5bS Fury (8) 2-dr. hardtop, $1,100* (ps); 
Belvedere (8) 4-dr., $815* (ps); Savoy 
(6) 4-dr., $645. 

PONTIAC—'60 Catalina 4-dr., 
2-dr., $2,030* (ps). 

59 Bonneville 4-dr, Vista, $2,165* (ps), 
$2,090* (ps); Catalina 4-dr, Vista, $1,- 
780* (ps). 

’5S Chieftain 4-dr., $1,270* (ps). 

‘57 Chieftain 4-dr, Catalina, $775* (ps), 
$705* (ps), $400* (ps); 2-dr, Catalina, 
$760* (ps); Star Chief conv., $670*. 

STUDEBAKER—’59 Lark 4-cr., $965, 
$925. 

’55 Commander 2-dr, hardtop, $385, 


FLINT 


Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of Oct. 26. Prices 
are holding steady. Good sharp cars bring- 
ing top dollar. Sold 220 cars from 350 con- 
signments. 

BUICK—’60 LeSabre conv., $2,425* (ps); 
4-dr., $2,360* (ps); 4-dr. hardtop, $2,- 
235* (ps); 2-dr. hardtop, $2,230* (ps). 

’59 Invicta 4-dr., $2,000* (ps), $1,875* 

(ps); 4-dr. hardtop, $1,850* (ps); Es- 


4-dr., $1,050*; 


2,625 (ps); 


tate Wagon 4-dr., $1,850* (ps); Le- 
Sabre 2-dr. hardtop, $1,715* (ps), 
$1,710* (ps), $1,420* (ps). 

’58 Century 2-dr. Riviera, $1,190* (ps); 
4-dr., $1,180* (ps). 

’57 Special Estate Wagon 4-dr., $885* 
(ps); 2-dr. Riviera, $715*; conv., $700* 
(ps); 4-dr., $660*. 

’56 Super 4-dr., $625* (ps); Century 4- 
dr, Riviera, $610* (ps); 2-dr., $450* 
(ps); Special 4-dr., $550*, $450*; 2- 
dr., $340*. 

’55 Special 2-dr. Riviera, $230 (ps). 

CADILLAC—’'60 (62) conv., $4,100* (ps). 
’S7 (62) 4-dr.. $1,340" (ps), $1,340*. 
CHEVROLET—’60 Impala (8) 4-dr. hard- 

top, $2,155*; Bel Air (8) 4-dr., $1,- 
700* (ps); Corvair (500) (6) 4-dr., 
$1,515*, $1,215. 

'59 Corvette (8) conv., $2,405* (ps); 
Parkwood (8) 4-dr., $1,670* (ps); 
Impala (8) sport coupe, $1,670* (ps), 
$1,650" (ps); sport sedan, $1,645* 
(ps); 4-dr. hardtop, $1,600* (ps); Bel 
Air (8) 4-dr., $1,400*; 4-dr. hardtop, 
$1,385"; Biscayne (6) 2-dr., $1,315*; 


Biscayne (8) 4-dr., $1,110; Brookwood 
(6) 4-dr., $1,275. 


‘58 Bel Air (8) 4-dr., $1,175*; Bel Air 
(6) 4-dr., $975*, $950* (ps); Impala 
(6) 2-dr. hardtop, $1,170*; Biscayne 
(8) 4-dr., $975*; 2-dr., $805; Biscayne 
(6) 2-dr., $870*; 4-dr., $770; Two-ten 
(6) 2-dr., $755. 


’57 Two-ten (6) 2-dr., $715*, $715, $640; 
One-fifty (6) station wagon 4-dr., $640. 

56 Bel Air (8) 4-dr., $700, $675* (ps), 
$670°*; 2-dr., $560"; Bel Air (6) 2-dr., 
$515; Two-ten (6) 4-dr., $615; Two-ten 
(8) station wagon 4-dr., $565*. 

'5S Bel Air (8) 2-dr., $500; 4-dr., $400*; 
Two-ten (8) station wagon 4-dr., $450*; 
2-dr., $355; 4-dr., $240*, $175*; Two- 


38) 


ten (6) 2-dr., $450*, $450. 
’54 Bel Air 4-dr., $150. 
"53 Bel Air 4-dr., $225*, $100*. 
"50 Hearse, $275. 
CHRYSLER—’56 NY 4-dr., $660* (ps). 
DeSOTO—’57 Fireflite 2-dr. hardtop, $650*; 
Firedome 2-dr. hardtop, $600* 
DODGE—’57 Coronet (8) 2-dr. 
$650*. 
°56 Coronet (8) 4-dr., $435*; 2-dr., $335*. 


hardtop, 


FORD—'61 Falcon (6) 2-dr., $1,870. 

’60 Galaxie (8) 2-dr. Victoria, $1,850* 
(ps); Fairlane (8) 4-dr., $1,700; Fair- 
lane (6) 2-dr., $1,625, $1,600*, $1,- 
330; 4-dr., $1,550. 

"59 Galaxie (8) 2-dr., $1,360; Fairlane 
500 (8) 4-dr., $1,200* (ps); Ranch 
Wagon (8) 4-dr., $1,190; Custom 300 
(8) 4-dr., $1,100; 2-dr., $1,100*, $1,- 
080, $1,035; Custom 300 (6) 2-dr., 
$1,090*, $1,005. 

‘58 Fairlane 500 (8) 2-dr., $845* (ps); 
4-dr., $755*; Custom 300 (8) 2-dr., 
$765*, $690*, $630, $610; 4-dr., $625; 
Custom 300 (6) 4-dr., $675*. 

57 Fairlane 500 (8) Skyliner, $1,000*; 
2-dr, Victoria, $790* (ps); Fairlane 
(8) 2-dr., $740*, $525; 4-dr., $580*; 
Fairlane (6) 4-dr., $610* (ps); Cus- 


tom (8) 4-dr., $560, $440; Custom (6) 


4-dr., $515; Custom 300 (6) 2-dr., 
$500; Ranch Wagon (8) 2-dr., $530. 
56 Country Sedan (8) 4-dr., $550*; 
Main (8) 2-dr., $225, $185*. 
’55 Thunderbird (8) conv., $1,000* (ps); 
Fairlane (8) 4-dr., $725; conv., $275; 


Custom (8) 2-dr., $380; Ranch Wagon 





(8) 2-dr., $300*. 
IMPERIAL — ’58 Imperial 2-dr. hardtop, 
$1,790*, 
’57 Crown 2-dr., $1,000*. 
MERCURY—’60 Monterey 2-dr., $1,610*. 


’57 Monterey 2-dr. hardtop, $635*; Com- 
muter 4-dr., $595*; Montclair 4-dr., 
$565*. 

"56 Monterey 2-dr. 
OLDSMOBILE — '60 
(ps). 

’59 (88) Super 4-dr., $1,730* (ps); (88) 
4-dr., $1,625* (ps); 2-dr., $1,410* (ps). 


$355*. 
$2,500* 


hardtop, 
(88) 4-dr., 


’57 (88) Super 4-dr., $865* (ps), $850* 
(ps); (88) 2-dr., $775*; (98) conv., 
$715* (ps). 

66 (88) 2-dr. Holiday, $620*, $475"; 
(98) 2-dr. Holiday, $460* (ps). 

PACKARD—’57 Clipper 4-dr., $575*. 


PLYMOUTH—’60 Belvedere (6) 2-dr. hard- 
top, $1,545. 

’59 Fury (8) conv., $1,340* (ps); sport 

coupe, $1,205*; 2-dr. hardtop, $1,200*; 


Savoy (8) 4-dr., $925*; Savoy (6) 4- 
dr., $875. 

’58 Suburban (8) 4-dr., $870* (ps); 
Savoy (8) 2-dr., $615*. 

’57 Suburban (8) 4-dr., $680*, $640* 
(ps); Belvedere (8) 4-dr., $500* (ps); 


conv., $350; Savoy (6) 4-dr., $415. 

PONTIAC—’60 Bonneville 4-dr. Vista, $2,- 
600* (ps); Ventura 4-dr. Vista, $2,415* 
(ps); 2-dr., $1,900* (ps); Catalina 4- 
dr. Vista, $2,250. 


’59 Bonneville 4-dr. Vista, $2,075* (ps); 


conv., $2,050* (ps); Catalina conv., 
$1,875* (ps); 4-dr.., $1,685* (ps), 
$1,760* (ps), $1,505, $1,410*; Star 
Chief 4-dr., $1,635*. 

"58 Chieftain 4-dr. Catalina, $1,080* 
(ps); Star Chief 4-dr, Catalina, $1,- 
osQ* 


55 Chieftain 2-dr., $270*, $220*. 


RAMBLER—’59 Custom (8) Cross Country 
4-dr., $1,315*, $1,280, $1,205, $1,135*. 


STUDEBAKER — '59 Lark 2-dr. hardtop, 
$1,150, $965. 


ATC 
Vas 


MOTOR OIL 


Thousands 
look for 
this sign 
of quality 





Model Breakdown 
Of Auction Averages 


Nov., 1960 Oct., Sept., 
To Date 1960 1960 


Model 


$2,314 
1,689 
1,171 
822 
544 
403 
263 








Average $1,067 $ 856 $ 917 





MISCELLANEOUS—’60 Willys %-ton pick- 
up, $2,020. 

’53 Ford \%-ton pickup, $200. 

*52 Chevrolet 1-ton pickup, 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of Oct, 27, Mar- 
ket very good on older model cars, Late 
model cars easing somewhat in price, Sold 
203 cars from 258 consignments. 
BUICK—’59 LeSabre 4-dr., $1,550* (ps). 

’58 RM 2-dr, Riviera, $1,340* (ps); Spe- 

cial 2-dr., $1,075*; 2-dr, Riviera, 
$840* (ps). 

"57 RM 4-dr., 

era, $950* 


$230. 


$1,010* (ps); 4-dr, Rivi- 

(ps), $760* (ps); Century 
conv., $805* (ps); 4-dr., $790* (ps); 
Special 4-dr., $740* (ps); Super 4-dr. 
Riviera, $385* (ps). 

’56 Century 2-dr, Riviera, 
Super 2-dr, Riviera, $350* 


$620* 
(ps). 


(ps); 





and ask for 
the years-ahead 


motor oil 
by name! 


Display it...sell it... make satisfied customers! 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA., Member Pennsylvania Grade Crude Oil Association 





"55 Special 4-dr. Riviera, $425* (ps); 
2-dr, Riviera, $235*. 
54 RM 2-dr. Riviera, $175* (ps); Spe- 


cial 2-dr., $140*. 

’53 RM conv., $150* (ps). 

CADILLAC—’58 (62) Coupe de Ville, $2,- 

350* (ps). 

57 (62) 4-dr, hardtop, $1,160* (ps). 

’56 (60) Special 4-dr., $1,190* (ps); (62) 
conv., $975* (ps). 

"55 (62) conv., $600* (ps); 
4-dr., $400* (ps). 

"52 (62) 2-dr. hardtop, 

CHEVROLET—’60 Bel Air (6) 4-dr., 

800*; Biscayne (6) 2-dr., $1,625. 

’59 Impala (8) sport sedan, $1,700* (ps), 
$1,550* (ps); Impala (6) 4-dr., $1,- 
340*, $1,325* (ps), $1,320*, $1,320* 
(ps), $1,290*, $1,285*, $1,275*, $1,- 
260*; Nomad (8) 4-dr., $1,510*; Bel 
Air (6) 4-dr., $1,360*, $1,265*, $1,- 
260*, $1,245*, $1,170, $1,150; Bel Air 
(8) 4-dr., $1,350* (ps), $1,350*, $1,- 
325*, $1,320, $1,300*, $1,190*, $1,060; 
2-dr., $1,025; Parkwood (8) 4-dr., $1,- 


325. 
Air (8) conv., $1,225* (ps), 


"58 Bel 
$1,190* (ps); sport sedan, $980* (ps); 


(60) Special 


$120*. 
$1,- 


Brookwood (6) 4-dr., $1,045; Biscayne 
(6) 4-dr., $1,045; 2-dr., $875, 2 at 
$850, 2 at $840, $835. 

’57 Bel Air (8) sport sedan, $1,015"; 
Two-ten (8) sport sedan, $950* (ps); 
One-fifty (6) 2-dr., $600. 

'56 Bel Air (8) 4-dr., $660*. 


'55 Bel Air (6) 2-dr., $425*, $180, $425, 


$120; 4-dr., $285*, $140; sport sedan, 
$285". 

54 Bel Air 2-dr., $185; sport coupe, 
$300; Two-ten 4-dr., $110*. 


’53 One-fifty sport coupe, $200; Bel Air 
4-dr., $190*, $110; 2-dr., $135*, $110. 
°48 coupe, $115. 
CHRYSLER—'58 NY 4-dr., 
Saratoga 4-dr., $1,185* 
4-dr., $1,065* (ps). 
(Continued on Page 40, Col, 2) 


$1,360* (ps); 
(ps); Windsor 
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2-dr. hardtop, $3,550* (ps); 4-dr. hard- 





'55 Country Sedan (8) 4-dr., $400; Fair-| 7 ‘ 
lane (8) 2-dr, Victoria, $380*. { i 
© * MERCURY—’58 Monterey 2-dr. hardtop, 
$1,020" (ps). | | 
se a9 ar uc ion rices ’57 Monterey 2-dr, hardtop, $745* (ps), 
$640* (ps). ] | 
’56 Monterey 4-dr., $375* (ps). 
OLDSMOBILE—'60 (88) Super conv., $2,-| ] | 
500* (ps). 
(Continued from Page 39) ’59 (98) 2-dr, Scenic, $1,800* (ps). | | 
ri (88 u -c hardtop, e é 
'57 Saratoga 4-dr. hardtop, $725* (ps). 56 Fairlane (8) 4-dr. Victoria, $500*; PLYMOUTH_60 Savoy (6) Par, $1,490", | 
’56 Windsor conv., $585* (ps). 2-dr, Victoria, $355*; Custom (8) 4- ’59 Fury (8) 2-dr. hardtop, $1,395* (ps); | 
55 Windsor 4-dr., $325* (ps). dr., $380, $265; Fairlane 500 (8) Savoy (6) 4-dr., $910., | 
54 Windsor 2-dr, hardtop, $245* (ps). 2-dr., $245*, $230*. 58 Belvedere (8) conv., $810* (ps), | 
DeSOTO—’58 Firedome 4-dr., $1,075*. ’55 Custom (8) 2-dr., $335"; Fairlane $550*; Plaza (8) 4-dr., $585, $485. | 
’57 Fireflite 4-dr., $855*; Firesweep 2- (8) 2-dr., $155*. 57 Suburban (8) 4-dr., $765* (ps); Fury s | 
dr., $500°. IMPERIAL — ’57 Imperial 2-dr, hardtop, (8) 2-dr. hardtop, $650*; Belvedere| | wit 
'56 Firedome 4-dr., $540*. $1,140* (ps). (8) conv., $695* (ps); 4-dr., $555, 
DODGE—’'60 Matador (8) station wagen, ’56 Imperial 4-dr., $760* (ps). $470 $405. | | 
$1,700* (ps). MERCURY—’59 Montclair 4-dr., $1,600* 56 Belvedere (6) 4-dr.., $340, $330, 
‘58 Coronet (8) 2-dr. hardtop, $1,025° (pa). PONTIAC—'60 Bonneville 4-dr. ‘Vista, $2,-| | | 
(ps); conv., $770* (ps); Sierra (8) ‘57 Montclair 2-dr, hardtop, $920*; 4- 500* (ps). 
4-dr., $940* (ps). dr., $795* (ps). ’59 Bonneville conv., $1,925* (ps). | SOB -OESIGNEO | 
"57 Coronet (8) 4-dr.; $705° (ps). ‘54 Custom sport coupe, $175°. RAMBLER—'59 Ambassador (8) Custom 
’56 Coronet (8) 4-dr., $515* (ps); Royal | OLDSMOBILE — '59 (98) 4-dr. Holiday, 4-dr, hardtop, $1,065* (ps). | | 
(8) 4-dr., $450* (ps), $365* (ps). $1,950* (ps); (88) 4-dr., $1,520* (ps). 58 Ambassador (8) Custom 4-dr., $685 i i 
FORD — '59 Galaxie (8) 2-dr, Victoria, "58 (88) Super 4-dr., $1,335* (ps). '57 Custom (8) 4-dr., $610 "_ , i | 
$1,425* (ps); Country Sedan (8) 4-dr., ‘57 (88) Super 2-dr. Holiday, $960* (ps). " F I } 
$1,255*; Fairlane (8) 4-dr., $1,170"; "56 (88) 4-dr., $350* (ps), $300* (ps). 
Big Message— Ranch Wagon (8) 4-dr., $1,170; Cus- ee cae Fury (8) 2-dr. hardtop, LOS ANGELES QUALITY I 
tom (8) 4-dr., $930. .570* (ps). ” 
Recently completed, this sign may be the ’58 Thunderbird (8) 2-dr, hardtop, $1,- ’59 Savoy (8) 4-dr., $1,085* (ps), $905; sammie er Codey. Pus ae be | 
déclorshi d 960* (ps); Fairlane 500 (8) 2-dr, Vic- Belvedere (8) 4-dr., $1,900. sale of “Oct 25 ; | | 
largest at any Dodge dealership, accord- toria, $1,000* (ps); conv., $890, $830*; ‘58 Suburban (8) Deluxe 4-dr., $830*; | puscK—'59 Invicta 2-dr. hardtop, $1,880* 
ing to John H. Lander, Lander Motors, Inc., Fairlane (8) 4-dr., $875*; Custom 300 Savoy (8) 4-dr., $705*, $655*. (ps) ; obs? I L 
(8) 4-dr., $725; Ranch Wagon (8) 4- ‘57 Suburban (8) Custom 4-dr., $750*; 57 Special Estate Wagon, $1,160* (ps); i F f bead ick ° 
Atlanta. It measures 50 by 60 feet, and dr., $700* (ps). Deluxe 2-dr., $580; Belvedere (8) 4-dr, Gesture 9-ée, Biviess $860° (ps) , ree frozen beads quic ly with ex- I 
. ‘ ’57 Fairlane (8) 2-dr., $675* (ps); Ranch hardtop, $530*; 4-dr., $440*; Savoy 56 Cent Est Wa. $725* (ps): clusive Ken-Tool Bead Looseners. 
~ rss a aea eage F tl Wagon (8) 4-dr., 9050, 9000"; Custom ok, Se ee *9-dr. Riviera, $525*; Special 2-dr. Kivi. ! They provide greater leverage I 
i ; i (8) 4-dr., $625* (ps); Fairlane 500 ’55 Belvedere (8) 2-dr, hardtop, $280; “senae diame” te cae 
shown at left. Lander is national chairman {S) star’ Victoria, 496°: Custom 300 a-dr, $255°. te gee ae Relies ‘Wane. auene | loosen the most stubborn truck | 
of the Dodge Dealer Advisory Conference. (6) 2-dr., $345*. PONTIAC—’59 Bonneville 4-dr. Vista, $2,- oe ees vicke. 8466*. , tire beads quickly, easily. 
O70* (ps); Catalina conv., $1,630* $340 (Ps); 4-dr. Riviera, $465°; RM | | 
i. ’ 2-dr. Riviera, $425* (ps); Century| »—~~» aed 
’56 Chieftain 2-dr, Catalina, $450* (ps). 2-dr. Riviera, $395° (ps), $375* (ps), PATENTED 
" Me Chletinin -Bs,, G10; 4-40., 91 | 0 lean ng Dniscnae ane, Shae 1 
AUTOMOBILE DEALERS—HERE i i hy RAMBLER—'59 Rebel (8) Cross Country | C4 a Sais ae ae 
4-dr., $1,215* (ps). (ps); Seville, $3,975* (ps); de Ville |] 
} 








2,000 Time-Tested Ad Headlines 
Selected From 1,000,000 Dealer Ads* 


‘RESULT GETTING 
NEWSPAPER ADVERTISING 
MADE EASY”’ 


The Ad Idea Guide You've Been Looking For! 


“Every dealer needs this 
great new selling tool." 

J. S. “Sax” Lloyd 

Daytona Motor Co., Doytone Beach, Fic. 


vy 


“Profit-making ads for 
problems dealers have 


now!” Charles C. Freed 
Freed Motor Co., Salt Loke City, Uteh 


THIS IS IT! 


The ad guide you've been waiting for is 
available at last. And it couldn't be ready 
at a better time. In these highly competi- 
tive days, you need at your fingertips the 
tremendous idea assortment this new 56- 
page book gives, whether your ad budget 
is $100 or $100,000. 


From now on, more than ever, you'll want 
advertising that pays off, That's the kind 
of hard hitting promotion this headline- 
copy file helps you prepare. THERE'S 
NEVER BEEN ANYTHING LIKE IT! 


FIRST TIME IN AUTOMOTIVE HISTORY 


This copy file is not just another book on 
advertising; it's an investment in your 
business future. NEVER BEFORE HAVE SO 
MANY AGELESS AD IDEAS BEEN COL- 
LECTED, CLASSIFIED, PRODUCED IN A 
FORM SO EASILY USED. 


For the FIRST time you now have a pro- 
fessional-type idea-bank that can bring 
results in any market. No longer need 
you follow uncertain spur-of-the-moment 
methods, You can plan advertising with 
more confidence than ever. 


* FROM 1,000,000 DEALER ADS 

MORE THAN 1,000,000 dealer newspaper 
ads were scanned; 50,000 clipped, ana- 
lyzed; 2,000 AGELESS HEADLINE AND 
COPY IDEAS of every conceivable kind 
and description were selected for this 
great collection. 


21 TIME-SAVING, EASY-USE SECTIONS 


Each of the 21 quick-reference sections is 
unbiased, down-to-earth. No swivel-chair 
theory. Just tangible, bankabie value. This 


Helps make your advertising SELL. 


Saves you time and money every day. 
For big and small dealers, new & used. 


‘Easily worth many times 
the nominal price." 
Rob't. S. Armacost, 
4 Armacost Pontiac, inc., Kansas City, Mo 


7 


“Most useful advertising 
idea file I've ever seen.”’ 


C. E. Fribley 
Benedict Corp., Norwich, WY 


‘$595 


inexhaustible reference can make your ad- 
vertising more effective as long as you're 
in business! 


SAVES MANY TIMES ITS SMALL COST 


Even if you retain an ad agency, YOU 
make the final ad decision. The sure way 
to avoid costly errors in money and busi- 
ness is to have ideas you need WHEN 
you need them. HERE THEY ARE in com- 
pact, usable form that saves time and 
money. 


If this volume were issued as an ‘‘adver- 
tising service,"' it would come to you 
PIECEMEAL at high cost. You pay LESS 
than ', OF A CENT FOR EACH IDEA, 
get its wealth of information IN ONE 
PACKAGE. Just one result-getting ad from 
the more than 2,000 will repay the cost 
many times. 


NEXT 12 MONTHS ARE CRITICAL 


The next 12 months will be the most im- 
portant in your entire business life—and 
no bed of roses for most dealers. 


"Result-Getting Newspaper Advertising 
Made Easy" will help you meet the test 
of rough, tough selling. It will be the most 
practical and valuable reference of its 
kind you've ever owned. NO DEALER IS 
TOO BIG, TOO SMALL, TOO EXPERI- 
ENCED TO BENEFIT FROM IT. 


ORDER YOUR COPY NOW 

This summary can give only a brief idea 
of the contents of this new selling tool. 
Get your own copy to really discover how 
valuable it will be in your business. 


SO ORDER THE COPIES YOU NEED 
NOW! Fill out coupon, attach your check, 
mail today. C.O.D. if preferred. 


YOU NEED THIS BOOK—MAIL COUPON NOW 
NEW CAR DEALERS! Tested ideas you need to move cars—in ANY market. 


SALES MANAGERS! 
DEALERS' SONS! 
USED CAR DEALERS! 
AGENCY AD MEN! 
NEWSPAPERS! 


Can make your job of selling, new or used, easier. 
Authoritative information for training you want. 

Proved procedures you'll use every day to buy, seil. 
Professional-type idea file to serve dealer clients. 
Every classified and display salesman needs this file. 
ee 


' Dealer Development Associates, P. O. Box 1853, Daytona Beach, Florida 


i Please send us___ _- 
















_..copies of ‘Newspaper Advertising Made Easy"’ at the low i 


B price of $5.95 each; 2 for $11.00; 3 for $15.00. Within 10 days after receipt well 
f may return book(s) for refund if for any reason we're not completely satisfied. 


§ Firm Nome _- Se aes 
e Street Address... - - - - Seiwa 
§ City. ..-- ; 
4 By (Your Name and Position) - - - - - - - 
Bf Date___. 


Remittance enclosed. Postage free - 


I oe ante ine 


Send C.O.D. plus postage 





CHRYSLER 


STUDEBAKER—'59 Lark (6) 4-dr., $830*. 
'54 Commander (8) 4-dr., $195*. 


WILLYS—’57 Custom (6) station wagon, 
$485. 

MISCELLANEOUS—'56 Ford %-ton pick- 
up, $265. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction, Inc. Sale 


|}every Friday. Prices are for sale of Oct. 


28. Selling for the high dollar, Need more 

clean cars. Sold 75 percent of 175 consign- 

ments. 

BUICK—'59 LeSabre 2-dr., 
'55 Special 4-dr., $260*. 


$1,650* (ps). 


| CHEVROLET—’60 Corvair (6) 4-dr., $1,- 


375. 

’59 Bel Air (8) 4-dr., $1,135* (ps). 

‘58 Bel Air (8) 4-dr., $1,000; Biscayne 
(8) 2-dr., §950*; Delray (8) 4-dr., 
$735. 

'57 Bel Air (6) 2-dr., $1,010. 

"56 Two-ten (8) station wagon 4-dr., 
$610* (ps). 

"55 Nomad (8) 2-dr., $490; Bel Air (8) 
2-dr., $450, $240*. 

DeSOTO—’57 Firedome 2-dr., $570* (ps). 

'55 Firedome 4-dr., $265*. 

DODGE—’'60 Dart (8) Seneca conv., §$1,- 
450. 

’55 Coronet (8) 2-dr., $360*; 2-dr, hard- 
top, $310. 

FORD—’'61 Galaxie (8) 4-dr., $2,575*. 


‘60 Falcon (6) station wagon 4-dr., $1,- 


500; 2-dr., $1,265. 

‘59 Galaxie (8) 4-dr., $1,525*; 2-dr., 
$1,350"; Custom (8) 2-dr., $970*; 
4-dr., $915. 

"58 Custom (8) 4-dr., $805; 2-dr., $710. 


’57 Fairlane 500 (8) 4-dr., $515*; 2-dr., 
$425*; Custom (8) 2-dr., §410; 4-dr., 
$360*. 

‘56 Fairlane (8) 4-dr., $515* (ps); Cus- 


tom (6) 2-dr., $150. 
MERCURY—’'5S8 Montclair 4-dr., $520. 


‘55 Monterey 2-dr., $235. 
OLDSMOBILE — '59 (88) 4-dr., $1,525* 
(ps). 


"5S (88) 4-dr., $1,115* (ps). 
'56 (98) 2-dr., $475*. 


MISCELLANEOUS —'58 Ford Ranchero, 
$750. 
State Fair Auto Auction, Sale every 


Tuesday. Prices are for sale of Oct, 25. 
Prices still strong on good clean cars, Sold 
118 cars from 278 consignments, 
BUICK—’'59 LeSabre 4-dr,. hardtop, §$1,- 
595* (ps). 
'57 RM 4-dr, Riviera, $840* (ps), $580* 
(ps); Special 2-dr. Riviera, $690* (ps), 


$660*. 

‘56 Special 2-dr. Riviera, $525*, $510* 
(ps); RM 2-dr Riviera, $450*. 

‘55 Special 2-dr. Riviera, $375* (ps), 
$340* (ps); RM 4-dr., $305* (ps). 
CADILLAC—’'60 de Ville 4-dr. hardtop, 

$3,985* (ps). 

‘59 de Ville 4-dr, hardtop, $3,200* (ps); 
2-dr, hardtop, $3,200* (ps). 

‘58 (62) Sedan de Ville, $1,995* (ps). 
"57 (62) 4-dr. hardtop, $1,625* (ps). 
CHEVROLET—'61 Impala (8) conv., §2,- 

800* (ps). 

"60 Impala (8) conv., $2,100*. 

"59 Impala (8) 2-dr. hardtop, $1,600* 
(ps), $1,525* (ps); Biscayne (8) 4-dr., 
$1,240°*. 

’58 Impala (8) 2-dr, hardtop, $1,175* 
(ps), $1,095*; Biscayne (6) 4-dr., 
$875", $740*. 

"56 Bel Air (8) 4-dr, hardtop, $590*; 
4-dr., $370; Bel Air (6) conv., $465*; 


Two-ten (6) 2-dr., $365; One-fifty (6) 

2-dr., $330, $225. 

~59 NY 2-dr. hardtop, $1,985* 

(ps); Windsor 4-dr, hardtop, $1,680* 
(ps). 

’57 Saratoga 2-dr, hardtop, $875* 
Windsor 4-dr., $745* (ps). 

DODGE — '60 Polara (8) 4-dr. 
$2,200* (ps). 

‘58 Firedome (8) 4-dr, hardtop, $980* 
(ps); Firesweep (8) 4-dr., $945* (ps). 

‘57 Coronet (8) 4-dr., $595* (ps); Royal 
(8) 4-dr., $580". 

'56 Coronet (6) 2-dr., $380". 

FORD—’'59 Galaxie (8) 4-dr, Victoria, $1,- 
530° (ps); conv., $1,550"; Fairlane 
500 (8) 2-dr_ Victoria, $1,525*; 2-dr., 
$950*, $920*; Country Sedan (8) 4-dr., 
$1,385* (ps), $1,310*; Custom 300 (8) 
2-dr., $1,175*. 

"58 Thunderbird (8) conv., $1,800* (ps); 
Country Squire (8) 4-dr., $1,000* (ps:;; 
Fairlane 500 (8) 2-dr. Victoria, $790*, 
$700*; 4-dr., $700*; Custom 300 (8) 
2-dr., $700° (ps); Country Sedan (8) 
4-dr., $690 

'S7 Fairlane 500 (8) 
Fairlane (6) 2-dr., $675*; Custom 
(8) 2-dr., $555*; 4-dr., $555* 

56 Country Sedan (8) 4-dr., $550* (ps), 


(ps); 
hardtop, 


2-dr., $700* (ps); 


300 


$370; Fairlane (8) 2-dr Victoria, 
$520*, $460°; 4-dr, Victoria, $500", 
$460*. 





top, 2 at $3,600* (ps); (60) Special 
4-dr., $3,785* (ps), $3,460" (ps); (62) 
conv., $3,595* (ps); 4-dr., $2,985* (ps). 


"58 (62) Coupe de Ville, $2,705* (ps), 
$2,250* (ps); 2-dr. hardtop, $2,550* 
(ps); (60) Special 4-dr. hardtop, §2,- 
500* (ps). 

'56 (60) Special 4-dr., $1,335* (ps); El- 
dorado Seville, $1,095* (ps). 

55 (62) 2-dr. hardtop, $1,065* (ps); 
Coupe de Ville, $850* (ps); Eldorado 
conv., $985* (ps); (60) Special 4-dr., 


$950* (ps); (75) Limousine, $750* (ps). 


CHEVROLET—'60 Impala (8) conv., $2,-| 
235* (ps); sport coupe, $2,225*, $2,- 
200* (ps); Corvair 700 (6) 4-dr., $1,- 
635*; Corvair 500 (6) 4-dr., $1,495. 

"59 Nomad (8) 4-dr., $2,035* (ps); Im- 
pala (8) sport coupe, $1,985* (ps), 
$1,935* (ps), $1,900* (ps), $1,860*; 
sport sedan, $1,885* (ps), $1,785* (ps); 
Parkwood (8) 4-dr., $1,890* (ps); 
Biscayne (8) 4-dr., $1,540*; 2-dr., 
$1,425*; Biscayne (6) 2-dr., 2 at $1,- 
375*, $1,290; Bel Air (6) 2-dr., $1,- 


335; 4-dr., $1,280. 

’5S Impala (8) sport coupe, $1,490*; Yeo- 
man (6) 2-dr., $1,050*; Biscayne (8) 
4-dr., $1,000*; Biscayne (6) 2-dr., 
$940; Delray (8) 2-dr., $960*. 

’57 Bel Air (8) sport coupe, $1,250; sport 
sedan, $1,100*; Two-ten (8) sport 
sedan, $800*; 4-dr., $700". 

’56 Bel air (8) sport coupe, $980*, $950*; 


Bel Air (8) 4-dr., $850* (ps); sport 
sedan, $795* (ps), $390*; One-fifty (6) 
2-dr., $385. 


’55 Bel Air (8) sport coupe, $685*, $650*, 
$550*; station wagon, $625"; conv., 
$510* (ps); 4-dr., $450*°; Bel Air (6) 
4-dr., $600*; Two-ten (8) Delray, $635, 
$490*; station wagon, $540; Two-ten 
(6) Delray, $540; 4-dr., $465*; One 
fifty (6) 4-dr., $400. 


CHRYSLER—'57 NY 2-dr. hardtop, $1,350* 
(ps), $1,250* (ps); Windsor 4-dr., hard- 
top, $845* (ps). 

DeSOTO—'57 Fireflite 4-dr. hardtop, §$1,- 
040* (ps). 

DODGE—-'59 Coronet (6) 2-dr. hardtop, 


$1,350; Coronet (8) 2-dr., $1,100*. 
’57 Royal (8) 4-dr. hardtop, §785*. 
’56 Coronet (8) 2-dr., $435°. 
’55 Royal (8) 2-dr. hardtop, $535* (ps) 


FORD —’'60 Thunderbird (8), $3,190* (ps); 
Galaxie (8) Starliner, 2 at $2,050* 
(ps). 

59 Thunderbird (8), $3,175* (ps), 2 at 
$2,785" (ps), $2,700* (ps); Galaxie 
(8) 4-dr., $1,750* (ps), $1,535* (ps); 
Country Sedan (8) 4-dr., $1,670*; Fair- 
lane 500 (8) 2-dr. Victoria, $1,640* 
(ps); Ranch Wagon (8) 4-dr., $1,585*; 
Custom 300 (8) 4-dr., $1,300*; 2-dr., 
$1,250; business coupe, $1,100*. 

‘58 Thunderbird (8), $2,515* (ps), $2,- 


400° (ps), $2,345* (ps); Country Sedan 
(8) 4-dr. (9 pass.), $1,160*; Fairlane 
(8) 4-dr., $675*; Custom 300 (8) 2-dr., 
$630*, $595*. 

57 Thunderbird (8), $1,745*; Fairlane 
500 (8) conv., $900* (ps); 2-dr., $800*; 
Fairlane 500 (6) conv., $525* (ps); 
Country Sedan (8) 4-dr., $875*; Custom 


(8) 2-dr., $640; Ranch Wagon (8) 
2-dr., $560*; Fairlane (8) 4-dr., $535* 
(ps). 

‘56 Country Sedan (8) 4-dr., $605*, 
$500*, $370* (ps), $340* (ps); Fair- 
lane (8) 2-dr. Victoria, $590*; 2-dr., 
$490*; conv., $470* (ps), $390* (ps); 
Ranch Wagon (6) 2-dr., $425*; Main 
(6) 2-dr., $375. 

‘55 Country Sedan (8) 4-dr. (9 pass.), 


$540*; Fairlane (8) 4-dr., $490*, $385", 


$280*; conv., $360*; Country Squire 
(8) 4-dr., $465*; Custom (8) 4-dr., 
$410*; 2-dr., $380, $315°*. 


’54 Country Squire (8) 4-dr., $385*; Crest 
(8) 4-dr., $275*; conv., $195*; Custom 
(8) 2-dr., $200, $150; 4-dr., $175; Cus- 
tom (6) 4-dr., $135; Ranch Wagon (8) 


2-dr., $170*. 

HUDSON—'53 Jet 4-dr., $125*. 

KAISER-——’'54 Special 2-dr., $115. 

IMPERIAL ‘58 Imperial 4-dr. hardtop, 
$3.110* (ps), $2,235* (ps). 

LINCOLN —’'58 Premiere 4-dr. hardtop, $2,- 
165* (ps). 

MERCURY—'57 Montclair 2-dr. hardtop, 
$975* (ps); Monterey 2-dr., $850*, 
$700°*. 

"55 Monterey 2-dr. hardtop, $535*, $485*, 
$480°, $450* (ps), $375* (ps); Mont- 
clair 2-dr., $460* (ps), $310* 

OLDSMOBILE'60 (88) Super 4-dr. Holi- 
day, $2,810* (ps); (88) 4-dr., $2,435* 
(ps); 2-dr. Scenic, $2,380* (ps) 

"59 (98) 2-dr. Scenic, $2,140* (ps); (S88) 
2-dr. Scenic, $2,035* (ps); 4-dr. Holi- 
day, $1,985* (ps). 

"5S (88) Fiesta 4-dr.. $1,735* (ps) 

'57 (88) 2-dr. Holiday, $995* (ps), $755* 
(ps). 

"56 (88) 2-dr. Holiday, $750*: 4-dr., 
$550*. 

(Continued on Page 41, Col. 1) 








| SEE YOUR JOBBER on the complete 
line of Job-Designed Ken-Tools. 
I Forged by the largest exclusive manu- 
I facturer of top-quality Tire-changing 
] Tools and Equipment. THE KEN- 
| TOOL MFG. CO., AKRON 5, OHIO. 
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Farm Tractor 
Bead Loosener 


T-26 A. 
Truck and Bus 
Bead Driving Iron 





T-26 B 


Impact Truck 
Tire Bead Breaker 
(Superior Design) 


TIME CHANGING 
TOOLS KNOWN, USED 
AROUND THE WORLD 
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TALK TURKEY TO 
TRUCK OWNERS 


MRN list of California 
truck registrations tells 
owner name, address, 
make, number cylinders, 
body style, the unladen 
weight, motive power, 
etc. Available by fleet, 
company, make, model, 
locality. Dept. E, Motor 
Registration News of 
California, 523 E. 14th 
Street, Oakland 6, Calif. 
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AUTO TURNTABLES 


Low priced. Portable. Move anywhere. Plug in. 
For indoor or outdoor display. Set up in 20 
minutes, Write for free illustrated literature. 


Also Available 
POSTS and 
r ROPE RAILINGS 


AMER-STAGE CO. 
805 East 134 St. 
New York 54, N. Y. 
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4-dr., $475. $2,150* (ps); Biscayne (6) 2-dr., $1,- $435*; Main (8) 4-dr., %$430*; Ranch 
‘57 Belvedere (8) 2-dr, hardtop, $680* 565; Corvair (6) 4-dr., $1,480*, Wagon (6) 2-dr., $250. 
« e (ps); conv., $665* (ps); Plaza (6) 4- "59 Impala (8) sport sedan, $1,590* ‘55 Fairlane (8) 4-dr., $350*; Custom 
dr., $475. (ps), $1,550* (ps); Bel Air (8) sport (8) 2-dr., $260, $230; Custom (6) 2- 
Used-( ar Auction Prices '56 Suburban (8) 2-dr., $525* (ps); 4- sedan, $1,400*, $1,385" (ps), $1,350° dr., $190; 4-dr., $160. 
dr., $300*; Plaza (8) 4-dr., $300*. (ps); 4-dr., $1,400* (ps), $1,200*, 2 54 Custom (8) Ranch Wagon 2-dr., 





(Continued from Page 40) 
54 Ranch Wagon (8) 2-dr., $175, $150; 


'55 (98) 4-dr. Holiday, $695* (ps); 2-dr. 
Holiday, $545* (ps); 4-dr., $450* (ps); 
(88) 2-dr. Holiday, $575* (ps), $535*, 
$450*; 4-dr., $450° (ps); (88) Super 
4-dr., $485* (ps). 

PACKARD—’48 hearse, $200. 
PLYMOUTH—’60 Suburban (6) 2-dr., $1,- 
755, $1,600. 

’59 Belvedere (8) 2-dr. hardtop, $1,385*; 
Suburban (8) 4-dr., $1,290*. 

"58 Belvedere (8) 4-dr. hardtop, $900* 
(ps); 2-dr. hardtop, $850* (ps), ‘$830* 
(ps); conv., $850* (ps); Savoy (8) 
2-dr., $710; Plaza (8) 2-dr., $635*. 

’57 Suburban (8) 4-dr., $970* (ps); 2-dr., 


$575*; Belvedere (6) 2-dr., $625*; 
Savoy (8) 4-dr., $535*; Plaza (8) 
business coupe, $485*. 

'56 Savoy (8) 2-dr. hardtop, $460*; 
Suburban (8) 2-dr., $450*. 

°65 Belvedere (8) 2-dr., $385". 


PONTIAC—'59 Bonneville sport coupe, $2,- 
335* (ps); Catalina 4-dr. Vista, $1,- 
885* (ps). 

"56 Star Chief 2-dr. Catalina, $590*; 4- 
dr. Catalina, $355*. 

'55 Chieftain 2-dr. Catalina, $530*; 2-dr., 
$385*, $200*; Star Chief 4-dr., $275*. 

RAMBLER—’59 Super (8) Cross Country, 
$1,690* (ps). 

"56 Custom Cross Country, $785*. 

’55 Custom Cross Country, $475*. 

MISCELLANEOUS—’60 Ford (6) 
%-ton pickup, $1,400. 

*59 Chevrolet (6) El Camino, $1,500. 

*58 Ford (6) F-100 %-ton pickup, $725. 

‘57 Ford (8) Ranchero, $865*, $835*; 
(6) %-ton pickup, $650; Chevrolet (8) 
%-ton pickup, $830; Dodge (8) %- 
torn pickup, $685. 

’56 Ford (8) F-250 %-ton pickup, $620, 
$535. 

’55 Chevrolet (8) 
(6) %-ton pickup, 
(8) %-ton pickup, 
$465. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction, Sale 
every Thursday. Prices are for sale of 
Oct. 27. Market steady except slightly 
lower on '58-'59 and '60 models. Consign- 
ment was excellent and sales were good 
as the dealers were cashing their units in 
at the current market prices. 
BUICK—'59 Electra 4-dr. hardtop, $2,125* 


F-100 


%-ton flatbed, $705; 
$550, $535*; Ford 
$540; Willys Jeep, 


(ps); Invicta 2-dr. hardtop, $1,750* 
(ps); LeSabre conv., $1,725* (ps); 4- 
dr., $1,675* (ps) 

’58 Super 2-dr. Riviera, $1,170* (ps); 
Special 2-dr. Riviera, $960* (ps); 4- 
dr., $935*. 

"57 Special 4-dr. Riviera, $755* (ps); 
4-dr., $690* (ps); Estate Wagon 4-dr., 
$700*; conv., $665* (ps), $630* (ps); 
RM 4-dr. Riviera, $765* (ps); Century 
2-dr., $745* (ps). 

56 Special 4-dr. Riviera, $525*; 4-dr., 
$525* (ps); 2-dr. Riviera, $490*, $480*, 
$475* (ps), $395*, $335*; RM 4-dr., 
$520* (ps), $515 (ps); Super 4-dr. 
Riviera, $505* (ps). 

‘55 Super 2-dr. Riviera, $465* (ps); 4- 
dr., $300* (ps); Special 2-dr. Riviera, 
$430*; RM conv., $400* (ps); 2-dr, 
Riviera, $355* (ps); 4-dr., $305* (ps); 
Century 2-dr. Riviera, $350*°; 4-dr. 
Riviera, $285. 

CADILLAC—’'59 de Ville 4-dr. hardtop, 


$3,400* (ps); (62) conv., 43,325* (ps). 
"58 (62) 4-dr. hardtop, $2,300* (ps), $2,- 
150* (ps), $2,145* (ps), $2,135* (ps); 
Sedan de Ville, $2,275* (ps), $2,035* 
(ps); 2-dr. hardtop, $1,950* (ps). 
’57 (62) 4-dr. hardtop, $1,720* (ps), $1,- 


650* (ps), $1,530* (ps); Sedan de 
Ville, $1,675* (ps); 2-dr. hardtop, 
$1,575* (ps). 
"55 (62) Coupe de Ville, $905* (ps); 
2-dr., $775*. 


'54 (62) 4-dr., $660* (ps), $600* (ps). 
CHEVROLET—’60 Impala (8) 2-dr. hard- 
top, $2,055* (ps); Corvair (500) (6) 4- 
dr., $1,500*. 

'59 Impala (8) 4-dr., $1,675*; Impala 
(6) conv., $1,510*; Bel Air (8) 4-dr. 
hardtop, $1,625* (ps); Parkwood (8) 
4-dr., $1,480* (ps); Brookwood (8) 4- 
dr., $1,425*. 

"58 Bel Air (8) 4-dr. 
(ps); 4-dr., $875* (ps); 
(ps), $875; Brookwood (8) 
090* (ps). 

'57 Bel Air (8) conv., 
tion wagon 4-dr., $775* 
(8) station wagon 4-dr., 
Two-ten (6) 4-dr., $455*; 
(6) 2-dr., $510. 

'56 Bel Air (8) 2-dr. hardtop, $745*; 
Two-ten (8) 2-dr., $625*; station wag- 
on 4-dr., $545°*. 


hardtop, $1,145* 
conv., $975* 
4-dr., $1,- 


$960* (ps); sta- 
(ps); Two-ten 
$850* (ps); 
One-fifty 


55 Bel Air (8) 4-dr., $640*° (ps); 2-dr. 
hardtop, $600*; conv., $540*; Two-ten 
(6) 4-dr., $425*. 

CHRYSLER '57 Windsor 4-dr., $950* 
(ps). 

'55 NY 4-dr., $470* (ps). 

DeSOTO—'57 Firesweep 2-dr, hardtop, 
$720* (ps), $675*; Fireflite 4-dr., 
$710* (ps). 

'55 Firedome 4-dr., $355*. 
'54 Powermaster 2-dr., $215*. 

DODGE '56 Coronet (8) 4-dr., $500, 
$350*, $250. 

’55 Suburban (8) 2-dr., $390* (ps), 


FORD—'60 Thunderbird (8) 2-dr. hardtop, 
$3,375* (ps); Galaxie (8) 4-dr., $2,010* 
(ps); conv., $1,950* (ps), $1,800* 
(ps); 2-dr. Victoria, $1,925* (ps). 

’59 Galaxie (8) skyliner, $1,595* (ps), 
$1,500* (ps); Ranch Wagon (8) 4-dr., 
$1,485* (ps); Ranch Wagon (6) 2-dr., 
$1,150*; Custom 300 (8) 2-dr., $990*; 
Custom 300 (8) 4-dr., $875. 

"58 Thunderbird (8) conv., $2,020* (ps); 
Fairlane 500 (8) skyliner, $1,110* 
(ps); 4-dr. Victoria, $955* (ps), $870* 
(ps), $830* (ps); 2-dr. Victoria, $805* 
(ps); conv., $795* (ps); Fairlane (8) 
4-dr, Victoria, $835*; Country Sedan 
(8) 4-dr., $975* (ps); Custom 300 (8) 
4-dr., $920*, $900; Custom (8) 4-dr., 
$790; Custom (6) 2-dr., $455 

’57 Fairlane 500 (8) 4-dr., $880* (ps); 
4-dr. Victoria, $770*; 2-dr. Victoria, 
$605* (ps); Custom (8) 2-dr., $680*; 
Ranch Wagon (8) 2-dr., $620*, $610*; 
Ranch Wagon (6) 2-dr., $575*. 

"56 Country Sedan (8) 4-dr., $530", 
$450* (ps); Fairlane (8) 4-dr., $460*; 
conv., $450*, $425; Ranch Wagon (8) 
2-dr., $460* (ps), $400, $355; Custom 
(8) 4-dr., $410; 2-dr., $300. 

"55 Fairlane (8) 4-dr. Victoria, 
(ps); 2-dr. Victoria, $445*; 2-dr., 
Ranch Wagon (8) 2-dr., $350. 


$505* 
$395; 


Custom (8) 2-dr., $175*, $155; Main 
(8) 4-dr., $100. 
'53 Custom (8) 2-dr., $255; 4-dr., $205*; 


Crest (8) 2-dr. Victoria, $160*. 


IMPERIAL—'57 Imperial 4-dr., 
(ps). 
"54 Imperial 2-dr. hardtop, $355* (ps). 
LINCOLN—’59 Continental Mark IV 4-dr., 
$3,000* (ps). 
‘58 Premiere 4-dr. hardtop, $1,530*; 
Capri 4-dr. hardtop, $1,500* (ps). 
’56 Premiere 4-dr., $715* (ps). 
MERCURY—’58 Monterey 2-dr., $720*. 


$1,100* 


’57 Colony Park 4-dr, (9 pass.), $900* 
(ps), $835* (ps); Monterey 2-dr., 
$660". 

°56 Monterey 4-dr., $530* (ps), $500; 
Custom 4-dr., $450*. 

’55 Montclair 4-dr., $375*; Monterey 2- 
dr., $345*; 4-dr., $275*. 

OLDSMOBILE—’59 (98) 4-dr. Holiday, 
$2,250* (ps). 

"58 (88) Super 4-dr., $1,240* (ps); (88) 
4-dr. Holiday, $1,090* (ps). 

’57 (88) Super conv., $935* (ps). $745* 


(ps), $725* (ps); Fiesta 4-dr. hardtop, 
$785* (ps); (88) 4-dr., $725*. 

’56 (88) 2-dr. Holiday, $615* (ps), $605* 
(ps); 2-dr., $340*. 

'55 (88) Super 2-dr. Holiday, $495* (ps); 
4-dr., $280*; (88) 4-dr. Holiday, $385* 


(ps). 
PLYMOUTH—’59 Savoy (6) 4-dr., $985; 2- 
dr., $965*; Suburban (8) 4-dr., $885". 
"58 Suburban (8) 2-dr., $660; Plaza (6) 


tre OFiginal 
equipment 
precision... 


55 Savoy (6) 4-dr., $340, $305; Savoy 
(8) 2-dr., $270; Plaza (6) 2-dr., $255; 
Plaza (8) 2-dr., $150*; Belvedere (8) 
4-dr., $220*. 


PONTIAC—’57 Chieftain 4-dr., $700* (ps). 


'56 Chieftain 2-dr. Catalina, $490* (ps), 
$475*, $430; Star Chief 4-dr, Cata- 
lina, $480; 2-dr, Catalina, $450* (ps). 

‘55 Chieftain 2-dr. Catalina, $505*. 

RAMBLER—’61 Classic (6) 4-dr., $2,- 
200*. 

'59 American (6) Deluxe station wagon 

2-dr., $840. 


‘56 Custom 4-dr, hardtop, $660*; Super 
4-dr., $465; station wagon 4-dr., $455. 


STUDEBAKER—’60 Lark (6) 4-dr., §$1,- 
200, $1,140. 
"59 Lark (6) 2-dr., $810. 


55 Commander 4-dr., $330. 
MISCELLANEOUS—’57 Ford (8) Ranch- 
ero %-ton pickup, $525*, 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc, Auction every 
Wednesday. Prices are for sale of Oct. 26. 


BUICK—’60 LeSabre 4-dr., $2,000* (ps), 
$1,900*. 
’59 Invicta Estate Wagon 4-dr., $1,850* 
(ps). 
57 Special 4-dr., $750*; Century 4-dr., 
$625* (ps). 


'56 Super 4-dr. Riviera, $500* (ps). 

55 Special 4-dr., $480*, $300; Estate 
Wagon 4-dr., $400*; Super 4-dr., $375* 
(ps); RM 4-dr., $220* (ps). 

CADILLAC—’59 (62) 2-dr. hardtop, $3,- 
005* (ps). 
’55 (62) conv., $855* (ps). 
CHEVROLET — '60 Parkwood 
$2,200*, $2,135*; Impala (8) 


(6) 4-dr., 
conv., 





eee Of Brand New 


Holley 


and Pep Kit Parts Assures 
Customer Satisfaction 


When you sell a Holley Pep Carburetor 
or use Holley Pep Kit parts for a minor 
carburetor overhaul, you’re doing more 
than making a sale. You’re giving your 
customer components of new-car quality 
and assurance of dependable performance. 


Holley Pep Carburetors for Ford-built 
and American Motors cars are brand 
new, and manufactured to the same 
exacting specifications as Holley Original 
Equipment Carburetors. And Pep Kits 
contain genuine Holley parts identical 


with those they 


sell Holley with confidence—its original 
equipment precision is your assurance of 
customer satisfaction. 





Pep Carburetors— 
Engineered to Original 
Equipment Specifications 


Pep Carburetors 


~~ 


replace. You can always 


TE LINE OF CARBURET! 
AND IGNITION EQUIPMENT y, 
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Pep Carburetor Kits 
— Original Equipment 
Parts for Minor Overhaul 


Genuine Holley 
ignition Equipment 


at $1,325*; Bel Air (6) 4-dr., $1,400* 
(ps); Biscayne (8) 4-dr., $1,150*; Bis- 
cayne (6) 2-dr., $1,080. 

’58 Bel Air (8) sport sedan, $1,160* (ps); 
Bel Air (6) 4-dr., $1,035*; Biscayne 
(6) 4-dr., $1,010*, 

'57 Bel Air (8) conv., $950* (ps); sport 
sedan, $915*; Bel Air (6) 4-dr., $790; 
Two-ten (8) sport coupe, $950*; 2-dr., 
$590*; Two-ten (6) 4-dr., $700, $655*; 
=" (6) station wagon 2-dr., 

0 


56 Bel Air (8) 2-dr., $575*; sport se- 
dan, $525*; Two-ten (8) station wag- 


on, $565; 2-dr., $500, $320; 4-dr., 
$470*. 

‘55 Bel Air (8) 4-dr., $600*; conv., 
$600*; Two-ten (6) 2-dr., $475; Two- 


ten (8) 2-dr., $315*, $240*. 


CHRYSLER — '55 Windsor 4-dr., $335* 
(ps); NY 4-dr., $120* (ps). 
DeSOTO—’57 Firesweep 4-dr., $630*, $615* 


(ps). 
DODGE—’58 Coronet (8) conv., $835* 
(ps); 4-dr, hardtop, §755*. 

"56 Sierra (8) 4-dr., $485*. 

'54 Coronet (8) 4-dr., $150. 
EDSEL—’58 Citation 4-dr. hardtop, $710*. 
FORD—’59 Galaxie (8) conv., $1,560* 

(ps), 3 at $1,550; Fairlane 500 (8) 4- 


dr., $1,300*, $1,095*; Custom 300 (8) 
4-de., $1,050; Custom (6) 2-dr., $1,- 
010. 

‘58 Fairlane (8) 4-dr., $850*%; Custom 


300 (6) 2-dr., $685. 
’57 Country Squire (8) 4-dr., $980* (ps); 
Fairlane 500 (8) 4-dr., $700*; Coun- 


try Sedan (8) 4-dr., $565* (ps); Cus- 
tom 300 (6) 4-dr., $560*; DelRio (8) 
2-dr., $530*, 

"56 Custom (8) 2-dr., $450%; conv., 


hd 





>» 





Genuine Holley 
Voltage Regulators 


$165; conv., $155. 


MERCURY—’55 Custom station wagon 4- 
dr., $420*; 4-dr., $205. 


OLDSMOBILE — ’60 (98) 4-dr. Holiday, 


$2,600* (ps); (88) Super conv., $2,- 
350* (ps). 

’58 (88) 4-dr. Holiday, $810*. 

"57 (88) Super 4-dr., $755* (ps); (88) 
2-dr. Holiday, $670*. 

"56 (88) 2-dr. Holiday, $650* (ps). 

"55 (98) conv., $350* (ps); (88) 2-dr. 


Holiday, $270* (ps), 

PACKARD—’53 Clipper 4-dr., $195* (ps). 
PLYMOUTH—’56 Plaza (8) 2-dr., $360*; 
Suburban (6) Custom 4-dr., $295. 

’55 Belvedere (8) 2-dr., $225*. 
PONTIAC — ’'60 Catalina 4-dr., $1,775* 

(ps). 
'655 Chieftain station wagon 4-dr., $300. 
RAMBLER—’59 American (6) 2-dr., $975. 
‘58 Super (6) Cross Country 4-dr., §$1,- 
100°. 
’56 Super (6) Cross Country 4-dr., $500*, 
$430. 


KANSAS CITY, MO. 


K, C. Automobile Auction Co., Inc., Sale 
every Wednesday. Prices are for sale of 
Oct. 26. 

BUICK—’59 LeSabre 4-dr., $1,650* (ps). 
’57 RM 4-dr. Riviera, $930* (ps), $780* 
(ps). 

’56 Super 4-dr. Riviera, $690*; RM 4-dr. 
Riviera, $480* (ps); Special 2-dr. Rivi- 
era, $592*. Pm 


CADILLAC—’60 (62) 
175* (ps). 

CHEVROLET—’60 Impala (8) 4-dr. hard- 

(Continued on Page 43, Col. 1) 


4-dr. hardtop, 
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Cadillac Renews Pact— 


C. A. Flynn, general manager, Warren- 
Cadillac, Inc., Minneapolis, looks on as 
George W. Harrison, Cadillac Minneapolis 
district sales manager, congratulates H. E. 
Warren, Warren-Cadillac president, upon 
renewal of the firm's five-year distributor 


contract. 
* * * 


Warren Renews 
Distributor Pact 
With Cadillac 


MINNEAPOLIS.—H. E. Warren, 
president, Warren-Cadillac, Inc., 
here, has received a five-year re- 
newal of his distributorship con- 
tract with Cadillac. 


A distributor since 1942, Warren 
does an $11-million-a-year business 
as a wholesale and retail Cadillac 
dealer. 

Over the past 18 years, Warren- 
Cadillac has expanded to include 
44 dealers in 102 counties in Minne- 
sota, Wisconsin and South Dakota. 
Sales range from 1,100 to 2,000 units 
a@ year. 

The firm’s facilities, valued at 
more than a million dollars, cover 
one square block. The dealership 
employs 125 persons. 

Warren has served as president 
of the Minnesota Automobile Deal- 
ers Assn. and has been president 
of the St. Paul dealer group. He 
also managed the St. Paul Auto 
Show for several years. 


Saab Turns Out 
Racing Car 


NEW YORK.—An experimental 
Formula Jr. racing car has been 
constructed by the Saab factory in 
Trollhattan, Sweden. 

The front-wheel-drive racer has 
an 841-c.c. Saab engine mounting 
dual carburetors and turned to de- 
velop almost 70 horsepower, Saab 
said. The engine is mounted on its 
side and the radiator is mounted 
far forward. Instead of the usual 
load-bearing tubular frame, the 
Saab racer uses a stressed-skin 
body of light sheet steel which sup- 
ports the entire car. Overall weight 
is 836 pounds, with the body weigh- 
ing only 97 pounds. 

Saab said it would be several 
months, at least, before any deci- 
sion would be made regarding race 
participation. 


Getting Out Vote 


Dealer’s Car Aids Drive 


For Registrations 


DAYTON, O.—Stomps Chevrolet 
had a hand in swelling the rolls of 
those eligible to vote in Montgomery 
County. 

During a registration campaign 
recently, Stomps loaned the Citizens 
for Kennedy and Johnson organiza- 
tion here a 1960 station wagon. 

Robert Monnig, committees co- 
ordinator for the Kennedy-Johnson 
group, said the car was responsible 
for approximately 1,000 registra- 
tions. 

“A lot of people, particularly old 
folks, would drop around to our 
headquarters to ask if this was the 
place to register,” said Monnig. 
“We'd say no but that we'd be glad 
to take them immediately to the 
board of elections if they’d care to 
register.” 

The wagon carried two signs, one 
a Kennedy-Johnson placard, and 
the other a “Courtesy of Stomps 
Chevrolet” advertisement. 


Ametnilocn Chevrolet Closes 


WILLMAR, Minn. — Amundson 
Chevrolet here has gone out of 
business. 
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conv., $2,369; 2-dr, 


$2,572; 5-dr. 3-seat 


165; 4-dr. 2-seat stat. 
tom—4-dr, sed., $2,109; 2-dr. sed., $2,060; 
2-seat 


Current Prices on U. S. Cars $2,205; 4-dr. 2-seat ‘stat, wag., 


Custom Six—4-dr. sed., 


Classic—Deluxe Six—4-dr 
4-dr. 2-seat stat. wag., $2,437. Super Six— 
4-dr, sed., $2,268; 4-dr, 2-seat stat, wag., 
wag., 
$2,413; 4- 


stat, 


stat, 


sed., 


wag., $2,214. Cus- 


wag., 


$2,344. 


$2,098; 


$2,697. 
dr, 2- 


The following prices include the sug- | $2,536; 4-dr, hardtop, $2,662; 2-dr, hard-) $4,159; 2-dr. hardtop, $4,083; conv., $4,-| seat stat. wag., $2,717; 5-dr, 3-seat stat. 


gested base factory list prices, Federal | top, $2,597; starliner 2-dr, hardtop, $2,-| 362. (Hydra-Matic, power steering, power wag., $2,842. Super V-8—4-dr. 


sed., $2,- 


excise tax amounts and suggested dealer | 597; conv., $2,847, Station Wagons—2-dr. | brakes standard on Series 98.) . 

dclivery-and-handling charges. Not in- | 2-seat Ranch Wagon, $2,986; 4-dr. 2-seat| | PLYMOUTH — Valiant — V-100 — 4dr. Sans aol, ane, ween Stee VO. 
luded variable items passed c agon, $2,656; 4-dr, 2-seat Country | sed., $2,014; 2-dr. sed., $1,953; 4-dr. 2-seat | 4. ‘ » Sede 2. 

the retail buyer, such as State and local | Sedan, $2,752; 4-dr, 2-seat Country Sedan, | stat. wag., $2,327. V-200-—4-dr. sed., $2,- oasis: Bae Sane a “oo "201" 


oe aa charges and op- eeaas e: a Sor trate Gah $2,-| 110; 2-dr. hardtop, $2,137; 4-dr. 2-seat Ambassador—Super V-8—4-dr, sed., $2,- 
fonal 5 et ; 4-dr, 3-seat Country Squire, $3,011. stat. wag., $2,423. or % 2 ; ° iadie 
(Copyright, 1960, by Automotive News) IMPERIAL—Custom—4-dr. hardtop, $5,-| (The following prices are for six-cylinder | 3 seat ctat~ oan oes on Caer VO 

1961 MODELS 109; 2-dr. hardtop, $4,922.50, Crown—4-dr. | models. For V-8s, add $119.) Savoy—4-dr.| 4-dr sed., $2,682: 4-dr. 2-seat stat. wag., 


BUICK—Special — Standard 4-dr. sed.,| hardtop, $5,647; 2-dr. hardtop, $5,403; | sed., $2,310; 2-dr. sed., $2,260. Belvedere—| 2 986: 5-dr. 3-seat stat. wag., $3,111. 


$2,384; deluxe 4-dr. sed., $2,519; standard| COMV., $5,773.50. LeBaron—4-dr, hardtop, | 4-dr. sed., $2,439; 2-dr. sed., $2,389; 2-dr. 


4-dr. 2-seat stat. wag., $2,654; deluxe 4-dr, | $6,426. (TorqueFlite, power steering, power | hardtop, $2,461. Fury—4-dr. sed., $2,575;| sTUDEBAKER—Lark Deluxe Six—4-dr. 


2-seat stat. wag., $2,789. brakes standard on all models.) 4-dr. hardtop, $2,656; 2-dr. hardtop, $2,- + Qe * 2. 
LeSabre—4-dr. sed., $3,107; 2-dr. sed., MERCURY—(Meteor 600 and Meteor 800| 599. Station Wagons—2-dr. 2-seat Deluxe, ood wae te aio: kee “aaaak os on, 
$2,993; 4-dr. hardtop, $3,228; 2-dr. hard-| Prices are for six-cylinder models, For| $2,602; 4-dr. 2-seat Deluxe, $2,668; 4-dr.| §9 370, Lark Regal Six--4-dr, sed., $2,155; 
top, $3,152; conv., $3,382; 4-dr. 2-seat| V-88, add $116.) Meteor 600—4-dr. sed.,|2-seat’ Custom, $2,761. Plymouth V-8—|5-dr hardtop, $2243; conv., $2,594: 4-dr. 
stat. wag., $3,623; 4-dr. 3-seat stat. wag., | $2,471; 2-dr. sed., $2,417. Meteor 800 —| (On the following models, a V-8 engine| 2-seat stat. wag., $2,520. Lark Deluxe V-8 


$3,730. Invicta—4-dr. hardtop, $3,515; 2-dr.| 4-dr. sed., $2,649; 2-dr, sed., $2,595; 4-dr.| is standard and a six-cylinder engine is —4-dr. sed., $2,140; 


2-dr, 


sed., 


$2,070; 


hardtop, $3,447; conv., $3,620. Electra——| hardtop, $2,721; 2-dr, hardtop, $2,656.| not available). Fury V-8—Conv., $2,967./| 9. . . a 2. 
4-dr. sed., $3,825; 4-dr. hardtop, $3,932;| Monterey V-8 —4-dr. sed., $2,869; 4-dr.| Station Wagon V-8—4-dr. 3-seat Custom, oar’ meme $2,500. "Lark Regal V-d-4-dr. 


2-dr. hardtop, $3,818. Electra 225—4-dr.| hardtop, $2,941; 2-dr,_ hardtop, $2,876; | $2,990; 4-dr, 2-seat Sport, $3,024; 4-dr. ; 2. : y 

hardtop, $4,350; conv., $4,192. (Turbine| conv., $3,126. Station Wagons—Commuter | 3-seat Sport, $3,134. : : 52,680, 4d "San oak ag. $2,658, 

Drive transmission standard on all models. | Six 4-dr, 2-seat, $2,806; Commuter V-8 PONTIAC—Tempest—4-dr. sed., $2,167; Lark Cruiser V-8—4-dr. sed., $2 458 Hawk 

Power steering and power brakes standard | 4-dr. 2-seat, $2,922; Colony Park V-8 4-dr.|4-dr. 2-seat stat. wag., $2,438. V¥-6—Sport coupe, $2,650. .##. 

on Electra and Electra 225.) 2-seat, $3,118. Catalina—4-dr, sed., $2,702; 2-dr. sed.,| — y ae - 
CADILLAC — Series 62 — 4-dr. hardtop OLDSMOBILE — F-85 — Standard 4-dr. | $2,631; 4-dr. hardtop, $2,842; 2-dr. hard- 

(short deck), $5,080; 4-dr. hardtop (flat|sed., §2,384; deluxe 4-dr. sed., $2,519:|top, $2,766; conv., $3,078; 4-dr. 2-seat 1960 MODELS 

roof or sloping roof), $5,080; 2-dr. hard-| standard 4-dr. 2-seat stat. wag., $2,654;/ stat. wag., $3,099; 4-dr. 3-seat stat. wag., FORD—Thunderbird (V-8  std.),—2-dr, 

top, $4,892; conv., $5,455; Sedan de Ville| deluxe 4-dr. 2-seat stat. wag., $2,789. $3,207. Ventura—4-dr. hardtop, $3,047; 2-| hardtop, $3,755; conv., $4,222. 

4-dr. hardtop (flat roof or sloping roof), Dynamic 88—4-dr. sed., $2,900; 2-dr.| dr. hardtop, $2,971. Star Chief—4-dr. sed., LINCOLN—Lincoin—4-dr. sed., $5,441; 

$5,498; Coupe de Ville 2-dr. hardtop, $5,-| sed., $2,835; 4-dr. hardtop, $3,034; 2-dr.| $3,003; 4-dr. hardtop, $3,136. Bonneville—| 4-dr. hardtop, $5,441; 2-dr, hardtop, $5.- 

252; Eldorado Biarritz conv., $6,477. 60| hardtop, $2,956; conv., $3,284; 4-dr. 2-seat|4-dr. hardtop, $3,331; 2-dr. hardtop, §$3,-| 253. Premiere—4-dr. sed., $5,945; 4-dr. 

Special—4-dr. hardtop, $6,233. Series 75—| stat. wag., $3,363; 4-dr. 3-seat stat. wag., | 255; conv., $3,476; 4-dr. 2-seat stat. wag.,| hardtop, $5,945; 2-dr. hardtop, $5,698. 

8-pass. sed., $9,533; limousine, $9,748. | $3,471. Super 88—4-dr. sed., $3,176; 4-dr. | $3,530. Continental—4-dr. sed., $6,845.30; 4-dr. 

(Hydra-Matic, power steering, power! hardtop, $3,402; 2-dr. hardtop, $3,325; RAMBLER—American—Deluxe — 4-dr.| hardtop, $6,845.36; 2-dr. hardtop, $6,- 


brakes standard on all models.) conv., $3,592; 4-dr. 2-seat stat. wag., $3,-| sed., $1,894; 2-dr, sed., $1,845; 2-dr. 2-seat | 598.30; conv., $7,056.20; town car, $9,208; 


CHEVROLET—Corvair—Series 500—4-dr. | 665; 4-dr. 3-seat stat. wag., $3,773. Series stat. wag., $2,080; 4-dr, 2-seat stat. wag.,| limousine, $10,230. (Automatic 


transmis- 


sed., $1,974; coupe, $1,920; 4-dr. 2-seat| 98—4-dr. sed., $3,887; 4-dr. hardtop (slop-| $2,129. Super—4-dr. sed., $1,979; 2-dr.| sion, power steering, power brakes, radio, 
stat. wag., $2,266. Series 700—4-dr. sed., ing roof), $4,021; 4-dr. hardtop (flat roof), |sed., $1,930; 2-dr. 2-seat stat, wag., $2,-| heater standard on all models.) 





$2,039; coupe, $1,985; 4-dr. 2-seat stat. 
wag., $2,331. Monza 900 — Sport coupe, 
$2,201. Greenbrier—-Sport Wagon, $2,651. 
(The following prices are for six-cylin- 
der models, For V-Ss, add $107.) Biscayne 
—4-dr. sed., $2,316; 2-dr. sed., $2,262; 
utility sed $2,175. Bel Air—4-dr. sed 


New Commercial-Car Registrations, 


Sat Fe. St ett Sent 38 States for Eee 1960-1959 


dr. sed., $2,590; 2-dr. sed., $2,536; 4-dr. 
hardtop, $2.662; 2-dr. hardtop, $2,597; 








































































































conv., $2,847. Station Wagons—4-cr. 2-seat Truck istrations by states are 
tie $2,653; aoe —- yy rs ze weeny. as — Brock- Stude- 
wood, ’ ; 4-dr. 2-seat Parkwood, §$2,- a representatives in mond Whi * 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr.|] state capitals. — Mack | baker to | Willys | Misc. 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, 
$2,992. Corvette—Conv. (V-8 std.), $3,934. 22 States Previously Reported ‘60 19| 5628 64; 1049! 6778 1840; 2965) 302) 175 274| 991) 880; 20965 
CHRYSLER—Newport—4-dr. sed., $2,-| For September '59| 24| 5459 95| _975| 7170} 1683] 3itl| ~— 448] 153 357| 1026 1026) - 21527 
964; 4-dr, hardtop, $3,104; 2-dr, hardtop, | 77 . ‘ol | 443! 1 42) 475] «121| —«WA6| 1 2| 2| 5) «9|—«sta72 
$3,025; conv., $3,442; 4-dr, 2-seat stat. ansas 59 653 9| 2 $82| 158 191] 3 10) nH 14| 17) 1830 
wag., $3,541; 4-dr, 3-seat stat, wag., $3,-!/ — te a Nata - S 4 : , 
622. Windsor -—— 4-dr, sed., $3,218; 4-dr.| Connecticut "60 | 89| 2; ay SCt«éSSY] 82; 124} 10! 2) 12) 39) 68 553 
hardtop, $3,367; 2-dr. hardtop, $3,303. New | ‘59| 4) 59 I 29) 99 $3 122 6 2) 21) 42 43 49\ 
Yorker—4-dr, sed., $4,123; 4-dr, hardtop, | Fi5-ida —e r ~ 60 | 540) ry 57: +910 181) 283 | 44) 10! 92) 99 231 2452 
en a: Se See eens vee pe eta | a 8} _—73|_~—«*1035 273 200| 56| 17| 53| 125| 211} _—-2644 
S-eeat stat, wag, $4871, 360-G.-2-dr, | Ceorgia "60 528 2) (123) 687| «i586 | «78 4 13) 5) 2i;47|~—=«WN 764 
Sas dees Tae '59| se 150! 159} 26| 6} 20 23 77| ~~ 1870 
hardtop, $5,411; conv., $5,841. (Torque- ie 59 547 2 87 50! 2 _ 23 10 
Flite, power steering, power brakes stand-| Hawaii ‘60 38) | it} 42) 12! 13} l | 9) 42) 13 181 
ard on New Yorker and 300-G.) 'S9 29 8} 160) 6) 18) | | 21 21 263 
COMET—4-dr, sed., $2,053; 2-dr. sed., — EO) | | 1 | } | ] 
$1,998; 2-dr, 2-seat stat. wag., $2,310; 4- idaho = nat = wi a aa i 3 3 = 7 re 
iy Seek stat, wan, 02,208 . 59) 136] | 60} 217) 60 113} 5| 33] | 66 
DeSOTO—4-dr, hardtop, ' $3,167: 2-dr, | Kansas *60 466 2 42! 490) 131} 175) ’ 10| 5) 27| 17; 1365 
aie ~ '59| | 435, 4] ~—so39] 58} —B3}—ae} =} St] S| |S 1436 
DODGE—Lancer—Serles 170—4-dr. sed.,| Maine "60 2 113 2 21) «151 71; 105) 4 9| 3| 59| 24; ‘564 
$2,069; 2-dr. sed., $2,007; 4-dr. 2-seat stat. ‘59 2) 128) 36! 222'| 37) 115| 5| 2 8 52) 34 641 
wag., $2,382. Series 770—4-dr. sed., $2,-| 77>... 7 Pe 59) 321 | az 
: a Massachusetts 60 6) 206 2 59] 321} 145} 148) 29 6| 27) 80) 53 1082 
oe oe ee ay ‘59 | 9; 205} 4| 60} ~—«-400)_—Ss152|_—st30|—S 37 4) 38} —67|_——8|_—sd74 
Dart—(Prices are for six-cylinder mod-| Minnesota ‘60 } 225 | 2| 30 449) 103 203 | 6| 2! 9) 23| 72) 1143 
els. For V-8s, add $119.) Seneca—4-dr.| __ ‘59 ere 2 at 56] 545] 92! S265) 9} 2! 18| 44| 1374 
sed., $2,330; 2-dr. sed., $2,278; 4-dr. 2-seat | New Jersey 60) 14, 306 5| 77; «54 177| 261} 43} 9| 39 95; 162, —«:1729 
,, was. Or a hae ti os., '59| 31] 248] 22 95| 437! 168} 204) 72 9 83 79} «Sti 1599 
. ; 2-dr. sed., $2, ; 2-dr. hardtop, 7. ; eT —_ i mane : : 7 = 
: '| New Mexico 60 273 ! 23 300) 119) 39 3 7| 4) 23) 13) 807 
trdr. S-seat ‘stat, wag, $2,802. Phoenix—| —__ 59] | 493 67|__46|_tz3]_a}_ S| |__| 33]__36/_1300 
4-dr. sed., $2,595; 4-dr. hardtop, $2,677; | Ohio ‘60! 607) 9 107) 899; 253; 500) 36) 28 42| 161 194) 2836 
2-dr. hardtop, $2,618; conv. (V-S8 std.), 3 59! 9 574) 8 173 989 | 256) 429) 41) 24!) 103} 159 191; 2956 
$2,988. Oregon "60 487| 1 75; «524 265; 211} 29| 40) 55 65, 125! «1877 
Fotare vs a= ite. aed. Seen; ioae. . 59 249| «3 77| (334) ~—7|_—«*146 | 14| 21| 13| 79 60| 1072 
ardtop, $3,110; 2-dr, hardtop, $3,032; | Tonnesses 60 | 379 i 44| 446; ~—*156|~«*149)~=«O0 8) 5; 31) 50) +1289 
conv., $8,203; 4-dr. 2-sent sat. wag, ‘59 | 460 3] 651 +550} ~—s138] saa] 46 ee 24, 42) —«*1497 
$3,294; 4-dr. 3-seat stat. wag., $3,409. agence net =f serene d! 
FORD—Falcon—4-dr. sed., $1,974; 2-dr. | Washington ‘60 398 | I 58; 414 210; 212) 10| Ih} 8 42) 73; 1437 
sed., $1,912; 2-dr, 2-seat stat, wag., $2,-| AS ‘59 | __ 288} a 411 109) 135] 15} 20} 17| 60} 62| ‘1216 
225; 4-dr, 2-seat stat, wag., $2,268, 38 States Reported to Date ‘60 41, 10915) 100; 1868) 13734| 4107] 5870) 543) 358 | 598; 1824) 2055; 42013 
models. Bor Vite, add G118.). Poltinne—| —ror sermon ‘59 79' 10855) —_166| —-2091|_—*15228| —3627|_—«5697|_~—799|_~—=319|_—=—773|__—«*t876| ~—2128| 43638 
dr. sed., $2,315; 2-dr, sed., $2,261, Fair-| Year "60/813 231013) —1987| 31330| 208558) 60518, 82933) 8424) 3974) 11161| 20955) 32910) 694576 
tne goecaae sed., $2,430; oar sed., 32, To Date 59| 817 239460! 2042| 39454) 206448) 52516! 75460} 10105} 4655} 11038) 19658) 29734| 691387 
376, Galaxle—4-dr. sed., $2,590; 2-dr. sed.,| Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 


New Passenger-Car mee. 40 States for September, 1960-1959 





























































































































tions as com- . GM. 
piled by R, L. ; Stude- 
Polk & Co. TOTAL | baker 
24 States 60! 9953! 1636] 260| 426| 6564| 9765) 18651| 28732 | 312| 3269 36319| 4521| 2639 34840 56391| 2930! 11099! 135343 
For September ‘59, 8433| _178! 243} 1141} 3541} 9602) 16308) 30542) 919 3%) 3737 35594) 4222! ~—-2356| 31310 Sas 53428] —2369/ 14026| 130158 
‘cia. ~~ al 42| 10 7; «12 i 365) ~ 956 | | 4) 7% = 1166) ‘152! 66| 1384) 265| 2091 | rT 339| 4232 
59; «172 34| 10! 15} ‘102 390} 1230) 31 12 i) ee 169| 76} _—*1221 300} 2040) 53 418| 4441 
Arizona 60) 242) — 7 i1| 201221, 464] 656) 1} | 139; =O; 82; 879| 237; 1438 7\| 228 (3344 
59] 195) 25| 16| 16} st} 266] 44 714} 18! 20) 90) | 842) — 74 69| 876 210| 1402! 644 452/369 
Arkansas ae en 4 6; si 134) 265) S761 | l 6 8! 118} 966 81 | 45\ —-969| 214; 1500) 36) 144) 3069 
a: SR ee _24|___—74|__—=*170}|_— 288] 874] i] 89 | 988} ~—:102 33| 1015} 164] 1465| 53} 239) 3166 
Connecticut.  ‘60| 556! 71) " 20; «306 = 557/ = 965| ~—:1350) | 14) 153-281; «1798; ~—S «14 148; 1314 | 330) 2228 168] 968! 6683 
59) 557 e4| 13], 46} S| 597| 901] _—_—*1417| 23/ 24| 151 1615] —-129)——136] «st 84 41| 366] 2156 105 1171) = 6505 
Florida 60; 752) + = (140 31 43; 528) 900) 1642) 2994 a 244 552| 3857 462 453! (3453) 780| 5783 201; 2315| 14550 
59| —-730|~—155| 43 92| 242; ~—«840}_—s«*1372) ~=—«3228) = 77} | S358 S| «= 3749] ~— 520) 461| 3677] ~— 778) BA] 8298 214| 3661| 16024 
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Used-Car Auction Prices 





(Continued from Page 41) 


top, $2,030* 
$1,582. 

"59 Impala (8) 4-dr, hardtop, $1,635", 
$1,470* (ps), $1,585; Bel Air (8) 4- 
dr., $1,400*; Biscayne (8) 4-dr., $1,- 
300*; Biscayne (6) 2-dr., $1,225, $777. 

’58 Biscayne (6) 4-dr., $1,125*, $935*; 
Biscayne (8) 4-dr., $1,002*; Impala 
(8) conv., $980* (ps); Delray (6) 4- 
dr., $960; Delray (8) 4-dr., $957, 

’57 Bel Air (8) 4-dr., $1,040*, $1,030* 
(ps), $1,002, $960*, $845*; 4-dr, hard- 
top, $1,015*; Two-ten (8) 2-dr., $870*, 


Used Imported 


(ps); Bel Air (6) 4-dr., 


Cars 





ALBANY 
Renault—’50 Dauphine 4-dr., $560, 
Volkswagen—’'60 station wagon 2-dr., $1,- 
200. 


BORDENTOWN, N. J. 
Ford (English)—’60 Zodiac 4-dr., $1,050. 
Mercedes-Benz—’'56 220 4-dr., $1,010. 
Vauxhali—’59 4-dr., $790. 
Volkswagen—’60 2-dr., $1,450, $1,260. 
"56 2-dr., $725. 


CALDWELL, N. J. 
Borgward—'58 4-dr., $500. 
MG—’56 roadster, $625. 
Morris—'59 Minor 2-dr., $335. 
Renault—’59 Dauphine 4-dr., $605, $575. 
Volkswagen—’56 2-dr., $570. 


CHICAGO 
Alfa-~-Romeo—’'58 conv., $2,250. 
MG—’60 MGA conv., $1,700. 
Triumph—’60 TR-3 conv., $1,600, $1,580. 
"5S conv., $860. 
Volkswagen—’'60 2-dr., $1,450. 


DAYTONA BEACH, FLA. 
Opel—’60 2-dr., $990, $825. 
Porsche—’54 2-dr., $850. 

Simea—’'59 4-dr., $450. 
Volkswagen—’59 2-dr., $1,045. 


DETROIT 
Filat—’59 1200 4-dr., $705. 
Ford (English)—'59 Anglia 4-dr., $630, 
Metropolitan—’58 conv., $610. 
MG—’'5S conv., $800. 


FLINT 
Alfa-Romeo—'56 4-dr., $350. 
Mercedes-Benz—’57 4-dr., $1,575. 
Volkswagen—'58 sunroof 2-dr., $850. 

'55 2-dr., $370, 


FONTANA, WIS. 
Opel—’59 station wagon, $980, $960. 
Renault—'58 4-dr., $550. 
Volkswagen—-'59 2-dr., $1,145. 
"57 2-dr., $780, 


LOS ANGELES 

Flat—’58 600 Multipla, $375. 
Jaguar—'54 XK-120 conv., $275. 
Metropolitan—’'58 2-dr., $675. 
MG—’'59 MGA roadster, $1,450. 
Mercedes-Benz—'56 4-dr., $1,310, 
Volkswagen—’58 2-dr., $1,150. 

"56 2-dr., $670. 

'54 2-dr., $535. 


MANHEIM, PA. 

Austin-Healey—’60 conv., $1,750. 

*59 conv., $970. 
Borgward—’60 sport coupe, $1,675. 
Fiat—’57 4-dr., $450. 
Ford (English)—’59 Consul 4-dr., $710; 

Escort station wagon, $525, 2 at $505. 

Goggomobil—’60 2-dr., $380. 
Goliath—’59 station wagon 2-dr., $300. 
Hillman—’59 conv., $685. 
Mercedes-Benz—’'59 conv., $2,985. 
Metropolitan—’'59 conv., $885. 

’55 2-dr. hardtop, $290. 
Morris—’58 Minor station wagon, $670. 
Opel—’60 2-dr., $1,385, $1,075. 
Porsche—’'55 conv., $610. 
Renault—'60 4-dr., $840. 

’58 4-dr., $455. 
Skoda—’'60 conv., $800. 

"59 2-dr., $285 


Triumph—’'60 conv., $1,680; TR-3 roadster, 
$1,380. 
5S TR-3 roadster, $1,220; conv., §$1,- 
100. 
Vauxhall—’60 4-dr., $995. 
’58 station wagon, $735. 
Volvo—’'58 444 2-dr., $800. 
Wartburg—’57 station wagon, $200. 


Volkswagen—’'61 Karmann-Ghia 2-dr., $2,- 
175. 
’60 station wagon, $1,500; sunroof, $1,- 


475; Deluxe, $1,410; 2-dr., $1,275, 


’59 2-dr., $1,160, $1,090, $975; conv., 
$1,100. 

’58 conv., $810, 

’57 2-dr., $770. 

’56 Karmann-Ghia 2-dr., $900; sunroof 


2-dr., $695, 


SALT LAKE CITY 
Renault—’'58 4-dr., $330. 
Volkswagen—’60 2-dr., $1,530, $1,455, $1,- 
375. 
Volvo—’57 2-dr., $695. 


ST. LOUIS 


Volkswagen—'60 Microbus, $1,290. 
'59 2-dr., $1,000. 


WAREHOUSE POINT, CONN. 


Hiliman—'59 Minx 4-dr., $615. 
Peugeot—'59 4-dr., $800. 
Volvo—'57 2-dr., $450. 


WEST PALM BEACH 
Fiat—’59 600 2-dr., $535. 
Ford (English)—'59 Escort 2-dr., $535. 

‘55 Anglia 2-dr., $275, $180. 
Hillman—-'59 station wagon, $660. 

5S Minx conv., $610, 
Metropolitan—'58 2-dr. hardtop, $550, 
MG—'59 roadster, $1,375. 

Opel—'59 Olympia 2-dr., $855. 

58 station wagon, $610; 2-dr., $590, 
Renault——'59 Dauphine 4-dr., $645, $640. 
Taunus—'59 Combi station wagon, $650. 
Volkswagen—-'56 2-dr., $610. 


MERCURY — ’55 Monterey 4-dr., 
OLDSMOBILE — ’58 (88) 








$635*; 4-dr., $692* (ps); station wag- 
on 4-dr., $635* (ps), 

"56 Bel Air (8) 4-dr, nardtop, $852*, 
$810*; Bel Air (6) 4-dr., $792*; 2-dr., 
$705*; Two-ten (8) 4-dr, hardtop, 
$740* (ps), $632. 

’55 Two-ten (8) 4-dr., $525*, $420, $402*, 
$262; Bel Air (8) 2-dr, hardtop, $410*. 

’54 Bel Air 2-dr. hardtop, $420*; 4-dr., 
$327*; Two-ten 4-dr., $267, $240. 


CHRYSLER—’53 Bel Air 2-dr., $275, $270. 
DesOTO—'57 Firesweep 4-dr., $562. 
FORD—'60 Galaxie (8) starliner, $1,970*; 


4-dr., $1,712*; Fairlane 500 (8) 4-dr., 
$1,685*, $1,625*; 2-dr., $1,605*; Cus- 
tom 300 (8) 4-dr., $1,590". 


59 Galaxie (8) conv., $1,570*; 4-dr., 
$1,540* (ps); 4-dr, Victoria, $1,360* 
(ps); Country Sedan (8) 4-dr., $1,- 


567*, $1,377*; Fairlane 500 (8) 4-dr., 
$1,297* (ps); Fairlane (8) 4-dr., $1,- 
240; Custom 300 (8) 4-dr., $1,150*, 

’58 Fairlane 500 2-dr, Victoria, $1,347* 
(ps); Country Sedan (8) 4-dr., $1,170*, 
$1,102*; Ranch Wagon (8) 2-dr., 
$885*. 

’57 Fairlane 500 (8) 2-dr, Victoria, $1,- 
002* (ps), $917". 

’56 Fairlane (8) 4-dr., $792* (ps); 4-dr. 
Victoria, $667* (ps), $652*, $510*; 
Fairlane (6) 4-dr., $747*, 

’55 Fairlane (6) 4-dr., §$492*; Fairlane 
(8) 4-dr., $325*; Ranch Wagon (8) 2- 
dr., $472, 

$445", 

4-dr, Holiday, 

$1,205* (ps), $1,102* (ps). 





’56 (88) 4-dr. Holiday, $482* (ps), 
55 (88) 2-dr. Holiday, $405*, 


PACKARD—'55 Clipper 4-dr., §117*. 


PLYMOUTH—’58 Belvedere (8) 2-dr. hard- 
top, $870* (ps). 
’57 Belvedere (8) 
(ps); Plaza (8) 
(6) 2-dr., $502*, 
’56 Belvedere (8) 4-dr., $400. 
’55 Plaza (6) 2-dr., $235, 
PONTIAC—’59 Catalina 4-dr., $1,507*, $1,- 
292. 
’56 Star Chief 4-dr. Catalina, $467*, 
’55 Chieftain 2-dr, Catalina, $552*, 
STUDEBAKER—’56 Champion 4-dr., $295. 
’55 Champion 4-dr., $295. 
VALIANT—’60 Valiant 4-dr., $1,275. 
MISCELLANEOUS—’55 Dodge \%-ton pick- 
up, $337; Ford (8) %-ton pickup, 
$335. 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of Oct, 25. 
BUICK—'58 Special 2-dr., $1,100* (ps). 

’57 Century 4-dr., $825* (ps); Special 4- 


2-dr, hardtop, $727* 
4-dr., $557*; Plaza 


dr. Riviera, $815* (ps), $675* (ps); 
2-dr., $600*; 
CADILLAC—’60 de Ville 4-dr. hardtop, 


$4,200* (ps); (62) conv., $3,600* (ps). 

*59 de Ville 2-dr. hardtop, $3,460* (ps); 
4-dr. hardtop, $3,000* (ps); (62) conv., 
$3,100* (ps), $3,010* (ps). 

"58 (60) Special 4-dr, hardtop, $2,190* 
(ps); (62) conv., $2,050* (ps), 

’57 (62) 2-dr, hardtop, $1,525* 
$1,520* (ps); 4-dr., $1,280* (ps), 

"56 (62) 2-dr., $840* (ps); 4-dr., $750* 
(ps). 

CHEVROLET—’60 Impala (8) conv., $2,- 
170*; sport sedan, $2,115* (ps); Cor- 
vair (6) 2-dr., $1,000. 

’59 Impala (8) sport sedan, $1,685* (ps), 
$1,590*; sport coupe, $1,575* (ps); 
Bel Air (6) 4-dr., $1,330*; Biscayne 
(6) 2-dr., $790. 


(ps), 


"58 Impala (8) 
Brookwood (8) 
(ps). 

’57 Two-ten (6) station wagon, $700*; 
2-dr., $640. 

’55 Two-ten (6) station wagon, $640*, 

'54 Two-ten 2-dr., $340. 


CHRYSLER—’60 NY Town & Country, 
$3,015* (ps). 

’55 NY 2-dr. hardtop, $505* (ps); Wind- 
sor 4-dr., $200*. 

DeSOTO—’58 Fireflite 4-dr. hardtop, §$1,- 
270* (ps). 

’57 Fireflite 4-dr, hardtop, $900* (ps), 

"56 Firedome 2-dr., $570*. 

’54 Power Master 4-dr., $155* (ps), 
DODGE—’57 Sierra (8) 4-dr., $720*. 
FORD—’60 Thunderbird (8) conv., §$2,- 

685* (ps); Falcon (6) 4-dr., $1,600*; 
2-dr., $1,500*; Galaxie (8) 2-dr., $1,- 
500; Fairlane (6) 2-dr., $1,425. 

"59 Galaxie (8) skyliner, $1,625* (ps); 
Country Sedan (8) 4-dr., $1,600*; Fair- 
lane 500 (8) 2-dr., $1,200*%; Ranch 
Wagon (6) 2-dr., $1,150*; Custom 300 
(8) 4-dr., $975* (ps); 2-dr., $925. 

’58 Fairlane 500 (8) 2-dr, Victoria, $935*, 
$780*; Country Sedan (6) 4-dr., $725* 
(ps); Ranch Wagon (8) 4-dr., $600. 

‘57 Fairlane (8) 4-dr., $665*; Fairlane 
(6) 4-dr., $610; Country Sedan (6) 4- 
dr., $655*; Fairlane 500 (6) 2-dr_ Vic- 
toria, $575*; Custom (8) 4-dr., $525*; 
2-dr., $420. 

’55 Thunderbird (8), $865; Fairlane (6) 
2-dr. Victoria, $300; Ranch Wagon (8) 


$970*; 
$865* 


sport coupe, 
4-dr., $960", 


2-dr., $165. 
IMPERIAL — ’57 Crown 4-dr, hardtop, 
$1,295* (ps); Imperial 4-dr., $1,100* 


(ps). 
MERCURY—’57 Monterey 4-dr. hardtop, 
$690*. 
"56 Monterey 4-dr, hardtop, $515*, 
’53 Monterey 4-dr., $265*, 
OLDSMOBILE—’59 (88) Super 4-dr., $1,- 
785* (ps), 
’58 (98) 4-dr., $1,335* (ps). 


BENDIA 


STARTER DRIVES 


43 


'57 (88) Super 2-dr., $600* (ps). 

’56 (98) 4-dr., $605* (ps); (88) 4-dr., 
$500* (ps). 

"54 (88) 4-dr., $245°. 

PLYMOUTH—’'59 Savoy (8) 2-dr., $960*. 

‘58 Plaza (6) 4-dr., $500. 

"57 Belvedere (8) 4-dr., $590*; Suburban 
(6) 2-dr., $490*; Savoy (8) 2-dr,, $490* 
(ps). 

’56 Plaza (6) 2-dr., $265. 

’55 Suburban (6) 4-dr., $285. 

PONTIAC—’57 Star Chief 2-dr., $745* 
(ps). 
"54 Chieftain 2-dr., $170. 
RAMBLER—’60 Ambassador (8) 4-dr., $1,- 
6. . 


MISCELLANEOUS—'59 Ford truck, $960. 
oe + cd 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sale 
every Wednesday (Oct, 26). Prices on later 
model cars were stronger than in the past 
few weeks. Clean sharp cars in every year 
and model were bringing top dollar. Sold 73 
percent of 523 consignments, 

+ * * 


FONTANA, WIS. 

Fontana Auto Auction, Sale every Thurs- 
day (Oct. 27). Market good. Sold 85 per- 
cent of 195 consignments. 

* * * 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (Oct. 28). Weather: Cloudy, Sold 72 
percent of 816 consignments, 

* * * 


ST. LOUIS 
St. Louis Auto Auction Barn. Sale every 
Friday (Oct. 28), Percentage of sales good. 
Sharp cars still bringing top dollar. Aver- 
age car prices eased. Sold 248 cars from 
436 consignments. 











NUMBER ONE 


OVER 130,000,000 TIMES 


The selection of Bendix* Starter Drives for over 130,000,000 automotive vehicle 
installations speaks for itself on the kind of performance these Drives deliver. They’re 
first choice, too, for aircraft, locomotives, inboard and outboard motors, and earth 
movers. In short, whatever the type of internal-combustion engine, you can start 
it better—more dependably and at lower cost—with a Bendix Starter Drive. 


*REG. U.S. PAT. OFF. 


Bendix-Elmira 


Eclipse Machine Division 


Eimira, New York 


by. Pe 
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Retiring Auto Veteran Honored— 


The Chicago American honored its retiring automotive editor, Herb Wilson, second 


Rules for Evaluating .. . 


By Martin L, Whitmyer 
Staff Writer 


“The Advertising Truth Book,” 
written by Morton J. Simon, as- 
sociate general counsel of the Ad- 
vertising Federation of America, 
lists seven general] rules for “evalu- 
ating your own advertising and 
that of others.” 

Used by the Federal Trade 
Commission in the enforcement 
of its Congressional mandate, the 
rules are drawn verbatim from 
important advertising cases de- 
cided over a period of 37 years. 

The rules are as follows: 

1. Advertisements must be con- 
Sidered in their entirety, and as 
they would be read by those to 
whom they appeal. 

2. Advertisements are not intend- 


from right, with a cocktail party at the Detroit Athletic Club which was attended by| ©4 to be carefully dissected with a 
Detroit automotive manufacturing and advertising people. Shown here is Stuart List,| dictionary at hand, but rather to 
center, publisher, Chicago American, who took the opportunity to introduce Bob Trav,| Produce an impression upon the 


right, as Wilson's successor. Robert Hunt and Wally Bates, left, are the el 


representatives for both the American and the Chicago Tribune in Detroit. 


ordinary purchaser. 
3. Advertisements as a whole 


Auto Advertising 
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may be completely misleading al- 
though every sentence separately 
considered is literally true. This 
may be because things are omitted 
that should be said, or because ad- 
vertisements are composed or pur- 
posefully printed in such a way as 
to mislead. 

4. Whether or not the advertis- 
er knows the representations to 
be false, the deception of pur- 
chasers and the diversion of trade 
from competitors is the same. 

5. A deliberate effort to deceive 
is not necessary to make out a case 
of using unfair methods of com- 
petition or unfair or deceptive acts 
or practices, 

6. Laws are made to protect the 
trusting as well as the suspicious. 

7. Advertising representations, 
however made, which are ambigu- 
ous will be read favorably to the 
accomplishment of the purpose of 
the FTC Act, which is to prevent 
the making of claims which have 
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FORMULATED FOR IMMEDIATE USE ON 


“GET READY- se aes 


ORDER YOUR SAMPLE TODAY ! 





LIQUID GLAZE, INC. 

704 Sheridan St., Lansing, Michigan 

Gentlemen: Please ship us a one Ib. can of Super 
Liquid Glaze Creame (Sufficient for 10 to 12 cars) 
at $3.75, shipping costs prepaid. When we have 
proved its effectiveness, we understand this 
charge can be credited to the purchase of a 24- 
can carton. If not satisfied, we can return the 
invoice for credit. 


Make of Car Sold 


Date 

Dealer Name 
Address. 
City_ 









THE NEW 
ONE-STEP PRODUCT THAT’S 
BEST FOR ALL FINISHES 


appearance problems. 


a 
-. 


No messy washing, wiping and buffing. Can be applied by 

hand or power-polisher on the dry surface. Super Liquid Glaze 
Creame removes the factory spray coating and builds the 

luster in one quick easy application. 


Super Liquid Glaze Creame is the factory approved and 
dealer proved answer to this and other new car and get-ready 


Average labor time per car, ’% hour — material cost, 3 cars for 
$1.00 — 10 to 12 cars per one lb. can. 


VAN MEF 4 











the tendency and capacity to mis- 
lead. 

To these seven guide lines, the 
author added a final suggestion: “If 
in doubt, don’t.” a 

7. 


Motley Spells It Out for ABC 


“The Audit Bureau of Circula- 
tions is in danger of losing its posi- 
tion as the greatest stabilizing force 
in the advertising and publishing 
business unless its own members 
increase their support of its basic 
purpose,” Arthur H. Motley told 
members of the ABC at the 46th 
annual meeting of the group in New 
York. 

Motley, publisher of Parade mag- 
azine and president of the United 
States Chamber of Commerce, cau- 
tioned ABC members against a re- 
turn to the conditions of 50 years 
ago when everybody in the com- 
munications end of advertising had 
his own private circulation figures 
and swore with a straight face that 
they were honest. 

He criticized publishing members 
of the ABC who are guilty of play- 
ing the “numbers game” in imita- 
tion of electronic media. 

In addition to urging a tightening 
of ABC control with even fuller dis- 
closures as to how circulation was 
acquired, the publisher deplored 
slavish dependence on slide rules 
and computers and lack of freedom 
on the part of professional media 
purchasers to use their broader 
knowledge of the basic values of 
media. 

“Size alone never has been an in- 
fallible test. Over the years a high 
rating for a TV show has not been 
a guarantee that the show would 
sell merchandise,” Motley said. 

* z 


Citroen’s Hat in Ring 

Citroen Cars Corp. will concen- 
trate a heavy spot radio advertising 
schedule over the QXR radio net- 
work on election night, Tuesday, 
Nov. 8. 

The one-minute spot commercials 
will be heard over the entire net- 
work at 7:05 p.m., 9:05 p.m., 10:05 
p.m., and 11:10 p.m. 

This concentrated evening sched- 
ule, which was purchased by Cit- 
roen Cars Corp., United States sales 
subsidiary of S. A. Andre Citroen, 
Paris, France, is a highlight of the 
current three-month campaign 
being conducted over this network. 

* z * 
Wynn Picks Agency 

Wynn’s Friction Proofing has ap- 
pointed Erwin Wasey, Ruthrauff & 
Ryan—Los Angeles to conduct its 
national and overseas advertising 
program as of January 1. The 1961 
advertising campaign budget will 
exceed $500,000. 

* * * 
Personnel Changes 


O. Warren Hillgren, West Coast 
oil marketer, to manager of adver- 
tising and public relations for Wil- 
shire Oil Co. of California . . . Char- 
les M. Hosker, a personnel consult- 
ant for 20 years in Detroit and Los 
Angeles, to Thomas J. Burke & As- 
sociate, specializing in executive re- 
cruiting ... Ray M. Russum jr. from 
Los Angeles Times to Los Angeles 
office of Million Market Newspa- 
pers, Inc... . Clare A. Reetz from 
assistant manager of advertising 
production to manager of advertis- 
ing production for the paint divi- 
sion of Pittsburgh Plate Glass Co., 
succeeding Earl W. Sood, who has 
retired after 40 years with the com- 
pany. 

Robert G. Raab from advertising 
and sales promo- 
tion manager for 
American - L i n- 
coln Corp. to ad- 
vertising man- 
ager for AP Parts 
Corp., Toledo... 
Thomas J. King, 
vice - president 
and management 
service direc- 
tor on the Buick 
account, to man- 

%. J. King ager of the De- 
troit office of McCann-Erickson 
Advertising, U. S. A., an affiliate of 
McCann-Erickson, Inc.... T. Jack 
Henry, Detroit manager since 1958, 
to administrative vice-president for 
the eastern regions for McCann- 
Erickson Advertising, U. S. A. 

Robert G. Bosart from sales pro- 
motion manager to manager of 
both advertising and sales promo- 
tion for the Consumer Product Di- 
vision of Arvin Industries, Inc., Co- 
lumbus, Ind... . Albert Heck from 
House Beautiful magazine to New 
York advertising sales staff of Life. 
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Plant Cities Off, Farm Areas Up... 
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traced to the advent of the com- 
pacts, rather than to any switch 
away from the use of credit in 
auto buying. 

The credit figures have not 
gone up as they might have been 
expected to when auto sales ran 
ahead of the year-ago totals. 
Studies show that just about the 
same proportion of buyers are 
using credit. 

The bank observed that the lower 
price tags on the compacts may 
have cut into the amount of money 
being loaned to finance car pur- 
chases. 

of * + 
Chicago : 
O GREAT cause for alarm was 
seen by the Chicago FRB in the 
switch of Midwestern manufactur- 
ers from producing at home for 
export to the current plan of build- 
ing plants overseas to supply what 
used to be the export markets. 

In many cases, the foreign na- 
tions have import restrictions 
that would shut out the products 
of the American firm which did 
not build overseas factories. 
Higher costs of producing goods 
in the United States also tend to 
shut American goods out of for- 
eign markets. 


On one hand, the move has taken | 


a certain amount of production out 
of American factories and geared 
production in these factories to the 


U. S. market. On the other hand, if | 


the American companies had not 

built the overseas factories, the for- 

eign sales would be lost completely. 
* * * 


Upper Midwest 


RODUCTION of most farm 
crops is running just a shade 
below record levels in the Upper 


Midwest, the Minneapolis FRB re- | 


ported. 


The outlook for all crops, with | 


the exception of corn, was for 
yields just below the record levels 
of 1958. Good weather late in the 
season may well have brightened 
the corn prospects. 

Farm income in the district is 
running ahead of the 1959 level. 
* cd ok 
St. Louis 


7 amount of capital invested 
in the nation’s farming industry 
continues to soar, the St, Louis 
FRB reported. The bank gave no 
indication that the rise will stop. 

Average assets per farm in- 
creased fivefold in the last two 
decades and the value of ma- 
chinery and vehicles went up 
eightfold. Some of the reasons 
behind the increase in assets in- 
clude the substitution of machin- 
ery for hand labor, rising farm 
land prices and increases in the 
size of the average farm. 

Total farm assets stood at $203.6 
billion at the beginning of this year 
after a gain of $1.3 billion during 
last year. The other side of the rise 
in farm assets is the rising debt 
total which stood at $24.3 billion at 
the beginning of 1960. 

* * *” 
Great Plains 


Bae loans, a good measure of 
business activity, are 12 percent 
above the 1959 total in the smaller 
cities of the Great Plains, the Kan- 
sas City FRB said. 

Three states show gains that 


State Fair Plans 
Dual-Lane Auction 


DETROIT. — The first dual-lane 
wholesale auction in Michigan will 
be launched here Nov. 15 at the 
State Fair Auto Auction, 19600 
Woodward, Owner Clarence Simp- 
son announced last week. 

A free steak dinner will be served 
at noon and selling will start at 
12:30 p.m., with one lane handling 
56s and older cars and the other 
running ’57s and newer models. 
Simpson said he expects to move 
250 cars on the dual-lane setup. 
Auctioneers are Simpson and Bob 
Oser. Sam Goodman is auction 
manager. 

State Fair’s regular Friday auc- 
tion will become a Thursday twi- 
light sale beginning Dec. 1 and 
again a free steak dinner will mark 
the new arrangement. 





run above the district gain—Colo- 
rado, 13 percent; Kansas, 17 per- 
cent, and Oklahoma, 16 percent. 
Trailing the district gain but still 
showing substantial increases 
were Missouri, up 6 percent; Ne- 
braska, up 9 percent; New Mexi- 
co, up 10 percent, and Wyoming, 
up 8 percent. 

While department store sales in 
the district as a whole are even 
with the 1959 pace, gains of 2 to 3 
percent were posted in Denver, 
Kansas City and Omaha. 

= * + 


Southwest 


MPROVED weather and favor- 

able moisture conditions have 
combined to boost farm prospects 
in the Southwest, the Dallas FRB 
reported. The outlook is for a 
slightly bigger harvest this year 
than last. 

There has been a bit of im- 
provement in the oil industry, 
long plagued with excessive 


stocks and too much productive 
capacity. It will take a continua- 
tion of the improved demand to 
produce any real gains. 
Department store sales in the dis- 
trict have increased but the boost 


was not up to seasonal expectations. 
a + * 


Far West 


LOZ RENT has slipped in the 
aircraft, steel, auto and lumber 
industries in the Far West and cut- 
backs in these industries have hurt 
other industries, the San Francisco 
FRB said. 

Construction has done little to 
help expand the economy in the 
Far West in recent months, large- 
ly because the demand for new 
homes is off. The bank could see 
only scant hope of an upturn in 
construction, 

Hot, dry weather cut the wheat 
crop in the Pacific Northwest 14 
percent below the 1959 total but the 
Far West produced a record cotton 
crop of nearly 3 million bales. 





Ramblers Go Piggyback— 


A device to assist piggyback rail shipments of Ramblers is now in use at American 
Motors Corp.'s Kenosha plant. Trailers with cars formerly had to be backed up a 
special ramp to be put on flatcars. With this new giant crane, a fully loaded trailer 
is picked up and gently swung onto the rail car. Each trailer holds six Ramblers and 
each flatcar holds two trailers. To date, the maximum single-day shipment included 
420 Ramblers on 70 trailers. Piggybacking saves several days in the delivery time 
of a new car to West Coast points. 


SAAB WINS 


over all other imported cars in 
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Hour Endurance Race 


At Lime Rock, Conn., “Little Le Mans” 


* 





| 
Dr. Dick Thompson, well-known dentist of Washington, D.C., who with Joe Dodge of 
Orangeburg, N.Y., drove the winning SAAB on Sat., Oct. 1, in the fourth annual “Little 
Le Mans” 8-hour Endurance Race held under auspices of the F.I.A. at Lime Rock, Conn. 


SAABs Finish 1st, 2nd, Sra, 4th & Sth in Class tas 10 «) 
Winning SAAB averages amazing 67.85 m.p.h. for 8 Hours 


Again for the 


fourth consecutive year, a team 


of 1960 SAAB Sedans proved their superior 
ruggedness and reliability in this famous 8-hour 
endurance race. Competing against a wide 
range of 31 other cars, SAAB Sedans took top 
honors in virtually all categories. 

Five of the top ten cars which finished were 


7354A 


YOU WIN TOO, WHEN YOU SELL SAAB! 
Choice franchises still available in some markets. 
For details, phone or write Saab Motors Inc., 405 Park Ave., N. Y. 22, N. Y. PLaza 1-7115 


SAABs, and overall — regardless of class — ran 
second only to one car with an engine more than 
six times the size of a Saab engine. 

Dr. Dick Thompson also set a record for the 
fastest lap of the day, and a new course record 
for sedans, in 1:14.8 (awaiting official con- 


firmation). 
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Sales Pick Up After Slow Start 
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that F-85 is taking 50 percent of 
his total sales. Another said the 
larger Oldsmobile is taking 80 per- 
cent of the total business. 

Falcon continues to be the “bread 
and butter” line for Ford dealers. 
‘One reported that 70 percent of his 
sales are Falcons. 

Chevrolet dealers stated that the 
Corvair is selling about the same 
as last year. 

Mercury dealers said that 50 per- 
cent of business is on the Comet 
and that the Mercury Meteor hasn’t 
caught fire as yet, due to the small 
inventory. 

The Buick Special is taking about 
15 percent of the total Buick busi- 
ness, according to the dealers. 

—Gorvon HeEBert 
a * ” 
Milwaukee 

ONSUMER reaction to 1961 mod- 
els in Milwaukee is not as 
strong as most dealers had antici- 
pated. Interest in the new compacts 
exists, but dealers claim the public 
is not fighting to get at the mer- 

chandise. 

Discussing the compacts, one 
dealer said, “Customers talk com- 
pact until they get to laying down 
the money. Then they want a stand- 
ard ” 


the part of many consumers. 


say trade observers, Traffic in deal- 
er showrooms has been good, aided 
by pleasant fall weather, and shop- 

pers are in a mood to buy. 

Reaction of prospects and deal- 

ers alike to the 1961 car styles 

hag been generally good. The very 

diversity of new models this year 

appears to be serving as a sales 

stimulant. Current demand ap- 

pears to be pretty well spread 

across the board. 

Several dealers in various makes 
reported their sales of new models 
are running above the pace of a 
year ago, despite sizeable carry- 
over of 1960 models which continue 
to take a portion of the new-car 
market. Dealers recall that Buffalo 
was in the grip of a prolonged steel 
strike a year ago which tended to 
cut into car buying to some extent. 
There appears to be a gradual 
swing in consumer interest from 
low-priced compacts to the new 
medium-priced compacts and deal- 
ers feel a large share of the com- 


Lincoln Pioneers 


24-24 Warranty 


(Continued from Page 6) 


4,000 miles. Ford’s lead was fol- 
lowed by all other car makers. 

Ford said the decision to extend 
the 1961 Lincoln Continental war- 
ranty beyond that of any other 
American-made auto underscores 
the company’s confidence that “this, 
without question, is the finest, most 
reliable luxury automobile ever pro- 
duced by Ford Motor Co. 

“It is because we have made such 
strides in achieving our goals of 
quality and reliability in the 1961 
Lincoln Continental that we feel 
justified in giving our dealers, and 
having them give the public, an ex- 
tended term of the warranty on this 
vehicle,” Ford said. 

The terms of the extended war- 
ranty provide that for 24 months 
or for 24,000 miles, whichever comes 
first, free replacement, including re- 
lated labor, will be made by dealers 
of any part with a defect in work- 
manship or materials. 

Tires and tubes are not covered 
by the warranty; appropriate ad- 
justments will continue to be made 
by the tire companies. 


Chevrolet dealers say showroom 
traffic is good, with the 700 series 
accounting for most Corvair sales. 
A shortage of Monzas is hurting 
several dealers. 

Dodge dealers claim good re- 
sponse to the Lancer, but most 
say it serves best as step up to 
standard models. 

F-85 reaction is “a little dis- 
appointing,” says an Oldsmobile 
dealer. “We're getting a lot of tire 
kickers, not the real buyers,” he 
said. “The 98 still gets about 35 per- 
cent of sales.” 

Pontiac dealers are pleased with 
the acceptance and movement of 
higher-priced ’61s. The Tempest too 
new to evaluate. 

Buick dealers claim a car short- 
age is hurting them. Reaction to the 
Special indicates ‘‘a place for small- 
er car,” says one dealer. 

—BENN OLLMAN 
* * * 
Buffalo 
[EAN for 1961 models in the 

Buffalo area thus far has been 
surprisingly good in view of a slow- 
down in some phases of trade and 
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industry and growing caution on 


Consumer interest in new cars is 
certainly one of the brighter spots 
in the local economy at this time, 





pact market will be developed in 
that direction. 

Standards are suffering to some 
degree from the compacts but cur- 
rent demand indicates that the 
market for standards will remain 
relatively stable this year. Some 
customers who bought compacts 
last year are reported planning to 
trade back into a standard this 
year. 


—Georce Toes 
i * 


Norfolk, Va. 


_ 1961 model cars apparently 
are being favorably received 
here although sales response has 
been mixed. 

A check of a representative group 
of Norfolk-Portsmouth dealers re- 
sulted in comments that sales were 
going good (Ford-Falcon, Dodge- 
Lancer and Buick) to slow (Olds- 
mobile, Cadillac and Plymouth- 
Valiant-DeSoto). Other dealers said 
it was too early to tell. 


Prospects reportedly are pleased | 


with increased roominess of Buick, 
the elimination of fins by Plymouth 
and restyling of Rambler American. 

A Ford dealer said he “can’t get 
enough” Falcons, which have 
been outselling the Fairlane. Even 
the Galaxie outsold Fairlane in 
October, he said. 

A Buick dealer has had only two 
Specials, but believes they will be 
a good seller. 

Restyling the American probably 
will mean a better sales year, a 


Rambler dealer believes. A Dodge 


dealer thinks his Lancer will be 
outsold about 65 to 35 by his 
larger models. 
—Ken BAa.pwin 
* © * 


St. Louis 


Ss to compacts in St. 


Louis is decidedly favorable but 
profit margins have declined on 
higher sales. Buyers seem to be 
holding off “until they have seen 
the whole works.” 

An Oldsmobile dealer said, “More 
orders, more deliveries, but we are 


catching up on F-85s. Standards 


L.A. Show Opens: 


This Weekend; 


Record at Dallas 


(Continued from Page 6) 
both the Denver Coliseum and 
the National Western Stock Show 

Exhibit Hall will be used, Seifert 

said, In the past the Coliseum 

housed all of the displays. 

For the fourth straight year, 
Trenton (N. J.) dealers will coop- 
erate with the Delaware Valley Re- 
habilitation Center in staging a 
show in the Trenton Armory. All 
proceeds go to the center, a dealer 
spokesman said. 

Pershing Municipal Auditorium 
will be the scene of the Lincoln 
(Neb.) show, sponsored by the Lin- 
coln New Car Dealers Assn. 

Proceeds of Albany’s fi-st auto 
show in 28 years will go to the 
camping fund of the Fort Orange 
Boy Scout Council, which ig co- 
sponsoring the show with the Al- 
bany Automobile Dealers Assn. 

More than 100 domestic and im- 
ported cars and trucks will be 
shown at the “Prevue of 1961” in 
the Washington Ave. Armory, 

* os » 


NEW and antique cars and boats 
will be displayed Nov. 11-12 at 
Gloucester (N. J.) County’s first 
auto and boat show at the South- 
wood Shopping Center, Woodbury. 

More than 400 dealers in the 
Philadelphia area are participat- 
ing in the Greater Philadelphia 
Automobile Show which opened 
Saturday (Nov. 5) in the Trade 
and Convention Center. It will 
close Nov. 12. Charles A. Bott, as- 
sociation president, is show chair- 
man. 

Pasadena (Calif.) dealers staged 
their third annual show over the 
weekend on the roof garden park- 
ing area of the J. W. Robinson Pas- 
adena store. 

Other shows closed in the past 
week in Kansas City, Santa Bar- 
bara, Calif., and Cincinnati, The 
Kansas City show, sponsored by the 
Independent New Car Dealers 
Assn, and the Mall! Merchants 
Assn., and the Cincinnati affair 
were held at shopping centers. 
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are doing ‘fair.’” 

Thomg Pontiac termed business 
“excellent with plenty of orders for 
Tempest sold from pictures, The 
problem will be to get merchandise. 
We expect a shortage for four 
months.” 

Vicart Motors stressed “little 
more of auto” in selling Lancer. 
The public goes for Lancer’s “lux- 
urious interior,” but most buyers 
order 101 horsepower although "145 
is available. Dart was termed “very 
excellent.” 

At Kuhs Buick, October business 
was up 30 percent but the profit 
margin was down. One of every 
nine sold is Buick Special, Kuhs 
said. 

Jim Keehn Motors said it has 
sold a lot of Plymouths: but didn’t 
make a lot of money: Fury was 
termed “hottest.” Valiant was re- 
ported losing some steam as a re- 
sult of other compacts. 

—Jack BERNSTEIN 
+ ca * 


Atlanta 


Tes dealers in Atlanta report 
Polara a little slow, Dart sales 
“as anticipated” and good reception 
but few sales for Lancer. 

They have noticed, they said, a 
customer trend toward low-priced 
models, less equipment. 

The standard Buick has had 
good dealer reaction although 
sales were reported “disappoint- 
ing.” Demand for the Special and 
Invicta Custom was reported 
“better than expected.” 

Chrysler dealers, still pushing ’60 
models, said they had noticed in- 
creased sales last week. Valiant is 
the leader item, although compacts 
and standards have about equal 
demand, they said. 

Oldsmobile dealers. were enthusi- 
astic over the new Oldsmobile. They 
termed F-85 sales “satisfactory.” 

Pontiac dealers like both the 
standard car and the Tempest, cit- 
ing ride and performance for the 
compact. 
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Buff ovt marks with special compound 
No. 23 1 Ox. 


—SALLY PFEIFFER 
* od * 
Dallas 
CTOBER new-car sales in Dal- 
las ran slightly ahead of Octo- 
ber, 1959, incomplete figures indi- 
cate. About 10 to 15 percent of 
current sales are 1960 models. 

Dealers believe buyers are taking 
a little time out to study differences 
in the rash of new models, especi- 
ally in the lower price field. Interest 
continues good but it is still too 
early to gauge the impact of the 
new compacts. 

Registration figures to Oct. 28 
show Chevrolet standard sales 
about normal, with 665 standards to 
76 Corvairs. Ford sold 602 stand- 
ards, compared with 273 Falcons. 
Buick improved over a year ago, 
with 133 standard sales. Stocks per- 
mitted only nine Special sales, with 
low stocks also holding Oldsmobile 
F-85 sales to 20, against 263 stand- 
ards. 

Dodge and Rambler sales con- 
tinued high. Valiant was holding its 
own and Plymouth sales were about 
steady. Dealers believe Dallas sales 
for 1960 will exceed. last year’s by 
a modest margin. 

—CHARLES CATES 
* * 


Send check or money order to: 
Ll & M COMPANY, P. O. Box 57 
Atlantic Beach, L. 1., N. Y. 





SOMETHING TO SELL CYCLISTS? 


Approximately 70,000 motorcycles/ 
motor scooters are registered in 
California. MRN can furnish you a 
complete list of owners, to help you 
sell this important market. For book- 
let, write Dept. N, Motor Registration 
News of California, 523 East 14th 
Street, Oakland 6, California. 


- 
Boston 


pRostoss dealers have plenty of 
orders on hand for ’61 cars but 
color and equipment choices are 
holding up deliveries as buyers are 
not taking floor cars. 

Many dealers have ’60s on hand, 
resulting in ’61s not moving as fast 
as they should. 

Buick Special, Falcon and Cor- 
vair have had the biggest reaction 
and sales here. F-85’s initial sales 
were good. 


DEFIANCE: OH/O ® 





WESTERN WRECKERS 


For All Vehicles——WILLYS @ FORD 
DODGE @ CHEVROLET @ GMC 





—Guy LIVINGSTON 


* ” + 
Salt Lake City 
7s response to ’61s in Salt Lake 

City was the most disappointing 

in memory, according to dealers. 

They blamed early factory leaks, 
an overstock of ’60s and a vigorous 
ad campaign on the cleanup for 
taking the steam out of ’61s. 

After a generally slow start, 
however, standards are now mov- 
ing as well as they were a year 
ago—perhaps better for Ford and 
Chevrolet. 

Lancer is getting the best com- 
pact reaction. The F-85 and Special 
have disappointed dealers and other 
compacts are running behind a year 
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ago. 

The Tempest is the only compact 

generating any excitement and is 

getting the play others have missed. 
—W. F. Smitey 
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No-Quota Bonuses Hailed . . . 
21% Compact Discount 


Defended by Gordon 


(Continued from Page 1) 


the effective date and the ’61 model 
introductions, “made a most im- 
portant contribution to dealer sales 
and profit results during the clean- 
up period,” he said. 

The dealer who stresses good 
service and good treatment will 
build customer loyalty, Gordon con- 
tinued, and will have no need for 
territory security. 

“This is a very important part of 
what is meant by the phrase ‘qual- 
ity dealer,’” he added. 

* oe « 


H® CALLED a quality product 
the first essential in GM’s qual- 
ity-dealer program, and said “we 
are unremitting in our efforts to 
improve the quality and reliability 
of our cars and trucks even fur- 
ther.” 

The second essential, he said, is 
adherence to the highest stand- 
ards in the operation of each 
dealership, In this respect, he 
noted that “substantial progress” 
has been made in moves to halt 
false and misleading advertising. 

Gordon said customer confidence 
in dealer service has been increased 
by the company’s Guardian Main- 
tenance and Owner Protection 
Plan. 

Guardian Maintenance “has been 
so successful this past year that we 
are continuing it in 1961,” he added. 

The dealer’s parts operation will 
be simplified under an improved 
GM distribution program which be- 
came effective Nov. 1, Gordon said. 

“A little over 70 percent of the 
number of parts you handle now 
are on a one-price basis,” he ex- 
plained. “The liberal discount struc- 
ture will assist you in getting busi- 
ness at both the retail and whole- 
sale levels.” 

eo + 
[pp ecusaine prospects for next 
year, Donner said GM antici- 
pates “a volume of 6% to 6% mil- 
lion passenger cars plus about one 
million trucks and some 400,000 to 
450,000 imports.” 

But he warned that the ’61 mar- 
ket will be intensely competitive, 
“perhaps the most competitive we 
have ever experienced, 

“For the first time in history, 
virtually every dealer — and not 
General Motors dealers alone—will 
be selling in every price class ex- 
cept the highest,” Donner said, 

Business in 1960 has been good 
even though it has not come up to 
expectations of some, he added. 

“The economy has not developed 
imbalances and excesses which re- 
quire serious adjustment, and, in 
my opinion, the current attitude of 
caution is being overdone,” Donner 
said. 

“Allowing for some further in- 


Sloan’s Address 
Termed Farewell 
To Auto Industry 


NEW YORK. — Alfred P. Sloan 
jr., 85, honorary General Motors 
board chairman, made what was 
termed his final address to the auto 
industry at the 
luncheon for busi- 
ness leaders 
which preceded 
the opening of 
Motorama. 

Sloan told a re- 
porter after the 
talk that he had 
intended it as his 
farewells peech. 
Asked when he 
would severe his 

A. P, Sloan connections with 
GM which go back to 1918, he said: 
“I am trying to step out now.” 

His farewell advice to the busi- 
ness leaders was to learn to live 
“without the glamour of a continu- 
ous boom.” 

He said he felt 1960 would be re- 
corded as a good year but that it 
is a year of disappointment because 
some predictions for the year have 
proved inaccurate. Sloan was given 
a standing ovation at the luncheon. 
He was the only speaker so hon- 
ored. 





ventory adjustment before the end 
of this year,” he continued, “the 
economy should be in a strong po- 
sition to expand in 1961.” 
+ * x 

E ADDED that in the absence 

of any threat to confidence, 
consumer incomes should continue 
to support a high level of consumer 
spending. 

GM and its dealers today have 
a better product variety than 
ever, Donner said. 

“You will have the cars to meet 
competition and appeal to custom- 
ers across a broad band of the 
market,” he added. “This means 
that you will have the ammunition 
to go after the business.” 

Discussing the franchise sys- 
tem, he said its preservation rests 
on a “reasonable profit opportu- 
nity” for the dealer. 

“We recognize that our distribu- 
tion policies must provide that kind 
of opportunity for our dealers,” he 
said. “They have been designed to 
be progressive, liberal, fair and 
equitable. They have set the stand- 
ard for our industry.” 

At a press conference prior to the 


closed-circuit telecast, Donner ex- 
pressed the belief that present in- 
ventories of more than 900,000 cars 
are “not out of line with respect 
to customer buying, or with respect 
to the normal buildup of stocks 
that you have to have at the pres- 
ent time of year.” 

Gordon said old-model stocks are 
“moving very rapidly,” but neither 
would give a figure on the total in- 
ventory. 


- * * 
SKED whether GM will continue 
to import Opels and Vauxhalls 
in 1961, Donner replied: “If there 
is a demand for them, yes.” 

Discussing foreign development, 
he said GM is expanding opera- 
tions in Germany, England, Aus- 
tralia, Brazil and Argentina. He 
said trucks will be produced in 
Argentina. 

One newsman asked whether a 
“national sense of guilt” over the 
space-program lag was reflected in 
the industry’s production of “less 
gaudy and smaller cars.” 

* 


t 
ONNER said he hadn’t detected 
any sense of guilt “in myself 

or my associates. 

“What we are trying to do is to 
build the kind of cars that the pub- 
lic wants, and we have found that, 
with a demand both for smaller 
cars and for standard-size cars, we 
are having to offer more lines, more 
models,” he said. 

Donner declined to predict how 
many cars GM would build next 
year or in the fourth quarter of 
1960. 

Asked whether GM had “in the 





‘Dynamic Obsolescence’ .. . 


GM Defends 


NEW YORK.—Auto buyers have 
benefitted tremendously from the 
annual model change, John F. Gor- 
don, General Motors president, de- 
clared last week at a luncheon in 
connection with the opening of 
GM’s Motorama. 

He said the “widely misunder- 
stood” process of dynamic obsolesc- 
ence in the automotive industry 
has spurred the improvement of 
new cars, made millions of used 
cars available and provided “better 
jobs for more people.” 

Gordon believes the yearly 
changeover process should be called 
“dynamic obsolescence” instead of 
“planned obsolescence.” The latter 
term is a favorite of critics of the 
setup. 

“Neither our industry, nor any 
other industry for that matter, 
need apologize for dynamic obso- 
lescence,” Gordon said. “It makes 
a substantial contribution to our 
economy and to our customers.” 

He recalled an advertisement 
published by R, E. Olds in 1912 
which proclaimed: “My farewell 
car. I do not believe that a car 
materially better will ever be built.” 

“What if all manufacturers had 
adopted this attitude back in 1912?” 
he asked. 

The annual model change spurs 
automotive advances, Gordon ex- 
plained, because it keeps the indus- 
try’s designers and engineers “close 
to the boiling point” through the 
knowledge that if they do not per- 
fect improvements promptly they 
will lose ground to competitors who 
move faster. 

“But new-car buyers are not 
the only ones to gain from dy- 
namic obsolescence,” he said. 
“They are a minority because 
only about half as many cars are 
bought new as are bought used. 
“If our new-car customers did not 

trade in their old carg with lots 
of mileage still in them, thousands 
of your neighbors and mine would 
probably be riding to work and 
market on bicycles, as is the case 
today in many countries.” 

Gordon analyzed several ques- 
tions often raised by critics of the 
annual model change. 

1. Would abandoning the annual 
model change bring about lower car 
prices as a result of lower tooling 
costs? 

“If manufacturers did not change 
models each year,” he said, “the 
20 million new-car buyers who now 
come to market over a period of 
three years might well come to 


‘market once in six years. In other 


words, they would continue to use 
the same car as long as it gave 


Changeovers 


satisfactory service. There would be 
no incentive to replace it. 

“Obviously, this would cut our 
annual sales in half. With volume 
reduced, each car would cost more 
to produce, and I am sure that this 
increased cost would more than 
offset any saving resulting from 
not changing models.” 

2. What about the few cars which 
succeed without changing models 
every year? 

“This is true precisely because 
there are only a few such cars,” 
Gordon declared. “An annual 
market of six million new cars 
can support a few cars whose 
appearance and design remain 
static over fairly long periods. 

“But, if all manufacturers fol- 
lowed suit, demand would fall off, 
fewer cars would be produced and 
unit costs would increase. Most of 
our business comes from old cus- 
tomers who are repeat buyers. If 
we had nothing new to offer, these 
customers would come back less 
frequently. Even a reduced price 
would not tempt them.” 

3. Aren’t the changes in new 
models often unimportant “face- 
lift” changes? 

“As a matter of fact they are 
always a lot more substantial than 
the public realizes,” Gordon said. 
“It is hard to glamourize an im- 
proved steel, a new method of 
chromium plating or a changed 
frame design. Yet there are literal- 
ly hundreds of such beneath-the- 
surface changes each year. 

“A car is like an iceberg in this 
respect, and it is the sum of these 
unseen subsurface changes that 
gives our customers the improved 
ride, performance and reliability 
that we talk about in our adver- 
tising.” 





4-Door Corvair Monza 


Goes on Sale in January 


NEW YORK.—The four-door 
Corvair Monza, first seen at the 
National Automobile Show in De- 
troit, will go on sale early in 
January, Edward N. Cole, Chev- 
rolet general manager, revealed 
during the General Motors Motor- 
ama here last week. 

Cole said the decision to market 
a four-door Monza was based on 
popularity of the two-door Monza, 
introduced last June. The two- 
door is taking nearly 30 percent 
of Corvair production, he said, 
Buyers will have a choice of a 
bench seat or bucket seats in 
front on the four-door. 





works” a car smaller than Cor- 
vair, Donner snapped: 
“If we had, we wouldn’t tell you!” 
A ” * 


fae WILL spend $1.25 billion for 
plants, machinery, equipment 
and tooling throughout the world 
in 1961, Donner said at a luncheon 
for 600 business leaders at the 
Waldorf-Astoria. 

In his talk, Donner outlined his 
reason for confidence in expanding 
opportunities for the automotive 
industries. The luncheon is a tradi- 
tional event preceding the Motor- 
ama. 

“The $1.25 billion investment that 
we will be making in 1961 testifies 
to our faith in the continued eco- 
nomic progress of this country and 
of the free world as a whole and 
in the continued demand for the 
products we manufacture,” Donner 
said. 

He also disclosed that GM has 
spent approximately $1.2 billion 
in the U. S. and abroad this year 
to introduce its new models and 
for such purposes as plant, ma- 
chinery, equipment and tooling. 

Donner said GM’s forward plan- 
ning is “based on the expectation” 
that new-car demand may reach a 
level of seven million units in the 
U. S. by 1961. Sales of domestic and 
foreign-built passenger cars “should 
reach” this level “if consumer in- 
comes continue to rise and con- 
sumer confidence is sustained,” he 
said. 

He said he was “convinced that 
we are now approaching a new 
Sales level of seven million cars 
annually.” 

*” cd as 

N THE free world as a whole, 

Donner estimated that by 1970 
demand for passenger cars will 
total about 16 million units and 
demand for trucks nearly four mil- 
lion. Of this total of 20 million cars 
and trucks, about 10% million will 
be sold outside the U. S., he said, 

GM’s plans, Donner said, reflect 
its recognition of the fact that 
“for American business, the im- 
portant challenge of the future is 
the steadily intensifying competi- 
tion for the consumer’s dollar.” 

“For us in the automobile busi- 
ness the challenge of the market- 
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place is one that calls for all our 
skills in design, in production, in 
marketing,” he added. “It calls for 
spending large sums of money and 
for taking risks without any cer- 
tainty of earning a profit.” 

Although GM’s smaller cars rep- 
resent an adaptation of “the small- 
car concept to American needs and 
standards,” Donner said GM ex- 
pects that “the majority” of its 
customers will continue to purchase 
the larger cars in which it is pos- 
sible “to offer more in terms of 
greater comfort, increased space, 
improved ride stability, better han- 
dling and stepped-up engine per- 
formance.” 

Donner said that long-term 
growth of the auto industry is 
assured by the outlook for continu- 
ing increases in population, in pro- 
ductivity and in personal incomes 
and in the number of two-or-more 
car families. . 


* + 

_ THE next 10 years, we look 

for a growth of about 40 per- 
cent in the number of passenger 
cars in use, bringing the total to 
75 million cars at the end of the 
decade,” he said. “With trucks ad- 
ded, there will be 90 million vehi- 
cles on the road. Participation in 
this growth of the market is our 
great challenge in the years ahead.” 


GM to Have Exhibit 


At 1964 World’s Fair 


NEW YORK.—General Motors 
will participate in the New York 
World’s Fair in 1964, Chairman 
Frederic G. Donner announced last 
week. 

“We have reserved a seven-acre 
site in the transportation area and 
plan to build an exhibit that will 
rival our Futurama at the 1939-40 
fair,” Donner said at a news con- 
ference in connection with the 
Motorama opening. 

Although details of the exhibit 
have not been completed, Donner 
said it will project into the future 
the fair theme: “Man’s Achieve- 
ments in an Expanding Universe.” 

“We hope to show some of the 
dramatic possibilities for transpor- 
tation and living that technological 
progress can bring to reality not 
too many years hence,” he said. 





Donner’s Inventory Stand 


Is Rapped by 


CLEVELAND.—A statement by 
Frederic G. Donner, General Motors 
board chairman, that dealer new- 
car stocks are not “out of line” 
drew a sharp reply last week from 
Birkett L. Williams, president, Na- 
tional Automobile Dealers Assn. 


Donner made the observation at 
a press conference in conjunction 
with the opening of the GM Mo- 
torama in New York. 

He asserted that “inventories are 
not out of line with respect to cus- 
tomer buying, or with respect to the 
normal buildup of stocks that you 
have to have at the present time 
of the year.” He said he had “no 
idea” of the total inventory or of 
the breakdown between ’61 and ’60 
models. 

Williams disagreed with Don- 
ner. He declared that inventories, 
swelled by an estimated 300, 
carryover of ’60 models, are bad 
out of proportion and are costing 
dealers millions of dollars every 
month. 


He urged dealers to avoid over-|/ 


ordering and to hold their inven- 
tories to a 30-day supply. 

“With dealer deliveries of new 
cars in all of October slightly over 
600,000 and inventories at the month 
end over 900,000 and still rising,” 
Williams said, “it appears we are 
again headed for a situation which 
is very bad from the dealer’s stand- 
point... 

“I personally am very fond of 
Mr. Donner and hold him in the 
highest regard. But as an officer 
of the principal organization rep- 
resenting the dealers of the 
United States, I cannot let his 
statement go unchallenged.” 
Williams said it costs a dealer a 
minimum of $20 a month to carry 
even a low-priced car in inventory. 

He asserted that to carry new 
ears in stock for the first 10 months 
of 1960 has cost dealers $192 mil- 
lion. This figure is based on each 
end-of-the-month inventory. Of that 
amount, $119 million was for the 
normal 30-day supply. But that still 







Williams 


leaves $73 million wasted by deal- 
ers in stocking excess cars. 

“The first way to save a sub- 
stantial sum of money is for each 
dealer to limit his inventory to 
the number of cars he can sell in 
30 days,” Williams said. 

“Any other course is financial 
waste. With the great complexity 
of models, upholsteries, motor sizes, 
it has become a mathematical im- 
possibility for a dealer to carry a 
sample line of cars.” 


Nevergold Made 
Ford Credit V-P 


DEARBORN.—Ford Motor Credit 
Co.’s board of directors has elected 
Edward C. Nevergold a vice-presi- 
dent. As vice-president—sales, Nev- 
ergold will over- 
see all the com- 
pany’s sales oper- 
ations, Prior to 
his election, he 
was general sales 
manager. 

Nevergold 
joined Ford Mo- 
tor Credit Oct. 1, 
after having 
served as manu- 
facturing assist- 
ant to the vice- 
president for dealer relations at 
Chrysler Corp. Earlier, he was a 
partner in Edwards Motor Co., a 
Wilmington (Del.) auto dealership, 
for three years. 


Arizona Dealer Loses 


43 Vehicles to Bank , 


TUCSON.—The Valley National 
Bank of Phoenix repossessed 43 
vehicles from Central Auto Sales, 
an independent dealership, when 
the firm failed to produce $255,000 
within a set time limit. 

The firm is owned by Ray L, 
Harris and John E, Gregory and 
operates as Frontier Motors, Inc. 
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GM President S s on Closed Circuit TV .. . 


Text of Gordon’s Talk to Dealers 


in competing for the consumer’s 


I should like to join Jim Roche would fall off and cost per unit 
dollar. 


in welcoming you to our closed-| would increase. It follows that em- 
circuit television program. This| ployment would be reduced in our 
Motorama is a fine show, calculated | industry. 


Supplementing the Motorama in 
support of your 1961 selling efforts 





to create just that added interest 
which brings real customer en- 
thusiasm to the start of the model 
year. 


There are some who question 
this sort of activity. In fact, they 
question the entire idea of having 
new models of cars each year. 
Certainly, it is true that an in- 
creasing number of articles, edi- 
torials and letters critical of the 
yearly model change have been 
appearing in the nation’s press. 
What this means, I am convinced, 
is that we have a job to do to ex- 
plain the annual model change and 
convince the American public as to 
its value. For one thing the annual 
model change not only keeps our 
cars and trucks out front from an 
appearance standpoint, but also 
provides an orderly method for in- 
corporating in them the latest engi- 
neering advances. 


We should make the point that 
the deadline set by the need to 
bring out improved models and the 
knowledge that competitors are 
making improvements, too, combine 
to spur our engineers and designers 
to greater accomplishment. If we 
did not bring out a new and better 
product each year, new car sales 


COMING 


It is certainly a fact that the 
availability of better new cars 
each year makes used cars avail- 
able in volume while they still re- 
tain much of their original trans- 
portation value. It is also true 
that the annual model change 
provides a buying stimulus in the 
fall and early winter that would 
otherwise be lacking. This is 
beneficial to all. The publicity and 
public attention created by new 
models and by shows and Motor- 
amas are an effective help to you 





Police Seek Magician 
Who Got Keys to City 


SUNNYSIDE, Wash, — A ma- 
gician here made four cars dis- 
appear and then did a vanishing 
act himself. The police would like 
to find him, probably to present 
him with a medal, 

The four cars which disappear- 
ed were found parked near the 
police station with a note in the 
seat giving the name and address 
of the owner and this comment: 
“This will teach you not to leave 
your keys in the car.” 





| December 12 


will be extensive advertising and 


promotional campaigns by our divi- 
sions. The corporation is continuing 
its institutional program in maga- 
zines which emphasizes that 


“there’s nothing like a new Gen- 
eral Motors car.” 


I hope you saw the Danny Kaye 
show last Sunday and our World’s 


Series commercials earlier which 


emphasized a value-an d-choice 
theme. This will also be the theme 


of our commercials on the Blue- 
Gray and Rose Bowl football] tele- 
casts later this year. 


Of course, the best stimulus to 


sales are fine, new automobiles, and 
you really have them this year— 


both passenger cars and trucks. The 


regular car lines are outstanding in 


appearance and performance. The 
new smaller cars are stirring up a 


tremendous amount of interest. All 
our cars—regular and smaller—are 
designed to meet American require- 
ments of quality, comfort and per- 
formance. 

I am convinced that the gross 
profit potential of practically 
every dealer listening this after- 
noon is being increased by the 
range, variety and price of the 
products available for sale under 
your franchise. And that applies 
to both passenger-car and truck 
dealers. 

There is no reason why 1961 


should not be a good profit year at 
the retail level. To the extent that 
you make the sale of smaller cars 
plus business, you should realize 


plus profits, 
Here I should like to interject 


a comment about the 21 percent 


discount on smaller cars. In deter- 
mining this discount we followed 


the pattern alreaay existing in the 


industry. In other words, the dis- 
count structure has been designed 
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date and the 1961 model intro- 
ductions, with no restrictions or 
reservations of any kind. These 
programs, we feel, made a most 
important contribution to dealer 
sales and profit results during the 
cleanup period. 

Turning now to another aspect of 
the market, there has been a lot 
of talk of late about the effect of 
smaller cars on the used-car mar- 
ket. I have been in this business 
37 years, and frankly I can’t re- 
member the time except during 
war-induced shortage periods when 
we didn’t have what some people 
referred to as the used-car prob- 
lem. Used cars that sell for more 
than some new cars is nothing 
new in the industry. 

I think it is time to recognize 
that used cars are a problem it 
would be disastrous to be without. 
The only way for you to deal with 
this problem is to run a good, re- 
alistic used-car operation. Buy 
them right and sell them right. Sell 
value, and sell it aggressively. 

What you can resell a used-car 
for certainly depends a great deal 
on the job you do in reconditioning 
your tradeing and selling your used- 
car customers on the value of your 
merchandise, just as you must sell 
your new-car buyer on value. 

Selling value brings to mind 
the fact that there has been a 
good deal of discussion of legis- 
lation to legalize territory secur- 
ity in some form. You have been 
kept informed of our position on 
the various bills. I should like to 
suggest, however, that you can 
accomplish a great deal to secure 
your customers’ continuing pa- 
tronage for your dealership with- 
out legislation. 

You can convince the customer 
that it is to his advantage to come 
to your place of business for his 
product and service needs. Good 
service and good treatment build 
customer loyalty. The problem of 
territory security need not often 
arise if the dealer is successful in 
giving the customer courteous at- 
tention and providing the kind of 
service that results in genuine cus- 
tomer satisfaction. 

This is a very important part of 
what is meant by the phrase, ‘“‘qual- 
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to meet competition. Obviously it 
would be of no advantage to you 
or to us to introduce smaller cars, 


ity dealer.” 
The first essential in our quality- 





market. 


iitasiatiae Neus 
IMPORT CAR ISSUE 


If the import market is important to you, don't miss the 
AUTOMOTIVE NEWS Import Car Issue published December 12. 
This special-interest issue is a natural for getting your advertising 
message across to those you especially want to reach. 


AUTOMOTIVE NEWS for December 12 will be loaded with 
features and statistics on the Import Car Market and will be 
kept and referred to for months. 


existing 
very real challenge. This year gross 


not. This points the way to one 
answer to that challenge. 

To carve out an adequate re- 
turn on investment from each 
dollar of sales requires effective 
management techniques and care- 
ful control of expenses. Fixed ex- 
penses, in particular, must be kept 
from climbing. All departments 
in your business must be made to 
contribute to the overall favorable 
result. 









Most importantly, selling effort 
must be organized on the basis of 
“go and get it,” not wait for it to 
come in. We can’t afford to wait 
for customers to take the initiative 
and come to us. The only way to 
build a profitable and stable busi- 


Here's a partial table of contents: 


Illustrations and specifications of import cars 


and then price them out of their 


In inviting your attention to the 
profit potentials ahead, I do not 
seek to minimize the fact that 
merchandising cars profitably under 
conditions constitutes a 


profits are up but net profits are 


dealer program is a quality prod- 
uct. General Motors has built its 
reputation on the excellence of its 
products. We are unremitting in our 
efforts to improve the quality and 
reliability of our cars and trucks 
even further. Each division has 
strengthened its program by the 
addition of an extensive activity 
under a director of reliability. 

The second essential in a qual- 
lity-dealer program is adherence to 
the highest standards in the opera- 
tion of each dealership. In this re- 
gard I am confident that as a group 
you are not matched by any other 
dealer body in the industry. 

Unfortunately, a small minority 

of dealers do not follow the qual- 
ity-dealer concept. The actions of 
these few dealers are detrimental 
to the reputation of all dealers. 
Indeed they reflect adversely 
upon the product, the manufac- 
turer and the entire industry. 

One problem which has received 
a great deal of attention is false 
and misleading dealer advertising. 
Our position on this matter is well 
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ness is to stimulate and develop 
new car buying interest through 
well-organized personal selling ef- 
forts. 

Adequate inventory is necessary 
too, and this, I recognize is a prob- 
lem because of the multiplicity of 
models, color combinations and 
equipment options. This is a prob- 


lem for us, too, from both manu- 


facturing and distribution stand- 


points. It is the penalty we have 
to pay to protect our position in 


the market by having adequate 
floor stocks that insure fast deliv- 


ery to the customer. 


This problem was emphasized 


during the 1960 model year. It is 


always our objective to build the 
number of cars required to satisfy 
the indicated market demand. At 
times the market changes, and on 


such occasions it hag been consid- 
ered desirable to assist dealers in 


the liquidation of inventories 


through a bonus program. 


As you know, the GM bonus 
programs this year departed from 
the procedure followed at other 
times. The requirement for 
achieving a qualifying sales vol- 
ume was eliminated. The 1960 
program applied to all new cars 
delivered between the effective 














known. I believe substantial prog- 
ress has been made toward im- 
provement. However, the problem 
still exists in some areas. 

I urge each of you to examine 
every phase of your business to 
make certain that the quality-dealer 
approach is followed in every busi- 
ness transaction. 

Fundamental to our concept of a 
quality-dealer program is our 
strong belief in the franchise sys- 
tem. The community of interest 
which unites the customer, the deal- 
er and the manufacturer can best 
be served by the franchise system 
as we know it. 

In this connection, I want to 
make the point that we must be on 
guard against outside attempts to 
interfere with our ability to serve 
the customer. Consumer credit is 
an example. While there are no im- 
mediate threats of government 
measures to control credit, pro- 
posals are made every so often. 

have failed largely be- 
cause you have been doing such 
an excellent job in not letting 
length of terms get out of hand. 
I congratulate you on your far- 
sightedness. So long ag we keep 
our own credit house in order 

(Continued on Page 50, Col. 1) 
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Model Run Tops a Million... 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 








Week Week Jan.1 = Jan. 1 

Ended Same Ended Total To To 
Nov.5, Week, Oct. 29, Output, Nov.7, Nov. 5, 

1960 1959* 1960* Oct.* 1959* 1960 

AMERICAN MOTORS 

EIR” 555 eicssineiecssionss. 12,000 8,767 11,450 45,253 334,465 412,470 
CHECKER MOTORS .._ 100 164 87 564 3,843 6,150 
CHRYSLER CORP. .... 18,850 16,913 18,106 74,235 633,073 910,618 
Chrysler Division ...... 2,300 1,936 2,151 9,027 78,278 87,724 
ENO iocisineisicthease 1,671 6,860 60,066 73,510 
Imperial ..................... 480 2,167 18,212 14,214 
Dodge Division 8,508 34,392 155,260 375,781 
Dodge-Polara 5,249 21,475 155,260 334,201 
PRE Se ae 41,580 
P-D-V Division 7,452 30,816 399,535 447,113 
ES he vccmeteatventes 240 944 38,129 18,663 
Plymouth. .................. 4,664 10,321 354,817 218,688 
MND shisev hn cn souedsatees 2,548 19,551 6,589 209,762 
FORD MOTOR** . 43,605 196,193 1,472,461 1,610,800 
Ford Division ..... 33,789 150,196 1,287,901 1,288,667 
BT iia isvatsostrnccmat 11,813 44,388 37,505 083 
Ford (Std.) ............. 20,739 102,579 1,186,763 777,223 
Thunderbird 1,237 3,229 63,633 73,361 
L-M Division. .............. 9,816 45,997 155,033 322,133 
IG, Sabssschichschsiveonss 4687 4626812 .............. 170,346 
MIO. soccer cess beviventes 427 999 24,086 14,671 
Mercury ..................... 4,732 18,986 130,947 137,116 
GENERAL MOTORS .. 70,907 8,464 74,300 291,394 2,339,688 2,661,636 
Buick Division ............ 9,587 2,043 10,431 37,894 209,025 244,675 
Buick (Std.) ............ W171 2,043 7,802 28,099 205,025 227,153 
TEE sjiscercesasordecseoe Dee. siete 2,629 Deane enaeurnee 17,522 
CID ckeisis ch tteessncicaeis ee: dons 3,802 14,889 126,651 133,335 
Chevrolet Division 38,400 6,421 39,794 156,298 1,306,739 1,577,878 
ENED isvtctnnoipewsil 5,300 4,901 6,514 25,171 55,085 210,162 
Chevrolet (Std.) .... 33,100 1,520 33,280 131,127 1,251,654 1,367,716 
Oldsmobile Div. .......... 9,660 — .......... 9,495 42,652 337,120 330,809 
POO ee AiR EE 2515 10864 .......... 20,539 
Oldsmobile (Std.) .. 6,980 _.......... 6,980 31,788 337,120 310,270 
Pontiac Division. ......... ID svscdisess 10,778 39,661 360,153 374,939 
Pontiac (Std.) ........ MEET © dncca pedi 8,611 34,127 360,153 366,820 
Tempest. ..............00. SOOO! acc ds 2,167 BOS. cikivuen 8,119 
S-P CORP. ‘ 
Studebaker ................. 2,450 2,648 2,558 10,741 132,103 93,918 





Total Cars, U. S.**....145,308 63,615 150,106 


*Revised. ‘ 
**Totals for 1959 include Edsel production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 

















618,380 4,915,633 5,695,592 








Week Week dan. 1 dan, 1 
Ended Same Ended Total To To 
Nov. 5, Week, Oct. 29, Output, Nov.7, Nov. 5, 
1960 1959* 1960* Oct.* 1959* 1960 
CHEVROLET ................. 8,300 3,905 7,957 32,546 302,210 341,006 
PEED OR cesscssckisctpess.- oanieabenp 51 24 90 4,909 2,279 
12 713 2715 3,061 3,031 
422 1,417 5,959 66,168 61,519 
3,755 2,303 7,615 291,741 279,687 
248. 1,755 6,600 70,576 91,360 
2,530 1,848 8,634 125,721 108,238 
291 281 1,165 15,087 12,836 
37 272 861 10,584 11,425 
404 247 969 17,252 13,794 
880 1,933 1,749 8,733 99,250 110,386 
MISCELLANEOUS ........ 90 15 90 378 3,863 3,981 
Total Trucks, U. S..... 18,680 13,663 18,016 173,825 1,010,422 1,039,542 
Total Cars, 
Trucks, U. S. ............ 163,988 77,278 168,122 692,205 5,926,055 6,735,134 
Total Cars, 
Trucks, Canada 71,332 4,726 7,102 26,910 328,260 332,400 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....171,320 82,004 175,224 719,115 6,254,315 7,067,534 


*Revised. 





Guild to Seek 


Salesmen 


At Homes in Cleveland 


(Continued from Page 3) 


NLRB that it was “withdrawing its 
petition for an election.” 
Teamsters Local 376 also with- 
drew its petition for an election at 
Ver Hoven-Woodward (Chevrolet) 
in Highland Park, Mich. The peti- 
tion was withdrawn before an elec- 
tion date had been set. 
+ 


- * 
LECTRIC AUTOLITE CO, an- 
nounced it plans to transfer its 
manufacture of starting motors, 
generators and related items from 
Toledo to Bay City, Mich., in 1961. 

The switch will give Bay City 
about 600 new jobs, according to 
Jack Schneider, manager of Au- 
tolite’s Bay City division, 

The Bay City plant now has 700 
on its payroll, but is scheduled to 
cut back to 300 by next July. Thus 
the addition of the new jobs from 
Toledo will mean a net gain of 
about 200 jobs for Bay City. 

The decision to transfer the op- 
erations was announced after mem- 
bers of United Auto Workers Local 
526 at the Bay City plant approved 


contract changes which the com+' 


pany said would make it more com- 
petitive. Changes involved work 


rules, seniority and an incentive 
pay plan. : 
* 


HE NLRB has been asked to 
rule whether an agency shop 
clause in labor contracts is legal. 

The case involves charges filed 
by the UAW against General Mo- 
tors Corp., alleging that the com- 
pany refused to bargain for an 
agency shop arrangement cover- 
ing some 14,000 employes in six 
cities in Indiana, The state is one 
of 19 having “right-to-work” laws, 
in which union membership is not 
a@ prerequisite to employment. 

The agency shop is a union-em- 
ployer system requiring all em- 
ployes to pay the union approxi- 
mately the equivalent of regular 
union dues and fees, even if they 
are not members. 

In a hearing before the NLRB, 
GM attorneys, backed by the Na- 
tional Assn. of Manufacturers, con- 
tended that the agency shop vio- 
lates the Taft-Hartley Law. 

The UAW, backed by other 
unions and the AFL-CIO, maintain- 
ed the Taft-Hartley Law requires 
employers to bargain on such a plan. 







Mediums Off Most 
As Production Eases 


(Continued from Page 1) 


4,400 assemblies last week, Stude- 

baker Hawk built an estimated 200 

units in each of the last two weeks. 
J ok * 


Compact output was off from a 
record 49,905 cars a week ear- 
lier to an estimated 48,067 units last 
week despite a new weekly output 
mark scheduled by Rambler. 

In addition to Rambler—which 
increased its output from 11,450 
to a record 12,000 assemblies— 
Lancer, Valiant, Oldsmobile F-85 
and Pontiac Tempest showed pro- 
duction gains over the previous 
week, 

Lancer was up from 3,254 to 3,400; 
Valiant from 2,548 to 2,700; F-85 
from 2,515 to 2,680, and Tempest 
from 2,167 to 3,000. 

Off from the previous week were 
Falcon, from 11,813 to 9,716; Comet, 
from 4,657 to 4,605; Buick Special, 
from 2,629 to 2,416; Corvair, from 
6,514 to 5,300, and Studebaker Lark, 
from 2,358 to 2,250. 

* * + 
ie THE highest-priced class, Ca- 

dillac was off from 3,802 to 3,360 
assemblies and Imperial from 480 to 
600. Lincoln rose from 427 to 585. 

On a percent-of-industry basis, 
the standard group took 43.3 per- 
cent last week, compared with 
42.5 percent a week earlier; the 
compacts stood pat at 33.2 percent 
and 33.1 percent; the medium 
group declined from 21.1 to 20.5 
percent, and the highest-priced 
group took 3.1 percent both 

weeks. 

Despite the decline in car output 
last week, model-run output was 
running 29 percent ahead of the 
same period of a year ago. 

Production of ’61 models through 
the end of October this year total- 
led 1,053,482 cars, compared with 
820,852 cars of '60 vintage built 
through Oct, 31 last year. 

+ * * 


yes compact group, with five 
makes added since the end of 
October a year ago, showed a 130.7 
percent increase in numerical out- 
put over a year ago. 
tion of ’61 compacts, 

with Comet, Lancer, Special, F-85 

and Tempest added to the group, 

totalled 398,011 units through 

Oct. 31 this year. The same group, 

composed only of Corvair, Falcon, 

Lark, Rambler and Valiant, turn- 

ed out 172,532 units through Oct. 

31 last year. Comet didn’t go into 

production until March of this 

year. 

Makes showing gains over a year 
ago were Falcon, up from 30,365 to 
95,518; Rambler, up from 57,257 to 
77,958, and Valiant, up from 4,381 
to 39,848. 

Off from a year ago were Cor- 
vair, from 50,085 to 34,857 units, and 
Lark from 30,444 to 20,773. 

Production of ’61 models through 
Oct, 31 by the newcomers showed 
Comet with 50,203 assemblies; Lan- 
cer with 39,061; F-85 with 18,390; 
Special with 15,816, and Tempest 
with 5,587, 

* ” a 

Tes standard group showed a 

total of 430,256 current models 
built through Oct, 31, compared 
with 391,147 of last year’s vintage 
built through the same date a year 
ago. Its numerical] increase was 9.9 
percent. 

Top ’61-model producer through 
the end of October of this year 
was Ford, with 178,337 assemblies, 
compared with 147,833 cars built 
@ year ago. Chevrolet, in first 
place with 175,813 cars built 
through Oct, 31 a year ago, had 
built only 139,468 current models 
as of the same date this year. 

Among the other standard makes, 
Dart showed the, biggest numerical 
increase as it climbed from 26,383 
to 59,255 assemblies; Plymouth was 
up from 41,118 to 58,329, and Stude- 
baker Hawk had turned out 867 
current-model cars through the 
end of October this year. The Stu- 
debaker unit had not begun produc- 
tion of ’60 models at this time a 
year ago, 

* ca * 
Rom the medium and highest- 
priced classes showed numeri- 
cal output declines from a year ago 
—the mediums off 12.6 percent from 


226,767 assemblies a year ago to 
198,431 of the current models built 
through Oct. 31 this year, and the 
highest-price group off 11.9 percent 
from 30,406 to 26,784. 

A breakdown of the medium 
makes showed standard Pontiac 
off from 59,981 to 53,734 cars; stand- 


As of Oct. 31... 


Model Breakdown 
By Price Group 


(Compacts) 


1961 960 

Pos. Make Pos. 
1— 95,518 Falcon 4 
2— 77,958 Rambler 57,257— 1 
3— 50,203 Comet _......... 





(Low-Price Standards) 


Pos. Make Pos. 
1—178,337 Ford 147,833— 2 
2—139,468 Chevrolet 175,813— 1 
3— 59,255 Dart 
4— 58,329 Plymouth 41,118— 3 
coo 867 Hawk __......... 

430,256 Total 391,147 
zie 
(Mediums) 

1961 1960 

Pos. Make Pos. 
1— 53,734 Pontiac 59,981— 2 
2— 48,705 Oldsmobile 61,904— 1 
3— 38,738 Buick 45,249— 3 
4— 28,476 Mercury 22,506— 4 
5— 18,340 Chrysler 8,089— 7 
6— 5,129 Polara* 12,927— 5 
j— 3,229 T-Bird 10,094— 6 
8— 2,080 DeSoto 3,361— 8 

soenvis Edsel 2,656— 9 
198,431 Total 226,767 


*—Matador was included with Polara 
figures in _ 2 ‘ 


(Highest Priced) 


1961 : 1960 
Pos. Make Pos. 
1— 20,713 Cadillac 20,370— 1 
2— 5,072 Imperial 5,693— 2 
3— 999 Lincoln 4,343— 3 


26,784 Total 30,406 


Grand Total 


1,053,482 820,852 
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ard Oldsmobile off from 61,904 to 
48,705; standard Buick down from 
45,249 to 38,738; Mercury up from 
22,506 to 28,476; Chrysler up from 
8,089 to 18,340; Thunderbird off 
from 10,094 to 3,229; DeSoto off from 
3,361 to 2,080, and Dodge Polara- 
Matador down from 12,927 to 5,129. 

In the highest-price field, Cadil- 
lac was up from 20,370 to 20,713 
assemblies; Imperial declined from 
5,693 to 5,072, and Lincoln was down 
from 4,343 to 999. 

+ oa + 


Cea output total- 
led an estimated 18,680 units 
last week, compared with 18,016 as- 
semblies a week earlier and 13,663 
trucks turned out during the week 
ended Nov. 7 last year. 

Truck output in October total- 
led 73,825 units, compared with 
79,153 units in September. Car 
output totalled 618,380 assemblies 
in October, compared with 408,299 
in September. 

Canadian manufacturers turned 
out an estimated 7,332 cars and 
trucks last week, compared with 
7,102 vehicles built a week earlier. 
During the week ended Nov. 7 last 
year the Canadian makers turned 
out 4,726 cars and trucks. 

Output in Canada during October 
totalled 26,910 cars and trucks, com- 
pared with 16,901 vehicles in Sep- 


tember. 
+ * * 


Ford’s First Diesel 


Rolls at Louisville Today 

LOUISVILLE.—Ford Division be- 
gins production of diesel trucks 
here today (Nov. 7). The division 
plans to build four units a day until 
market demands force an increase 
in production, a spokesman said. 

Approximately 30 men will be as- 
signed to the new models, but it 
will produce no significant change 
in employment, the spokesman said. 

It marks the division’s entrance 
into the diesel field. 


Baker to Spark 
5 N. Y. Breakfast 
Rallies Next Week 


ALBANY.—The New York State 
Automobile Dealers Assn. will bring 
Vince Baker, the “go-out-and-sell 
expert,” to its members in five spe- 
cial breakfast meetings that will 
span the state Nov. 14-18. 

The schedule of meetings is: Buf- 
falo, Nov. 14, 8:30 a.m., Statler Hil- 
ton Hotel; Rochester, Nov. 15, 8:30 
a.m., Manger Hotel; Syracuse, Nov. 
16, 9 a.m., Hotel Syracuse; Albany, 
Nov. 17, Sheraton Ten Eyck Hotel, 
9 a.m., and Garden City, Nov. 18, 
9 a.m., Garden City Hotel. 


Irv White Buick Moves 


LOS ANGELES.—Irv White 
Buick has moved from Beverly 
Hills to 250 S. La Brea. 





More Dealers Aroused . . . 


Maldistribution Gripes 


(Continued from Page 3) 


from the branch, the branch has its 
orders from the region and the 
region has its from Detroit, to go 
out and get orders,” Allton said in 
one of his talks. “These instruc- 
tions, of course, come partly be- 
cause that ‘blankety-blank company 
is outselling us’ and partly because 
materials, tools, labor, and supplies 
have been scheduled for a given 
production, 

“The reason a factory aggressive- 
ly sells its products to us, there- 
fore, is to maintain its profit posi- 
tion for its stockholders, and the 
reason we as retailers must be ag- 
gressively making our own deci- 
sions regarding our needsg is to 
maintain our profit position, or per- 
haps I should say, regain our profit 
position. 

“If we as dealers are dumb 
enough to continue to accept all 
the cars the factories can pro- 
duce, I am afraid they will con- 
tinue to do what they did in the 
past.” 

Another dealer, in making sim- 
ilar complaints about selection of 
units shipped, said: 

“I've got stiff Volkswagen com- 
petition—cars and trucks—and did 
they send me units that help me 
fight this competition? They did 
not. The models I need most are 


in short supply, and being a small 
dealer I’ll get mine when the big 
pipelines are filled up.” 

In talking some of these points 
over with a few zone officials one 
of them laughed and said: 

“You ought to cut in on my phone 
when cars are short. ‘Where's all 
the cars,’ they ask, ‘unloaded in 
some cornfield? What's the matter 
with you guys, anyway? Am I 
gonna have to call Detroit? Say, 
Mac, I’ve got a franchise, and you 
know that, a franchise is a contract. 
How can I do business with an 
empty wagon?’” 


Obituaries 


D, Elliott 
BUFFALO.—Harry D, Elliott, 84, who 
had been associated with the auto sales 
business here for about 40 years, died 
Oct, 28, He began with the old Edward H. 
Baker Corp, during World War I and later 
was with the John J, Gibson Corp, and 
Justice Motors, where he was retail sales 
manager. 
ak * * 
Sam T. Johnson 
REED CITY, Mich.-Sam T, Johnson, 
who operated an auto dealership here from 
1915 to 1949, died Oct. 24. He was 83. 
* * + 
James H, Cain 
DE RIDDER, La.—James H. Cain, 77, 
president of Cain Motor Co., died at his 
home here Oct, 26. 
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Motorama Report... 





Text of Gordon’s Talk 
To GM Dealers 


(Continued from Page 48) 


we do not invite others to put it 
in order for us. 

A quality-dealer program requires 
selling agreements that are sound 
and equitable. You have just sign- 
ed our new agreements—five-year, 
one-year or continuing as you 
choose—and I am sure you found 
them improved, Our contracts with 
dealers have demonstrated to us 
that our agreements are by far the 


‘best in the industry. 


An adequate sales potential and a 
suitable location are prerequisites 
for a quality dealership. These are 
the objectives of our continuing 
market studies in all areas. The 
right number of dealers in the right 
locations means an adequate gross 
profit opportunity for each dealer. 
As a result of our efforts in this 
direction, there are 15 percent fewer 
dealers today than there were 10 
years ago. It follows that average 
sales per dealer are greater. 

We are doing and will continue 
to do all we can to help you get 
maximum results from your sales 
efforts. Through the Dealer Retail 
Sales Manpower Program your 
salesmen learn the fundamentals 
of real salesmanship, the skills 
and techniques of car selling and 
how to use product knowledge 
effectively, This program has 
proved its worth, and I encour- 
age all of you to make maximum 
use of it. 

Survey after survey has proved 
that nothing influences the custom- 
er’s attitude toward the dealer and 
the product as does the kind of 
service that is provided to maintain 
his present car. 

The confidence you instill in the 
customer through good _ service 
makes important contributions to 
your business in two significant 
ways: 

First, it provides extra gross 
profit from your service parts and 
accessories business. 

Second, it goes a long way to- 
ward motivating the customer to 
return to your dealership when he 
is ready for a new car. 

In this area of service we have 
developed several important pro- 
grams to help you build customer 
good will. The Owner Protection 
Plan encourages customers to re- 
turn to your dealership on a regular 
basis. Guardian Maintenance is de- 
signed to increase customer con- 
fidence in the superiority of your 
service and bring more customers 
to you for their servicing needs. It 
has been so successful this past 
year that we are continuing it in 
1961. 

These two programs can in- 
deed produce excellent results for 
your service operations. The ex- 
perience of many dealers testi- 
fies to this. 

As you know, in 1941 General 
Motors pioneered a 12-month, 
12,000-mile warranty to its dealers. 
This long-standing warranty has 
now been announced to the public. 
In this announcement we made it 
clear that the warranty excludes 
only tires and those adjustments 
or parts replacements recognized 
as normal maintenance items. 

The application of this warranty 
program has been fully explained to 
you by your division in the dealer- 
adjustment policy which all of you 
have received. It is another ex- 
ample of our leadership and our 
determination to provide the best 
for our dealers. It will permit you 
to strengthen still further your cus- 
tomers’ confidence both in your 
dealership and in the products you 
sell. 

The warranty policy, Guardian 
Maintenance and the Owner Pro- 
tection Plan represent a combina- 
tion that no other dealers in the 
industry can match, ; 

Our mechanics training programs 
at GM training centers provide a 
firm foundation for the claims we 
make in Guardian Maintenance. 
The fact that you are sending so 
many men to these centers for 
training augurs well for the future 
of the service end of the retail 
business. 

Our new parts program, which 
became effective yesterday (Nov. 





1), will simplify your parts opera- 
tions. A little over 70 percent of 
the number of parts you handle 
are now on a one-price basis. The 
liberal discount structure will as- 
sist you in getting business at 
both the retail and wholesale lev- 
els. All in all, this improved parts- 
distribution program should place 
you in a much stronger position 
to capitalize on the opportunities 
available to your own service de- 
partments as well as in the re- 
placement-parts markets. 

And now, I want to pay tribute 
to you who make up the top selling 
team in our industry. Not only do 
you turn in an aggressive selling 
performance, but our surveys con- 
sistently place you ahead of com- 
petition in service performance, 

In this highly competitive busi- 
ness of ours, we must always strive 
to do a better job—we must do this 
on our part as you must on yours. 

The unique relationship existing 
between the automobile dealer and 
the manufacturer epitomizes, more 
than any similar relationship on 
the business scene, the interdepend- 
ence of small and big business. 

Ours is a joint undertaking. The 
success of this undertaking ig de- 
termined by the manner in which 
we serve the customer. Big or little, 
no business can grow, or even 
maintain its size, except through 
willingness, ability and determina- 
tion to do the best possible job for 
the customer. 

The expanding markets of the 
future hold tremendous opportu- 
nities for you and for us. Work- 
ing together we can capitalize on 
them, to great mutual advantage. 

The recognition of the importance 
of these opportunities to all of us 
prompts me to say again how much 
I appreciate this opportunity to 
speak to the finest selling organiza- 
tion in the world—the dealers of 
General Motors Corp. 





HELP WANTED 








Needed 
A FIRST CLASS 
COMBINATION FRONT END 
AND FRAME MAN 


Bear equipment. If you cannot qualify 
as first class, please do not apply. 


Box 1960, c/o Automotive News, 
Detroit 7. 





SERVICE MANAGER, Suburban New Jer- 
sey Chevrolet-Oldsmobile dual dealer re- 
quires a capable man, Box 308, Boonton, 
New Jersey. 

TRUCK SALESMAN—Excellent opportuni- 
ty for experienced truck salesman to live 
and work in the health center of the 
Southwest, Second fastest growing city 
in the country ofiers unlimited earning 
capacities. Salary plus commissions. 
Write: Bogard GMC Company, Inc., 2626 
8. 4th Avenue, Tucson, Arizona. 


DOK OP ARTEL 
GENERAL MANAGER 


for volume Buick dealership in large 
southern city. Must be able to assume 
complete executive charge and control 
of entire operation reporting only to 
Board of Directors, who will include 
stock ownership in company with liberal 
salary plus profit sharing. Man we want 
must have successful background in auto- 
mobile business and has been well train- 
ed but now ready for top responsibility. 
Will expect applicant to be 30 to 50 
years old, married, settied and willing to 
relocate in delightful southern city 
where in a short time he can become 
active in civic and church affairs. Pres- 
ent General Manager is president of 
company and is longtime successful bus- 
inessman who desires to retire as soon 
as new General Manager is able to as- 
sume full control. Write in complete 
confidence, giving full details. All re- 
plies will be held in confidence. Box 
1954, c/o Automotive News, Detroit 7. 








DO YOU QUALIFY FOR THIS $15,000 (OR 
general 


HELP WANTED 


CAPABLE 


Service Manager 


with 
CADILLAC EXPERIENCE 


CADILLAC OPERATIONAL 
TRAINING 


An opportunity to handle service de- 
partment in leading Northwest Cadillac 
distributorship. Attractive compensation 
plan with excellent working conditions. 
Send qualifications and application to 


R. S. ELDER 
General Manager 


BARNARD MOTORS, INC. 


2108 WEST BURNSIDE 
PORTLAND 10, OREGON 


Parts & Service 


Merchandiser 
$15,000 to *20,000 


We are commissioned by one of 
world's large organizations to find 
man capable of increasing sales and 
improving methods on already enor- 
mous volume of parts and accessories 
for numerous products. Should be ex- 
perienced in every aspect of parts 
and accessories, marketing, including 
promoting, training, merchandising 
and management. 33 to 48—good 
record—top ability. Our fee will be 
paid by employer. Write or telephone 


QUICKLY! 
CLIFF KNOBLE 


Cadillac Associates, Inc. 


29 East Madison Bidg. 
Chicago 2, Illinois 
Financial 6-9400 


MECHANICAL TECHNICIANS—Excellent 
opportunity offered with one of the fast- 
est growing GMC truck dealerships in the 
country, Modern equipment and excel- 
lent facilities, Position open for repairs 
to commercial and industrial equipment. 
Write: Bogard GMC Company, Inc., 2626 
8, 4th Avenue, Tucson, Arizona. 


HIGHER) JOB? If you are a man- 
ager for a car dealer, or have been a 
zone manager for a manufacturer, we want 
you as an exclusive agent for —a- 
advertised Childers Carports, used by ~ 
and drive-ins. No investment. Airmail 
your business background and references. 
Will send you names of ogaste with high 
earnings. Bob Childers, Chi s Mfg. Co., 
Box 7467, Houston, Texas. 





18 YEARS’ EXPERIENCE AS A GM 
DEALER has enabled me to become 
thoroughly familiar with dealer prob- 


lems, Having disposed of my dealership, 
I desire a management position in a 
100 to 150 new car per year dealership 
where owner needs responsibility relief. 
Desire permanent connection. Best refer- 
ences, Resumé or interview on request. 
Box 1955, c/o Automotive News, De- 
troit 7. 


SERVICE MANAGER position wanted. GM 
experience with factory, also retail expe- 
rience. Ability to administer your entire 
service operation, and show you a nice 
profit. Box 1957, c/o Automotive News, 
Detroit 7. 

GENERAL MANAGER, age 38. Past 5 
years as general manager in volume op- 
eration. Thorough knowledge in all 
phases of dealership departments. Prefer 
position in metropolitan New York area. 
Also available on consultant basis as 
accountant and business manager. Best 
references. Reply Box 1958, c/o Auto- 
motive News, Detroit 7. 

ACCOUNTANT-OFFICE MANAGER, 12 
years’ experience on GM, Chrysler, MHD 
experience. Married, 34 years of age. 
Will relocate for permanent position. Box 
1959, c/o Automotive News, Detroit 7. 


POSITION WANTED 


GENERAL MANAGER — Sales manager, 
‘Big Three’’ and Motors Holding experi- 
ence. Proven background. Box 1925, c/o 
Automotive News, Detroit 7. 


JUST IN CASE THERE IS A PLACE ... 
Auto salesman (15 years GM and Ford), 
instructor (11 years instructing nationally 
famous sales, speech and leadership 
training courses), inspirational-humorous 
speaker. Above average creative and 
leadership abilities, 38 years old, wife, 
four girls, 100% sober, Looking for an 
opportunity in sales training, sales pro- 
motion, public relations, sales relations, 
advertising . . , anything legal with 
advancement possibilities that will com- 
bine a variety of experience with other 
talents. Will travel, relocate, live in a 
tree—if necessary, Write Box 1943, c/o 
Automotive News, Detroit 7. 


AUTOMOTIVE AND MECHANICAL EN- 
GINEER—age 33, conversant with Eng- 
lish and American design and manufac- 
turing of truck chassis and engine 
components, Knowledge of transportation 
preventive maintenance, Looking for po- 
sition of responsibility, Willing to relo- 
cate, preference Eastern location or 
abroad, Married with two children. 
Please write Box 1944, «/o Automotive 
News, Detroit 7. 


SALES MANAGER—I believe in selling 
benefits not price alone. My men are 
salesmen not order takers, Experience 
all phases of business. Desire Southwest 
or Rocky Mountain, No family deals. 
Financially sound, married, three chil- 
dren. Presently employed as sales man- 
ager. Box 1949, c/o Automotive News, 
Detroit 7. 


DEALERSHIPS AVAILABLE 


WILL SELL DEALERSHIP, with or with- 
out real estate, handling Imperial-Chrys- 
ler-Dodge in rich farm community North- 
west Ohio, Box 1928, c/o Automotive 
News, Detroit 7. 


FOR SALE—HANDLING FORD. Located 
on U. 8S. Highway 65, Missouri, Fastest 
growing and developing in the middle- 
west, the Heart of the Ozarks. 85% 
service absorption, low rent lease, sell on 
inventory basis. Take over experienced 
organization. Must have factory approval. 
150 car potential. Box 1940, c/o Automo- 
tive News, Detroit 7. 


DEALERSHIP HANDLING CHEVROLET 
in Connecticut, 500 new units per year, 
300 used units per year. $50,000 parts 
and equipment, buy or lease building. 
Box 1950, c/o Automotive News, De- 
troit 7. 


DEALERSHIP HANDLING CHRYSLER, 
Dodge, Willys, West Texas. 100 new Car 
sales yearly, excellent facilities, reason- 
able rent. Sell for inventory cost current 
parts and equipment. Box 1909, c/o Au- 
tomotive News, Detroit 7. 








DEALERSHIPS AVAILABLE 


ESTABLISHED DEALERSHIP handling 


Lark and Hawk, New Jersey. Good 
money maker, 100% service in growing 
community, excellent used car sales. 
$10,000 will handle, Six room house goes 
with deal next door to entire operation. 
Family health forced to liquidate, $450 
month takes entire setup, Box 1929, c/o 
Automotive News, Detroit 7. 

sales 


DEALER HANDLING RAMBLER, 
approximately 150 new car units. New 
building, heated and air ccnditioned. 
New equipment, five car showroom, main 
highway. Trading area 50,000, Western 
Nevada, Ill health, Factory approval 
needed, Box 1939, c/o Automotive News, 
Detroit 7. 


DEALERSHIP HANDLING _ Buick-Opel, 


ideal, profitable setup, located within 25 
miles of New York City, Low overhead. 
$13,500 buys complete dealership. Reason 
for selling, other interests, Box 1945, 
c/o Automotive News, Detroit 7. 


SOUTHERN CALIFORNIA—Single point 
dealership outside Los Angeles metro- 
politan area handling Ford, Sales poten- 
tial 600 to 750 new units, 800 to 1,000 
used, Excellent facilities for handling 
large volume sales and service, Five 
year lease, Applicant must be financially 
responsible and can obtain Ford Motor 
Company approval, Box 1946, c/o Auto- 
motive News, Detroit 7. 


AGENCY HANDLING CHEVROLET- 
OLDSMOBILE, rich Northeast Iowa 
community, progressive town-——-100 new 
cars, Parts, accessories and equipment 
$16,000. Lease available very modern 
building. Box 1926, c/o Automotive News, 
Detroit 7. 

DEALERSHIP HANDLING BUICK, Opel, 
Lark and GMC trucks. Eighteen miles 
from coast in Central California. Will 
also sell or lease building. Factory ap- 
proval necessary, Box 1951, c/o Auto- 
motive News, Detroit 7. 





Dealership Handling 
FORD 


Eastern seaboard near New York City. 
Volume over two million. Modern facilities. 
Will rent. 

Box 1933, c/o Automotive News, Detroit 7. 








DEALERSHIPS WANTED 


NEW YORK CITY or Long Island area. 
Automobile manager interested in buying 
deal, Would consider one-half interest. 
Fifteen years experience, 40 years old. 
Strong in all phases of volu.ne operation. 
Box 1952, c/o Automotive News, De- 
troit 7 





CARS FOR SALE 


Ep ATTENTION 
FLEET OWNERS! 


LEVITTOWN 
RAMBLER 


IS EQUIPPED WITH THE 


EXPERIENCE ano tre 
INVENTORIES 


TO HANDLE 


ALL RAMBLER 


FLEET NEEDS! 


CONTACT JACK SCHWARTZ 
LEVITTOWN RAMBLER 


3130 Hempstead Turnpike, Levittown, L. I., N. Y. 
PErshing 5-9400 
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DEALERSHIPS WANTED CARS FOR SALE } YAR SALE TRUCKS FOR SALE MISCELLANEOUS 
FLORIDA, Factory approved, Immediate ”eNENTAL tudor] UNIQUE TRANSPORTER, specially built 
cash, Confidential, Box 1898, c/o Auto- e been remodeled $11,000 dual track trailer designed by ARLES STENT R TES 
motive News, Detroit 7. 8 engine, trans- Traffic Transport Engineering, Inc, to 
GREATER PHILADELPHIA AREA—Ford, : and power haul seven foreign cars or four full size 
Chevrolet, Rambler, 250 to 350 new cars. . t that has cars, Well maintained, Used only in WHY SETTLE FOR LESS eee 
Factory approval assured. Necessary cap- ==, weather, Price Florida but legal size for all states. With 
i Mauterer, 5503 ‘51 Chevy ‘‘cab-over,”” powered with No Other Tow Bar 


ital available, Box 1947, c/o Automotive 
News, Detroit 7. 

BUSINESS OPPORTUNITIES 

CAR IMPORTER—Going out of business. 

Willing to sell loss corporation. Reply 

mail Box 1953, c/o Automotive News, 

Detroit 7. 
DEALER SERVICES 


nearly new 248 hp GMC, Color picture Can Give You These 
on request. This is a show piece ready Outsta 
nding Engineering Features 


- Sie $3,500 cash or ee 

or British sports cars or parts. aco, 

13th & Flagler, Miami 35, Florida. *CADALLOY STEEL CAST 
SHOP EQUIPMENT FOR SALE COUPLING HEADS LINED 

PARTS BIN DIVIDERS, like new. Halt| TQ PROTECT CAR BUMPERS. 


wholesale price, Dick Clippard, Jackson, 


Volkswagens J | C"n e 
ANTIQUE, CLASSIC CARS FOR SALE CADALLOY STEEL CAST 
VOLKSWAGENS direct shipment to any port condition, "Brass radiator and kerosene| YOKES WITH HEAVY DUTY 





MILITARY ACCEPTANCE 












WILL HELP YOU SELL MORE U. S. A. Our prices will be headlamps, Jones Ford Sales, Providence, TUBULAR STEEL "V" 
MILITARY PERSONNEL woted you including cost Kentucky, Phone: MOhawk 7-2083. 
Ghias, Convertibles, Buses ete ren nee ns, Saat |" uorow scnoora | SECTIONS TO RESIST 
* Worldwide Sanncing end refinencing vp to all ports. duty and LEARN AUCTIONERRING. Nationally STRAIN & STRESS. 
comb @f pay gredes £5 and cbove . ; « 1960s, 1959s, ete. EXCISE TAXES PAID sour Auction Schoo, "Box 8466-PS, Kan- epost i ee 
sas y 14, ssouri,. intimum te ‘ont: 


on simplified, non-recourse basis. EXCISE TAXES PAID Equipped as Follows: 


FULLY AMERICANIZED 46,000 Lbs. Per Square Inch 


BE AN AUCTIONEER — World’s largest 


* Cars may be taken overseas without re- e Leatherette interior ... tool eel one recveenees diplo- 

financing. kits . . . mile speedometers ma. ee catalog. Reisch Auction Col- 

Mitte: eesshias It pays to check with us first. «ASI windshields... hoot [a|—“t- Meson City 17, lows. UNIVERSAL SWIVEL ACTION 
ilitary Acceptance Corp. We can ta ‘teat. ers... turn signals... bump- WW convERTIELE Tore gui os Jeep tos, | ON COUPLERS FUNCTIONS 
Ay Pat By ache am Bhp Seve om gy e er rails . . . outside mirrors $72.20. Headlinings, $12.50. Free catalog. IN UNISON WITH SPRING 

San Antonio, Texas—CApitol 5-6756 . « « wired for sealed beams. BIG BUCK, 12 Elliott, Beverly, Mass. SUSPENSION ON ALL CARS 


Call, Write or Wire 


PLUS NEW AND USED 1960S. FOR SMOOTH & SAFE 















LOWNI CORP. 
Write, Phone or Wire Swiss Watches For Premiums TOWING. 
TWO ESSENTIAL SERVICES 200 W. 72nd St., New York 4 MACK IMPORTS Mons : ; sport wateh goss $38 cock. « 
en water resistan' ' 6 
INVENTORY SERVICE Ask for Zigi—TR 3-5727 Mens | J rhinestone dial... $475 each. 
tod cise ale the 349 SOUTH RIDGEWOOD RD. iadite 15 toalt tan... 7 ck, BOLTS, NUTS & WASHERS 
ae : Jacksonville, Fla.—ELgin 6-7551 eo sabe & Ladies | J water resistant . . . $5.00-each. ARE USED TO MAINTAIN 
APPRAISAL SERVICE So. Orange 3-0575 Min. | dozen, leather straps .. . 25¢ each.||| SNUG FIT OF ALL CONNECTIONS 
Expansion bracelets, 60c ea. Free catalog. 






NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


° 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . .$69.80 
Dealers’ 25% Discount .......... 17.45 


Dealers’ = ve 4 $52.35 
Adapter Clamps e Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance CARS WANTED 
- a 9) nn <co knee 

Write for free WANT CONTINENTAL Mark 4 or 5 se- 

ose Saran Pour ion, Ample Supply of WANT CONTINENTAL Mark 4 or 5 se- 


AUTOMOTIVE INVENTORY & APPRAISAL CO. dans. Reply stating condition, price, Cas- 


10040 Freeland Ave, Detroit 27, Michigan a ee ae 
ster 3-6445 : CADILLAC LIMOUSINES — Sharp 60s, 


’59s, '58s. Franz Ridgway, BE 4-6611, 


USED 2836 N. E, Sandy, Portland 12, Oregon. 
1961 Auto Costs! 

Discover how much your competitors’ cars 

really cost. The book, "AUTO COSTS," gives 


you the factory invoice prices of all 196! 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 1960 - 1959 me) 1958 
dealers and banks nationwide. Order your 


‘bl edition today for only $10—three year; — MOST MAKES 


subscription $18 (including all supplements). 


AUTO COSTS, Spencer Publishing Company, ’ 
Liberty, N. Y. 


CHEVROLET $100.00 CASH REWARD for information 
resulting in recovery 1956 Pontiac 870, 2- 
door sedan, grey and white, Serial No. 


TRANSWORLD, 565 Sth Ave., N. Y. C. 17 


















Buy and Save $$$ 


THE ONLY BAR WITH 
@ UNIVERSAL "WRIST ACTION" @ 


NEW ROADKING 
Satcken oF 
Ant Lone 30” Daaw $ $5 y 50 



















BEAM BAR AND STEERING 
GUIDE CABLES 







TRAIL KING * 50 
BALL BAR ae 


Compac-Tow Intra- * 50 
State Tri-Bar .... $37 


* SPECIAL, 3 FOR $100.00 












CARS FOR SALE 






















































SA LRN STAI A MEE OE EET, B'way & 133rd St., N. Y. C. P756H16649, license No. 434-965 Massa- 
Ed Hogan AD 4-6000 chusetts. Driver man known as Alfred ® ® Four Clamp eee 
9g A. White, negro. Possibly Southern Automatic Bra n Dealers’ List F.0.B. Factory .. 
VOLKSWAGENS United States. PHONE COLLECT: G. H. Beslers’ 25% Discount 
a _ 1, Great Barrington, WITH THE UNIVERSAL ¢ » Net 4 $44. 85 
'61 Model Sedans, ' Il oth i“ assachusetts. Dealers with 
eee xe won 5 9 “nt? ee $50.00 CASH REWARD for information| “WRIST ACTION" 45 haeie Sees we Fed. Tax, tac 
els. Panel trucks, Pick-up, Combi, Buses, leading to recovery of one 1955 Chevrolet Incldg. BRAKE ety ‘ 
Rerenen hd DIRECT IMPORTS th h oO WA E station wagon, serial No. BV55K100479, 7 e 
-Ghias. roug : license Nebraska 6-2963, color ivory and T Ki G 4 Point $45°° eo a 
our German company. All demanded ports 1961s—All Models blue. Registered owner Daniel Patrick OWRIANG Hook-up ON THE BALL 
of entry. Pontiac, Michigan and Miami, Florida|§ STEEL (Tow Bar) CARRYING 
: IMMEDIATE DELIVERY arent” Phone collect" Omaha 341-0101 o | SABE wih Wheels Helen gtrtt. TOW PILOT 
ontact for | t prices—it , Council Bluffs, Iowa 323-3539, Mr. Sel- = : 
ee eee Caen Ween eee Will Ship to Any Port vey, 3801 Harney St., Omaha, Nebraska. || BROWNIE CARRY-ALL with Bar || With *Cadalloy Steel Safety Coupler 
D M C MOTORS, INC. All Taxes Paid! $100.00 CASH REWARD for information |§ BAG Mounted ON Purch Dealers’ List F.0.B. Factory ............0... $51.00 
1216 First Ave.. New Yerk 21.6. Y resulting in recovery 1960 Ford Sunliner|§ Rubber-Tired WHEELS urchase §) 5.0 14,.) 25% Discount ...................... 12.75 
irst Ave., New York 21, N. Y. CAR WHOLESALERS, INC. convertible, solid white with white top,|— 616siInG@ OUT RED ARROW [[| Dealers’ Net with 2 
Phone: LEhigh 5-3258 1555 Jerome Ave., New York 52, N. Y. spotlight, interior blue and white. Serial Standard pe 2 Large $38.25 
CYeres . No, OE55X177212, license No, SS 7907, PARTS AT 50% DISCOUNT Adapter hod. tax. tne 
press 9-8040 New York 1960. Driver known as Charles | J Universal License 35 Hairpin 10 Ne ae 
Edward (Eady) Ellis, age A 10”, | f Plate Holders 2 Cotter Keys ° 
rown air, auto salesman, s nown ‘otect: Made 
CARS FOR SALE address, 974 Montgomery St., Oroville, » ate, Shoae teen need ae =e Substantial Discounts 


Calif, Contact: A. D. Resch, GRanite 

° eas 1-1103, Room 227, State Tower Building, 

Dealers! Here’s how to sell the ‘‘I-don't-like-the-color” prospects Syracuse, New York. Call eotlect if yeu 
have information. 


PARTS FOR SALE 
BUY i HE Cc AR Y LLOYD PARTS for all models. Complete 
stock. Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 
WH EN You NEED j CHEVROLET PARTS, antique or classic. stributors 
—— a Box 51, Thompsonville, DE 2-0700 AN 3-8888 Nites: BA 1-87!7 o d i th i d 
onnecticut. 
PHSRIAW ALE Pinta EAE LTT 6 eadcers in ein ustry 
FOREIGN CAR PARTS FOR SALE. Re-|§ Call Collect Rese. since 1939" 


tiring from business, will accept reason- 
able offer for purchase of my complete 40 So. Clinton St., Chicago 6, ill. 
ee eee “Gh ae ae CORA SARTRE NR eA 
uar, Alfa Romeo, Triumph, etc. cars. 
5 Parts inventory at cost approximates 
e $92,000. Box 1956, c/o Automotive News, ee Re ee aT ae Ree eR ae ee ae 
pom Detroit 7. 
* FOREIGN CAR PARTS LIQUIDATION. 
over $100,000 closeout. Porsche $9,000 
stock, mostly late sheet metal through ew is scrip ion i er 


conv. “D,”’ 50% off or bid on total. 





SAFETY CHAINS, set of 2, only.... 2.95 
We Carry a Complete Line of 
Custom Made Trailer Hitches 


Quantity Users—Get Our 
Direct Factory Deal 


Tow Bar Sales Co. 
Exclusive Factory Di 





To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 




















i P jal exhaust t d speed 
Late-model cars are available to used car Poco apecial exhaust system end speed 


Send Automotive News to Address Below 








! 
| 
| 
| 
| 
dealers now. A Hertz office near you may 50% off. Large stock of Ace turbo. wt | nd Automotive News to Ad 
i 1 used stocks for MG. - »., Canada an + 9. Possessions 
have the car you’ve been looking for! eee ae “ ’ 
F colors, 60% Off. Waco Motors, P.O, Box |! One Year $9 [] or Two Years $16 [] 
Hertz has Chevrolets, Pontiacs, Fords, SHIRE AND BPO UT PRINE—(NAUY | All Other Countries — One Year $13 [] or Two Years $22 (] 
i i i PARTS ND ACCESSORIES — Contact 
Oldsmobiles, Plymouths, Buicks, Cadillacs er your seaman distributor or Ludwig Motor | 
: : . ; ; ec . York 
wagons...convertibles—all featuring automatic | So"! ERifaiear @ro10 | AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
transmissions, powér steering, radios and seatiiseeihs AEe erate eteniaicedilss A. OD: osciishie heed eub ) caveecon ae bccktuar vet@Laier ceive thet eae ae 
DEALERS MAILING LIST—Ford, Chev- | 


heaters...many with power brakes. rolet, Plymouth, DeSoto, Chrysler, Olds- 


mobile, Pontiac, Buick dealers, Complete | CORPO eee HEHEHE HEHEHE HEHEHE EEE EEE EEE SESE HEHEHE EE EHEHEEHEES 
national list, November, 1960 checked. | 





Low mileage 1959 and 1960 models now available On addressed labels, 35M, $14 per M. Box||  .......eeeeees Leper i need eeianen Sed coe iupat d's as cabmed anaes 
1948, c/o Automotive News, Detroit 7. 

at Hertz offices across the country. ————saIGKS WANTED Street Address.........0.eeeeeeees vases eienades otha aie WieS TL 

WANTED: Used heavy duty, army type GY. ceccviese b diidesbevevesane end. dan 0506060000 @ ONC F060 54s hes Soes 


wrecker in good condition. Cobb Motor 


CALL THE HERTZ MANAGER IN YOUR CITY TODAY Co., Burlington, North Carolina, 


Mr. I. E. Spatig 
or @ The Hertz Corporatic: a alee 


write: MH 660 Madison Avenue 
New York 21, N. Y. ‘TOP AUTO AUCTIONS 


TRADE CONNECTION: 


Car Dealer [) Truck Dealer [1] Manufacturer [J 
Jobber [] Insurance [] Financial [] Supplier [] 








Make of Car...... octeseseccenss owe cadacceecectocce, Mens ocaseddeaeun 
11-7-60 


Uses eosin ssn esis dig cop hese enh eb ech eh ean ip ahs ei @eahei itina ahcapedatd piiaadeaiiaibatinanmaamens ilaplaada 
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IR tN rodeo 


“Mr. INTERNATIONAL’ 





is a “packaging” expert who wraps up sales! 


He’s the Zone Manager, showing a dealer and his sales- 
men how to close profitable “package-deals” which 
include allied equipment as part of the sale of an 
INTERNATIONAL Truck chassis. 


He’s the District Manager, offering a new dealer a 
“package” of INTERNATIONAL models, taken from the 
most complete line of trucks, for use in every type of 
hauling and for greater sales possibilities. 


He’s the District Parts Supervisor, working with a 
dealer’s personnel in order to establish a balanced 
“package” of parts to meet customer requirements. 


“Best deal in the truck business...” 


“Mr. INTERNATIONAL” is many men, really. But 
whatever the title, his primary job is to help INTER- 
NATIONAL Truck Dealers keep their sales healthy and 
their customers happy. 


This is INTERNATIONAL HARVESTER’S plan of as- 
sistance. If you’re interested in working with an 
organization like this, selling the world’s most com- 
plete line of trucks, an INTERNATIONAL franchise may 
be available to you. Write: Manager of Sales, Motor 
Truck Division, International Harvester Company, 
180 North Michigan Avenue, Chicago 1, Illinois. 





| INTERNATIONAL TRUCKS Hi. 








